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Here's a low cost lock with a high qu ilitv look 
that invites comparison with any other 


economy make. The new Dexlock line is designed 


for smooth efficiency with Dexter quality work- 


manship and materials nod 


1c Cast parts, 
of course — yet costs surprisingly little. Available 
with new tulip or rounded standard knob styles. 
Rose size 23%” dia., large enough for all replace- 
ment work. Pin tumbler security, bull nose 

bolt, dead locking or spring latch. Available in 
all standard finishes including aluminum — 

also two tone. Functions for every 


residential need. Installs in minutes, fits 





standard Dexter boring, only two holes to bore. 
Write for new Dexlock brochure. 


NO LOCK INSTALLS FASTER THAN A DEXTER 


~ DEXTER 


New counter displays for Dexter dealers 


DEXTER LOCK DIVISION’ exter industries, inc., Grand Rapids, Michigan 


In Canada: Dexter Lock Canada Ltd., Guelph, Ontario. ¢ In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V. Monterrey 





Dexter Locks ore olso manufactured in Sydney, Australia; Milan, Italy and Porto, Portugal 


beat competition with Crestline Carloads... 
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be 





sapere 
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Order your millwork in Crestline carloads— 
straight or mixed. You can combine your stock needs with 
nationally-advertised Crestline window units and doors 
in the same car. It’s easy. We’ll be glad to show you how. 
Your profits go up because you avoid the penalties of 
small quantities and costly pick-ups. And when you sell, 
you know you are selling quality millwork of the highest 
workmanship . . . made by a company that 
understands your problems. 

Best of all, you can beat competition with a better product 
at a better price! 





Stacking Awning Window Units See your distributor or write 


Unlimited window variety is possible with 


these stationary and operating window > atl 
units! Roto-operated sash open full 90°. ° rT) ) ¥ 
Crestopane insulating glass in every unit é Val i ( 
unless single glazing is preferred. Screen 4 y 


and roto-operator standard with ventilat- 


ing units. Narrowest mullion. Concealed 
hardware. Bronze compression weather- THE SILCREST COMPANY, WAUSAU, WISCONSIN 


strip. Available in a variety of sizes. Member Ponderosa Pine Assn. / NWMA / Union label 





~ 9) ‘ 

|| Casement Z_}| Removable fs Removable 4} Aluminum 

| || Window —]) Double-hung | y | Y Slideby Weatherstripped ose Combination ea 
i] Units | Units Units Door Frames Doors 


and others 
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ROSEBURG 
BRUSHED WOOD 
PLYWOOD 





...one of the most beautiful decorative 
Texture One-Eleven 
plywoods ever developed Most popular new plywood ex- 


. . terior siding in the nation. 8, 
Brushed Wood plywood may be used in either modern or 9 ond 10 #t. lengths, In grea 
traditional decorating, in home or com- —- demand so order today! 
mercial construction. 
Roseburg’s “deep-brush” finish gives 
the panels a warm, luxurious ripple tone 
effect, creating a striking tex- 
tured surface. Encompassing all the popular 
features of regular Texture 
All panels are clear face. For One-Eleven, Brushed One- 
finishing, the panels provide a wee _ a deep etched sur- 
° og oge.° a i i H | ¥ 
wide range of possibilities such sone Hi iit ed 3-d 
as natural finishes featuring the 
honey-colored tones of the wood a 
itself, exciting accent colors that Y 
. bl A permanent, protective over- 
bring drama to problem cornets, lay is fused to exterior plywood 


or beautiful tone-on-tone combi- _ producing a satin smooth sur- 
nations of tints. face. Ideal for cabinets, siding, 
signs, boat hulls, etc. 


ORDER NOW from your nearest 
ROSEBURG JOBBER Roseburg Lumber 


or wholesaler Cut from the nation’s largest 
stand of virgin timber, Rose- 


burg Quality lumber is 100% 


ROS i = B U RG P. O. Box 1091 kiln dried and end stamped, 
excepting plank and timbers. 
MU) =}, Zetes ROSEBURG, OREGON re 





Brushed 
Textured One-Eleven 
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j ACCLAMATION 


Pack River QUALITIZED lumber from our U.S. mills is now smooth end trimmed, waxed 
and branded. Several years ago Pack River Tree Farm Products set out to establish a 
new level of quality control for the lumber industry. The result was QUALITIZED 
lumber—eight fine species from the high altitude forests of beautiful Pack River Country. 
Wholesalers and dealers across the nation insisted we identify this highest of premium 
quality. Result: end branding... .““Pack River QUALITIZED”... your sure sign of quality. 


QUALITIZED 
LUMBER, LATH, 
TENEX WAFER 
PANELS & OTHER 


4 
f SPECIAL PRODUCTS 
Engelmann Spruce, Larch, 
ac Douglas Fir, Idaho White 
Pine, White Fir, P 
TREE FARM Inland Red Cedar, Ly 
>, . -_ “42> ] 
PRODUCTS Ponderosa Pine, 
a == 





Lodgepole Pine 


a 
i call Packy for 
QUALITIZED lumber 
-.-now end-branded! 
P.O. Box 1452 
Spokane, Wash. 


\ 
Member: National-American Whole\sale Lumber Association 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


NEW SIGNS OF THE TIMES IN LUMBERYARDS. 

Contractor accounts are being more carefully studied to eliminate 
Shaky customers, the Slow payers. There's a trend to discuss credit 
frankly and hold down the age of the account. Dealers are getting tired 
of contractors using their money. Smart retailers have a lot more to say 
on location, house design, materials specified. 

More emphasis on cost-cutting, less emphasis on expansion has been noted 
in recent weeks. A lot of fat is being cut away from the payroll. There is more 
care in recruiting, actual hiring of new employes. Closer, more frequent checks 
on inventories are widespread. 

Profit-return always a concern for the lumber dealer—is being given a 
new importance because of the drop in home starts. Then, too, better accounting 
methods are giving some dealers for the first time a clear and disturbing pic- 
ture of their operation. 


WILL HOME BUILDING FOLLOW THE 1954 PATTERN? 

In the spring of 1954 house building made a slow start. There was plenty 
of mortgage money but people did not start to build until June. January starts 
that year, for example, were identical to January 1957. 

Builders that spring had a heavy carry over of two-bedroom houses and the 
customers with growing families wanted three-bedroom jobs. These smaller homes 
on-hand did not sell and worried builders reduced their starts. When they sensed 
changed customer requirements a switch to three-bedroom houses was made and the 
final start total for the year was 1.220 million houses. 

Tight money this spring changes the picture somewhat. There is a feeling that 
once again builders are out of touch with their market. Only a fraction of 
today's builders, for example, have incorporated in their homes the findings of 
the Women's Congress on Housing. The tendency to try and "get by" on old 
designs is much too common. It's all too easy to blame everything on the 
ole mortgage problem. 


SEE EXPANDED FHA IN NEAR FUTURE. 

Chances for a greatly expanded FHA look so favorable that possibilities for 
increasing the interest rates on VA loans are very slim. Around Washington the 
talk is for a new, more liberal FHA plan for both veterans and non-veterans 
which would permit down payments to be as low as 2%. The interest rate would not 
be changed. 

The GI program would remain on the books at 4%% until the deadline of 
July 1958 for World War II vets and January 1965 for Korean veterans is 
reached. The legislators are gambling that tight money would ease up before the 
deadlines are reached. 


MORE MANUFACTURERS HAVE DISPLAY TOOLS FOR NRLDA PANELS. 

This industry decided last year that 30 x 80" display panels for many basic 
building products would improve display techniques in the store. The panels 
normally are used on swinging or sliding hardware or placed on the floor 
individually with supporting feet. 

Complete kits of signs, photos and other materials for NRLDA panels 
are now available from some 21 alert manufacturers. Drop us a line and we will 
send you a current list with manufacturers names and addresses. 


ARE YOU READY FOR NEW SPRING BUSINESS? 

With new construction dropping-off many dealers this spring are shaping 
up big campaigns for products with seasonal appeal. It's a long list of items 
leading off with paint, screening, combination windows and doors, lawn and 
garden merchandise. 

Lawn and garden products, eSpecially, seem especially Strong with many 
lumber dealers. We've heard about lots of plans for outdoor selling areas, 
specials on certain plant items. Fencing of all kinds also seems a favorite. 

(news continued on next page) 
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Home Awards Edge Up in Dollars 


Home building contracts awarded in 
the nation rose in January to $816,566,- 
000, 1% over last year, but the rise 
was only in dollar terms. The number 
of dwelling units declined 9% to 
64,313. 

These figures are the first prepared 
by F. W. Dodge Corp. for 48 states. 
The construction news and marketing 
specialists hitherto have compiled their 
monthly statistics only for the 37 
states east of the Rockies. 


Moore New OHI Director 


The appointment of Don Moore as 
managing director of OHI is an- 
nounced by Paul B. Shoemaker, chair- 
man of the board of directors. Moore, 
who was assistant director, replaces 
John R. Doscher, who resigned effec- 
tive Feb. 21. 

Shoemaker, vice-president (sales) 
of Masonite Corp., reports that OHI’s 
high level promotional activity will 
be converted to a strong administra- 
tive and informational force. By this 
action of the board, OHI’s campaign, 
now at its height as a result of the 
recent Tucson Home Improvement 
Congress, will be given added strik- 
ing power for the balance of the year, 
Shoemaker said. 

Doescher has announced the opening 
of his own office at 10 Rockefeller 
Plaza, New York City. “For four 
years,” he said, “first for ACTION, 
then for OHI, I’ve crusaded for the 
building industry. Now it’s time for 
me to go into business for myself as 
a sales development consultant to the 
building industry.” In addition to 
working on major accounts, he plans 
to initiate soon a specially designed, 
syndicated advertising service for 
building material dealers. 


Unit Sizes in Flux 


Standardization of unit sizes for 
packaged lumber shipments is still 
undetermined, according to a state- 
ment by Robert B. Brown, NRLDA 
materials handling director, following 
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NORTHWEST PLYWOOD MILLS CUT OUTPUT 


Additional cuts in production are 
being made by Northwest plywood 
mills in an effort to bring output into 
line with demand. 

Simpson Logging Co., a major pro- 
ducer with plants in Oregon, Washing- 
ton and California, reports it is cur- 
tailing production to a four-day work 
week. It was said “the cutback is due 
to a gradual decrease in orders and 
will affect about 1,700 workers in the 
three-state area.” 

_ Long-Bell division of International 
Paper Co. advises it hasn’t had enough 
orders to justify a full five-day work 
week in its four plants. Long-Bell esti- 
mates it now has a plywood order file 
amounting to only two weeks’ produc- 
tion. Last year at this time it had five 
weeks of orders. “This may result in 


bringing at least one and possibly two 
plants down to a four-day week, but 
it won’t exceed that,” it was an- 
nounced, 

Simpson and Long-Bell are not the 
only plywood companies to cut produc- 
tion recently, but industry output is 
still ahead of orders. Over expansion 
and the drop in home building are 
blamed for the industry’s current head- 
aches. 

Spokesmen for several mills said 
they were still holding firm at basic 
index price of $72 a thousand square 
feet for the key one-quarter-inch 
grade. However, they noted the reason 
for cutting production was to strength- 
en this price. Plywood a year ago was 
around $90 a thousand board feet. 





recent discussion of suggested stand- 
ards by the NRLDA permanent mate- 
rials handling committee. 

Brown said that the unit most com- 
monly used today is 4’ wide and 2’ 
high. All lengths up to 14’ unitized 
in this fashion can be handled by a 
4,000-lb. capacity lift truck, he said. 
A 5,000-lb. capacity lift truck is needed 
for 16’ and 18’ lengths. 

A narrower size may be adopter 
because the 4’ wide unit must use a 
double-door boxcar. Experiments in 
Boston area with 3’ wide units are 
being mechanically handled from box- 
cars with 8’ openings, according to 
Brown. Tests in Pennsylvania are 
using 2’ wide units, for unloading from 
boxears with only 6’ wide doors— 
with or without mechanical equipment. 

For data on loading procedures of 
unitized lumber using -wide-door box- 
cars, see American Lumberman for 
March 4, 1957. 





FEAR EXTENSION OF WAGE-HOUR LAW 


The liaison group of retail and 
service trade associations met in 
Washington recently, compared notes 
and concluded that all indications 
point to an all-out drive by unions and 
leaders in both political parties to 
extend coverage of the Wage-Hour 
Law to include some retail and service 
establishments. “The threat of ex- 
tension of coverage is real and imme- 
diate,” said NRLDA vice-president 
H. R. Northup, in a letter to manag- 
ing officers of federated associations 
with copies to dealer-directors, execu- 
tive committee members, state Wage- 
Hour committees. 

“An effective drive in opposition to 
any extension of the Wage-Hour Law 
now may offset the effect of the work 
done by the Unions,” Northup added, 
“and we can assure you that they 
have been active in this field. We have 
to fight fire with fire if we expect to 
win this fight.” 


Northup asked that “if congress- 
men or senators from your state are 
on either the Senate Labor and Public 
Welfare Committee and the House Edu- 
cation and Labor Committee that your 
state Wage-Hour committees should 
contact their congressmen and sena- 
tors on the committee and vigorously 
oppose any extension of the Wage- 
Hour Law to retail and service estab- 
lishments. 

“We are calling on dealers and Na- 
tional Affairs committeemen for ac- 
tion at this time, but action is limited 
to the members of the state Wage- 
Hour committees,” he said. “To those 
managing officers who are chairmen 
of your state Wage-Hour committee, 
you are urged to get the members of 
your committee to immediately con- 
tact their congressmen and senators 
on the labor committees. We would 
appreciate knowing the reaction to 
your correspondence,” said Northup. 


Reduces Fir Plywood Production 

S. W. Antoville, president of United 
States Plywood Corp., New York City, 
advises “the company’s results for the 
quarter ended January 31 reflected a 
depressed price condition in the fir 
plywood industry brought about by 
over-production. After reviewing the 
latest operating results at our west 
coast mills, we have decided to re- 
duce our fir plywood production im- 
mediately to minimize depletion of 
our timber resources under present 
conditions.” 


Scarcity of Credit May Ease 


Home building credit conditions will 
ease in the near future and residential 
construction will continue at close to 
a million-unit annual level. John F. 
Austin, Jr., president of the Mortgage 
Bankers Assn., made this prediction 
at its midwestern mortgage confer- 
ence in Chicago. Money will continue 
“extremely tight” through March, he 
said, but after the first quarter “I 
think we will see an easing of the 
situation because tight money has al- 
ready had its desired effect, not only 
in the housing sphere but also in plant 
expansion and possibly even in con- 
sumer buying.” 


Predicts Hike in GI Interest 


The interest rate on GI home mort- 
gages will be increased by Congress 
to 5%, predicted Theodore M. Wilson, 
vice-president of Percy Wilson Mort- 
gage and Finance Corp., while ad- 
dressing a meeting of the Northern 
Illinois Home Builders Assn. He said 
the rate will be increased from its 
present 442% level despite its recent 
rejection by the House Veterans com- 
mittee. 

Discussing housing prospects for 
this year, he also made these predic- 
tions: 1, mortgage money will be 

(News continued on page 12) 
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... something wonderful 
happens when a customer 
buys BPS FLATLUX! 


She (and her husband, too) just keep coming back 
for more! 
And that’s not all! They buy all their other BPS favor- 
ites... and make the register ring all ’round the store. 
Find out for yourself how this proved flat wall paint 
can be your greatest sales builder. Write—now! 


The PATTERSON-SARGENT Co. 


1325 E. 38th St. 420 Lexington Ave. 
CLEVELAND 14, OHIO NEW YORK 17,N.Y. 





"Here’s how BPS FLATLUX customers help you— 


1. Flatlux Again and Again! Customers Are Repeat Buyers. 

2. Recommend Flatlux to Friends! They like economy and colors. 
3. Leads to other BPS Paint Sales Complete Line of BPS Favorites. 
4. Also Buy in Other Departments Flatiux Customers Buy Regularly. 








. 


Dave Garroway 


sets Write — Now! Get fects 
PAINTS about ‘Colors on Parade”... 
proved the industry's top-profit- 
producing merchandising plan 
that’s tailored right to your store. 
Dealers report sales UP as much 
as 40%. Unique and exclusive 
way to sell BPS. Adds real 
sales wallop. 
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The large escutcheon 
#522 shown with 
new Dalton knob and 
monogram. 

7-5/8" x 4-1/8! 














brand-new Sargent AlignaLock 


... designed to give Special Appeal to 
any home... priced for every budget 


High-fashion escutcheons...with textured 
vinyl inserts! Imagine getting that dis- 
tinctive feature in a low-priced lock! 
But get them you do...in the new 
AlignaLock. In beautiful colors. Black. 
Straw. Dull flamingo. Medium Brown. 
With metal finishes of Polished Brass, 


The square escutcheon #524 shown with F 4 
. Dull Bronze, Satin Aluminum. 


Ashcroft knob. 3-5/16"x 3-5/16” 


MOO) Gin O lal \malrs\imaliciarclmelene 
in its price class 
has construction features 


like these... | ( 


LE. 
vn, 


NEW CYLINDER DESIGN 


for fast rekeying 


. 
} » 
we oh 


RUGGED 


PRESSURE -FORMED 


Plus the graceful new Dalton Knob or 
the popular Ashcroft Design. 

When it comes to fast application, 
remember this! No lock...in any price 
range .. . costs less to install! 

Get the special appeal of Sargent 
Locks. See your supplier...or write to 
Sargent & Company, New Haven 9, Conn. 





COMPLETELY NEW LATCH ASSEMBLY 


im one unit al weak link 


HEAVY WROUGHT KNOBS 
with wide bearing surfaces to avoid 


knob wobble. Turn button convenience 

{ 

‘4, ‘ 

ean 
=| 42 

cs 
ee 
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SCREWLESS ROSES 


for split-second attachment 


ALIGNING TUBE 


ASSEMBLED IN A FLASH! 


SAVES TIME AND CASH! 


SARGENT LOCKS 


“Sign of a well built house’ 
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Third of a Series 


NEW BOOKLET 
HAS ANSWERS 


The quizzical character you 
see on the booklet above may 
be one of your customers; he 
may be one of your salesmen. 
Lots of people have questions 
about Alsynite. It’s that kind 
of product: new, exciting, 
different. 

Now practical answers to 
every important question are 
answered for you in concise 
language in this new question- 
and-answer booklet. It also 
includes a panel calculator. 
And yet, it’s small enough to 
fit handily into a shirt pecket! 

It’s just one more part of 
Alsynite’s big 1957 Merchan- 
dising Plan that covers every 
possible means of boosting 
your sales and profits. Get 
your copy of the booklet and 
the full story on “Merchandis- 
ing with Alsynite”... today. 


Alsynite 


Write for full details 
ALSYNITE COMPANY OF AMERICA 
DEPT. A-3 © 4654 DE SOTO ST 
SAN DIEGO 9, CALIFORNIA 
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News in Brief 


(begins on page 8) 


about 7% more plentiful than in 1956; 
2, the 1957 house will be priced about 
3% higher than the 1956 house be- 
cause of increased costs of land ac- 
quisition and construction; 3, this 
year’s house will be larger than last 
year’s. It will contain at least three 
bedrooms and possibly an additional 
room, which can be used as a den, 
family room or fourth bedroom; it 
will have a minimum of one and a 
half baths. 


Sales, Earnings Dip 


Armstrong Cork Company’s sales 
and profits in 1956 slipped from 1955 
levels. Net declined to $2.56 a common 
share from $2.83 the preceding year 
and volume fell to $247.4 million from 
nearly $249.4 million. President C. J. 
Backstrand reports the lower earnings 
stemmed from the slip in sales and 
from expenses incurred in “prepar- 
ing to market greater output.” 

Backstrand said expenditures this 
year on plants and equipment are ex- 
pected to be “substantially less” than 
the nearly $20 million in 1956. He 
asserted that sales of building mate- 
rials stayed high last year because 
volume for remodeling largely offset 
a decline in sales for new homes. 

The company will add a _ 72,000- 
square-foot unit at its Macon, Ga., 
plant to make acoustical ceiling tile. 


Sales Rise, Net Falls 


National Gypsum Co., Buffalo, 
N. Y., had record sales in 1956 but 
earnings declined below 1955, reports 
chairman Melvin H. Baker. The com- 
pany reported 1956 sales of $151,859,- 
497, an increase of about $3,640,000 
above 1955 volume. Earnings were 
$14,263,528 “after extraordinary 
charges” compared with $15,763,690 
in 1955. The 1956 net was equal to 
$3.61 a common share on 38,828,237 
shares outstanding compared with 
$4.61 on 3,321,135 shares in 1955, 
Baker said. The company sold 416,666 
shares to stockholders in June to 
finance a $19 million building and min- 
ing program in the Great Lakes area. 

Baker said sales in the last half of 
1956 “felt the effect of a slowdown in 
residential construction, but the com- 
pany hopes to reduce its dependence 
on home building through greater 
concentration on sales for commer- 
= and remodeling mar- 
<ets.” 


Record Sales, Higher Earnings 


The Flintkote Co. ended 1956 with 
record sales and higher earnings, re- 
ports president I. J. Harvey, Jr., in 
the annual statement to shareholders. 
Net sales rose to a new record high 
last year, totaling $107,085,509 com- 
pared with $100,995,922 in 1955. Net 
investment in plant and property dur- 
ing 1956 increased to $45,400,000 as 
compared to $35,600,000 reflected in 
1955. 

(News continued on page 158) 
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Robert Y. 
Kerr, 70, dean of 5 . 
American Lum- ’ 
berman’s edi- fi 
torial staff and ae . 
its Washington 
correspondent 
since 1942, died 
suddenly in 
Washington, 
D. C., Saturday, 
March 2. 


Kerr was well known to scores of 
government officials and lumber in- 
dustry leaders. His reporting and 
keen analysis of industry news, writ- 
ten in his inimitable style, had a wide 
following throughout the field. 

During World War II, Kerr’s per- 
sonal association with high govern- 
ment officials gave him an_ inside 
channel to important news during the 
critical period of organized govern- 
ment control. 

Bob, as he was familiarly known, 
started his career with American 
Lumberman shortly after his gradua- 
tion as an honor student from Grin- 
nell (Iowa) College, where he was 
later named a trustee. Met L. Saley, 
who is remembered by old-time lum- 
bermen for his famous American 
Lumberman column, “Realm of the 
Retailer,” induced Bob to join the 
staff. Bob wrote the column himself 
for many years, 

As a field correspondent, he trav- 
eled all 48 states, visiting sawmills 


in the south and retail yards from 
coast-to-coast. 

“One of my first assignments,” he 
recalled recently, “was reporting a 
terrific flood along the Ohio to see 
how houses stood up and find out what 
the plans were for rehabilitation. I 
reached the first of the wrecked cities 
after curfew, got a pass to a hotel 
which still stood, then looked into the 
muzzles of more military rifles in the 
course of a half-mile walk than I saw 
as a soldier in later years.” 

Another field trip, years later, took 
Kerr into an area of drouth and de- 
pression. 

“IT saw some of the grimmest sights 
of a long life,” he observed. “Farm 
families with nothing but an ancient 
ear packed with household goods with 
half a tank of gas, driving away from 
abandoned farms without a backward 
glance.” 

After many years of hard work and 
brilliant field reporting, Kerr was 
sent to Washington in 1942. His by- 
lined page, “Washington Report,” and 
occasional special articles, attracted 
widespread attention. 

Kerr was a life member of Sigma 
Delta Chi, international journalistic 
fraternity; the White House Corre- 
spondents Association; the National 
Press Club and the Society of Busi- 
ness Magazine Editors. 

He was a 32nd degree Mason of the 
Hermann Lodge, Grinnell, and a mem- 
ber of the First Congregational 
Church in that city. Surviving is his 
wife, Florence, a classmate at Grinnell. 
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NEW POWER! The heart of every electric saw is NEW VISIBILITY! Picture - window design 
its motor! Black & Decker builds their own. . . to be makes line-of-cut and cutting edge visible at all times. 
sure you get all the power you need and then some! Air flow blows sawdust clear of the job, clear of your eyes! 


Black & Decker SAWTIME, U.S.A. 


Breaking Spring Sales Records... 


ARE YOU GETTING 
YOUR SHARE? 


There’s still time to get in on the heaviest 
saw traffic ever. These new Black & Decker 
Heavy-Duty Saws are outperforming all compe- 
tition in sales this Spring. That’s because con- 
tractors are impressed with their ease of handling, 
power and durability. 


“SawTIME, U.S.A.” is backed by national 
and local advertising in magazines, newspapers, 
and direct mail, read by builders, homeowners, 
hobbyists in your own neighborhood. Order B&D 
Heavy-Duty Saws and Blades from your whole- 
saler. THE Brack & DECKER Mre. Co., Dept. 
H-303, Towson 4, Maryland. 





Find Your 84D 
Wheleseler in 


Look under “Tools-Electric” ‘Yellow Peges 
NEW HANDLING EASE! Handle is located 7 


® 
closer to blade for better control in the wood. Quick ad- Vache & Decker: 


justments assure speed, accuracy for depth and bevel cuts. World’s Largest Maker of Portable Electric Tools 
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M-D_ Nimetal WEATHER STRIP 


al 


M-D PACKAGED SETS FOR DOORS 


This complete package unit means easier handling for you 

. easier installation for your customers. M-D Numetal door 
sets are available with regular door bottoms or with threshold 
and exposed hook. 








M-D Extruded 
HEAVY DUTY 
DRIP CAP 


Extruded heavy duty drip 
cap—in natural finish or 
anodized satin, bright or 
brass colors. 


M-D Extruded 
DOOR BOTTOM 


Extruded aluminum and felt 
door bottom — in natural 
finish or anodized satin, 
bright or brass colors. 
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m-D Nametal 
DOOR BOTTOMS 


Made of extra thick wool felt and 
heavy gauge stainless steel, brass 
or aluminum. Standard lengths— 
28”, 30”, 32”, 36”, 42” and 48” 
—packaged 1 doz. same length to 
carton. Special lengths available. 


MACKLANBURG-DUNCAN 


1197 * OKLAHOMA CITY 1, OKLAHOMA 


P.O. BOX 
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M-D 4a GARD AUTOMATIC 
_ DOOR BOTTOM 


DOWN snugly 
against floor 
to seal out 
drafts when 
door closes. 


matically to 

clear carpet 

easily when 

door opens. = 
Here's the perfect automatic door bottom and draft eliminator 
for ALL doors. Easily installed on right or left hand door. 
Smartly designed with silvery-satin finish—will -not rust or 
tarnish. Furnished in standard lengths—28”, 32”, 36”, 42” 
and 48”. Packed in individual cartons. 


M-D EXTRUDED ALUMINUM 
THRESHOLDS WITH Viny! Insert 


24" 








This beautiful vinyl-type threshold is available in either 
Alacrome or Anodized Albras finish. Albras is a permanent 
brass finish color that will never tarnish—never needs polishing. 
Matches most solid brass hardware. Available 33%,” wide by 
%,” or 1,” high; 1%," wide by 5” high. 


M-D CALKING & GLAZING COMPOUND 


NM (ALK 


World's best calking compound 
available in loads, with or with- 
out nozzle . . . hand squeeze 
tubes ...or Y pt., pt., qt. and 
gal, cans. Also 5-gal. and 55- 
gal. drums, gun or knife grade. 


Wu-Glaze 


You can use and recommend 
this glazing compound with 
complete confidence that it 
always “stays put." Packed in 
Y, pt., pt., and qt. cans, 25 Ib., 
50 Ib., 100 Ib., 880 Ib. drums, 


GLAZING 
Compound 











M-D Adjustable Screen Door Grilles 
available in 3 everlasting finishes 


silvery-Satin 
ALACROME 


America’s most beautiful screen door grilles are 
available in three permanent, exciting finishes. 
Never rust, never tarnish, never dull. Now you 
can offer your customers screen door grilles that 
match your front door hardware. 


M-D PUSH GRILLE NO. 23 


Here’s a beautiful new addition to the M-D line 
of grilles for every type of screen door—wood 
or metal. It's M-D Push Grille No. 23 ...a 
smart, graceful new style designed to give extra 














protection where it is needed most. 23” high for 
32” or 36” doors. 12 to a carton. 
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M-D Push Grille 
No. 4 

A graceful push grille 

4” high for 32” or 

36” doors. 12 to 

carton. 


~ 





M-D Push Grille 
No. 6 

A handsome, low- 

priced push grille for 

aluminum or wood 

doors. 12 to carton. 
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FITS-ALL No. FS FITS-ALL No. $6‘ FITS-ALL Nos. 1, 3, 4, 7 
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FITS-ALL grilles Nos. 1, 3, 4, 7 have an accordian like action that 
makes them instantly adjustable. Each comes packed 12 to carton. 


No. 1 adjusts from 16” to 303%” in width between stiles, and 
4042” to 30%” high. 


No. 3 adjusts from 14” to 25” wide, and 25” to 32%” high. 


ee ee 
M-D Push Grille No. 15 

A graceful addition to any M-D Push Grille No. 16 
door—wood or metal—16” Made especially for combi- 
high for 32” or 36” doors. nation doors. 12 to carton. 
12 to carton. 


No. 4 For upper section of doors. Adjusts from 19%” to 33%” 
wide, and 20%” to 34” high. 


No. 7 adjusts from 14” to 26” wide, and 33%” to 26” high. 
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Here are just a few uses you can 
sell for Orange Label Sisalkraft 


Genuine Orange Label Sisalkraft returns to you a high profit on 
every sale. There are many uses to sell your customers — offer- 


ing them the surest protection against bad weather. 


Stock the quality Sisalkraft Line. It’s backed up by aggressive 
national advertising and promotion . . . and our sales force is 


out constantly drumming up business — for you! 


American SISALKRAFT Corporation 


Chicago 6 . New York 17 . San Francisco 5 


in Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 


Circle No. 5 on Coupon, page 178. 





Other products in the 
SISALKRAFT LINE 


Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalation — Reflective insulation and 
vapor barrier 

Sisalite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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WORK BOTH ENDS 





from the seat of an 





INTERNATIONAL 350 Utility tractor 


Built-in brawn gives the International 350 Util- 
ity tractor for 1957 the strength and stamina for 
cost-cutting equipment combinations, such as 
rear-mounted fork lift and front-mounted loader. 
You make one tractor do the work of two, for 
countless material handling jobs not justifying 
more costly single-purpose units! 

So easy to operate! With built-in power steer- 
ing, the operator easily maneuvers the 350 Util- 
ity with one hand, freeing the other for con- 
trolling fork lift or loader, on the go. 


BS 


For continuous fork lift work, the 
International 350 Utility is easily equipped 
with reverse steering attachment, manual 
or power. Handles two-ton loads on soft 
footing of ydrds and building sites. 


BUILDING PRODUCTS MERCHANDISER 


So try it! Your IH Dealer will gladly dem- 
onstrate the rugged International 350 Utili- 
ty. Just phone him .. . look in the classifi- 
ed directory and call today! 


SEE YOUR 


INTERNATIONAL 
HARVESTER DEALER 


international Harvester products pay for themselves in use—McCormick 
Farm Equipment, Farmall and International Tractors Motor Trucks... 
General Office, Chicago 1, Iilinois. 


Construction Equipment 
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It is with extreme regret that we 
announce the death of our Wash- 
ington correspondent, Mr. Kerr (see 
obituary, page 12). The following is 
his last “Report from Washington,” 
written by him just a few days be- 
fore he died. 


The Interstate Commerce Com- 
mission has authorized a 5% in- 
crease in railroad passenger fares 
in New England and the south. The 
increase applies both to coach and 
first-class travel. It became effec- 
tive in New England on February 
17 and in the south on February 20. 
The Commission still has under 
consideration proposals by six ma- 
jor eastern railroads to raise their 
first-class fares by 40%. This would 
seem to be due notice that the roads 
asking for the big raise are no 
longer interested in first-class pas- 
senger traffic; a pricing of a service 
out of the market with a vengeance. 
Disturbing to people already jarred 
by the current antics of the na- 
tional economy. 

* * * 

Preliminary information about 
housing activity in January leads 
to the guarded hope that the hous- 
ing decline may have reached its 
low point and is working into an 
upturn. Private housing did decline 
a little over the month, but an in- 
crease in public housing, under the 
Capehart military housing pro- 
gram, brought the total to 65,000. 
Decrease in private house building 
between December and January was 
in units started under FHA- or VA- 
assisted programs, but starts with 
conventional financing in January 
increased by about 5,000 units over 
December. The seasonally adjusted 
rate for January, worked out by 
formula based upon long-time rec- 
ords of the percentage of annual 
starts for each month, stood at 
1,010,000 private starts, lowest 
since last September. 

. . . 

Why then even a guarded hope 
for an upturn? Two reasons: na- 
tional weather in January was so 
uncooperative with building that 
any gain is considered cheerful 
news and that stepup of 5,000 units 
under conventional financing raised 
the industry’s spirits a bit. 

* * * 


The Federal Housing Adminis- 
tration reported a 


rather similar 
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REPORT from WASHINGTON 


Hope for Upturn in Housing . . . Industrial Expansion 
Slows . .. Loan Money Looking for Mortgages 





split. Starts dropped in January to 
7,838 from 9,144 in December, but 
during the same period applications 
rose from 7,749 to 10,549. GI home 
starts declined from 14,987 in De- 
cember to 11,964 in January. But 
appraisal requests declined by only 
105, from 19,029 to 18,924. In fact, 
the Bureau of Labor Statistics says 
that building-permit reports show 
substantial advances in the amount 
of new housing authorized in all 
sections of the country except the 
north central and the New England 


states. 
* * * 


Industrial expansion is slowing 
more or less, leaving some loan 
money looking for mortgages upon 
which to roost. And apparently 
union pension and welfare funds 
are discovering home construction 
as satisfactory investment oppor- 
tunities. But building starts and 
financing have to be planned some 
months in advance and changes 
can’t be made like a hot rod making 
a right-angled turn. So the indus- 
try analysts are cautious about 
guessing the future and are wait- 
ing to see what kind of story March 


tells. 
. © 


Paul R. Ely, president of NRLDA, 
in the association’s February re- 
port suggests simplifying FHA 
procedures to make it possible for 
the agency to function more effi- 
ciently in smaller cities and towns. 
Present FHA mortgage processing 
and inspection procedures are cum- 
bersome. The plan under consid- 
eration would allow the local lend- 
ing institution to make its own 
evaluation and credit analysis, tak- 
ing full responsibility. The local 
material dealer would certify that 
the structure was built according 
to FHA standards. Title II loans 
would be*handled in the same man- 
ner as Title I. Ely wonders if local 
lenders and material dealers would 
accept these responsibilities if 
given the chance to do so. It would 
seem to be a good opportunity for 
business men in smaller communi- 
ties. 

* . 


Ely says the new houses built 
according to the recommendations 
of the Women’s Housing Congress 
promise to sell readily. They are 
well planned and they have re- 
ceived much publicity. Still another 
selling point is that they represent 
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By R. Y. Kerr 


what housewives really want. It 
should be remembered that they 
are not what can be called low-cost 
houses. The smallest of the four de- 
signed for the NRLDA has 1,418 
square feet of space and needs that 
much space to provide for the fea- 
tures that make the house the de- 
sirable structure it has proved 
itself to be. 
* * x 

Time to begin fixing in mind the 
date and place of the NRLDA ex- 
position. Dates are November 4 
to 7; place is the Trade and Con- 
vention Center in Philadelphia, 
splendidly adapted to products ex- 
hibits, demonstrations, and dealer 
clinics that have been so popular 
in earlier shows. Paul V. DeVille, 
DeVille Lumber Company, Canton, 
Ohio, is chairman of the 1957 Ex- 
position Committee and T. Merritt 
Ludwig, Merritt Lumber Yards, 
Reading, Penna., is chairman of 
the Exposition Clinic Committee. 


* * * 


Two bills dealing with the same 
subject are pending in Congress: 
S 514, introduced by Senator Cur- 
tis of Nebraska and H. R. 451 in- 
troduced by Representative Smith 
of Mississippi. Each of these meas- 
ures would require the Federal 
government to file a notice of a tax 
lien in order to give that lien pri- 
ority over a mechanic’s lien. At 
present, the tax lien becomes effec- 
tive when the director of Internal 
Revenue receives the tax assess- 
ment list. He is not required to file 
a notice to give this lien priority 
over mechanics’ liens. Under such 
conditions a dealer can’t determine 
from public records that a tax lien 
is lodged against the property for 
which he is asked to furnish mate- 
rials. 

* * * 

Ever get caught on that hook? 
If you have, or just don’t want to 
be, better tell the House Ways and 
Means Committee that you want 
H. R. 451 reported out and passed. 
This is a revenue measure and must 
originate in the House of Repre- 
sentatives; so either write your 
own Congressman, whether or not 
he’s a member of the House Ways 
and Means Committee. If he isn’t 
a member, ask him to contact mem- 
bers of that committee and to push 
for passage of the bill, or else write 
directly to the committee, care of 
chairman Jere Cooper. 











a portfolio of designs in plastic wall tile 


begin with a beautiful background 


Here are dramatic new decorating ideas 
...and uses...for plastic wall tile 

all through the house. 

They are inspired by the design, 


advanced color styling 


and complete practicality of guaranteed plastic wall tile. 
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Country charm . . . modern style! Blue and white willow ware inspired the 
patterned wall in squares of Styron® plastic tile . . . and sleek white tiles face 
the work counter. Prestige kitchen installations like this mean added business 

IN THE KITCHEN and more profits for you. When you are ready, as a certified dealer, to sell the 
shapes and range of fabulous colors in guaranteed plastic tile made of Styron, 
your profit potential is unlimited. For new homes, for remodeling, for decorating, 
youre ready to sell a beautiful background for homes in any price range. 

















Interiors in this portfolio were created by John and 
Earline Brice, internationally famous designers. 








New note in blues! This gentleman’s 
bath begins with walls of white 
squares and superimposes a panel of 
blues in classic design. Styron plastic 
wall tile adds the profitable decorat- 
ing field to your wall covering story 
... gives you extra profit areas all 
through the house. There are deco- 
rator-styled colors in Styron to match 
or complement every home . . . and 
tile shapes to inspire endless designs. 
And as a certified dealer, you can 
guarantee the quality of Styron plas- 
tic wall tile, mastic and installation. 


IN THE BATHROOM 


IDEA! Lovely colors of Styron IDEA! a decorative, over-all 
and tile shapes combined to pattern in easy-to-clean 
create delightful trompe-l’oeil Styron plastic tile for a prac- 


louvers on a bathroom wall. tical entry wall. 


og Regge 3 


Late Hilden dale 


lari 


eT aey oe ee ee 





a, | 
* y 











IDEA! Make a bathroom 
seem wider with bold, hori- 
zontal stripes of Styron plastic 
tile on one wall. 



































IDEA! Turn a plain fireplace 
wall into a colorful enter- 
tainment center with king-size 
Styron plastic tile. 
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Cheerful candy stripes for practical beauty on walls and ceiling of a child’s 
room .. . “gingham” wall for a laundry area . . . handsome “mural” wall for 


. matching walls and counter facings for a modern kitchen. 


a dining room 

THE HOUSE The decorating possibilities are endless with Styron plastic wall tile. These 
dramatic ideas are being sold to consumers across the country. As a certified 
dealer, you can turn all of these ideas into handsome profits! 











BEGIN WITH A BEAUTIFUL BACKGROUND of plastic wall tile 


Here is the theme for the big 57 Dow 

Per Ae advertising and promotion program for 
guaranteed plastic wall tile made of Styron. The beautiful 
interiors shown in this portfolio will be featured in full-color 
advertising and editorials in leading national magazines and 
in hard-hitting, year-round promotions. They'll extend today’s 
consumer acceptance into the wide field of interior decorating. 


They'll sell your customers. 


Are you ready to meet the demand? Now is the time to become 
a certified dealer and make this powerful campaign pay off 


for you. Promote Styron plastic wall tile . . . its extensive color 
range and versatile shapes . . . its unlimited decorating possi- 
bilities. Above all, stress the quality you can guarantee! For, 
as a certified dealer, you can guarantee that tile, mastic and 
installation meet quality standards established with the U.S. 
Department of Commerce, Bureau of Standards—CS-168-50. 


Tie in with the theme for ’57. You'll find your profits begin 
with a beautiful background of plastic wall tile made of Styron. 
THE DOW CHEMICAL COMPANY, Midland, Michigan, Plastics 
Sales Department PL 1558K. 


YOU CAN DEPEND ON 
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Styrofoam: first in foam insulation 


It was the first foam insulation on the market. Since then 
sales have zoomed until now demand is at a record high. 


One reason is the list of unusual benefits. Styrofoam* (a Dow 
plastic foam) has a noninterconnecting cell structure that 
keeps out water and water vapor—just as it keeps out heat 


and cold. And it lasts a lifetime! 


Another reason for the growing popularity is the exciting list 
of new uses. Styrofoam has proved superior for many appli- 


*STYROFOAM IS A REGISTERED TRADEMARK OF THE DOW CHEMICAL COMPANY 


cations—ranging from plaster base to perimeter insulation. 
New uses mean new markets—and new sales for dealers 

A third reason is fast installation. Styrofoam won't flake, it is 
not brittle, and it is nonirritating. No special tools or experi- 
ence are needed. Your contractor-customers cut installation 
costs—and you profit from increased sales 

Recommend Styrofoam—then see how it helps your profits 
and goodwill! For details, see next three pages... 


YOU CAN DEPEND ON 
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Cells are noninterconnecting... resist water even when submerged. 


only Styrofoam gives you... 


such a combination of sales points 


. STYROFOAM LASTS A LIFETIME — It does not rot, mold or deteriorate. Does not attract vermin, 
insects or rodents. Cannot settle. 


WATER DOES NOT PENETRATE !T — The noninterconnecting cell structure provides a lasting 
barrier, unaffected by water. 
LIGHTEST OF ALL RIGID INSULATIONS — Styrofoam weighs only 2.4 ounces per board foot. 


SO STRONG IT SUPPORTS CONCRETE FLOORS — The exceptional compressive strength aver- 
ages 3000 Ibs./sq. ft. 


. LOW THERMAL CONDUCTIVITY — Average “K” factor of 0.25 B.T.U./in./sq. ft./hr./°F. at 
mean temperature of 40°F. 


. EASY TO APPLY — With ordinary tools. Nondusting, nonflaking, nonirritating to skin. Clean, 


odorless. 


Styrofoam is easy for you to stock, too. Two types: 22 (regular) and 
33 (self-extinguishing). Thickness: 1, 1%, 2, 3, 4 and 5 in. Widths: 12 
and 16 in. (Styrofoam 22 only). Lengths: 3, 8 and 9 ft. 
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NEW COST-CUTTING CONSTRUCTION — Styrofoam bonds to masonry walls with 
portland cement mortar. Plaster keys directly to Styrofoam. Eliminates furring, 
lathing. Assures dry, well-insulated home. 


... such a range of profitable markets! 





CAVITY WALLS are permanently satisfactory when constructed with air space 
on either side of Styrofoam. 


WALL PANELS with Styrofoam cores are now available from several manufac- 
turers. (Names on request. ) 

FOUNDATIONS AND SLABS are unusually satisfactory when constructed with 
wet-proof Styrofoam. 

ROOFS — exceptional strength is permanently combined with light weight 
to reduce dead load. 


RADIANT HEATING, perimeter or radial heating is more economical and more 
comfortable with Styrofoam. 


PERIMETER INSULATION— Keith Gilchrist, 
builder, reports: “I’ve found Styrofoam the 
best ever for perimeter insulation in base- 
mentless homes. The way it protects from 


cold, heat and dampness is really something.” YOU CAN DEPEND ON 
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Styrofoam launches 
biggest ad campaign of its kind! 


To further cut your selling costs, there’s our year-round Use your advertising to tie in with this campaign—and watch 
promotion. It’s hard hitting. It’s aimed to boost dealer sales. your profits go up. (That’s a successful formula, used by 
And it includes over fifty pages of advertising in such me- successful dealers—both large and small, in every tempera- 
diums as Business Week, Architectural Record, House & ture zone.) Make your plans today to assure your share of 
Home, American Builder and Sweet’s Catalog. this profitable business. 


For further information, contact your nearest distributor: CALIFORNIA, Colma: Western Foam Products, Inc. ® CALIFORNIA, Los Angeles 13: Pacific 
Foam Products Co. * FLORIDA, Tampa: The Soule Co. « GEORGIA, Atlanta 8: Badham Sales Co. * ILLINOIS, Chicago 11: The Putnam Organization, 
Inc. * KANSAS, Kansas City: Styro Products, Inc. *© MASSACHUSETTS, Ipswich: Atlantic Foam Products Co. * MICHIGAN, Detroit: Par-Foam, Inc. * 
MICHIGAN, Midland: Floral Foam Products * MINNESOTA, Minneapolis 8: Edward Sales Corp. * MONTANA, Billings: Madden Construction Supply 
Co. * NEW YORK, Rochester 20: William Summerhays Sons Corp. * NEW YORK, Long Island City 1: Styro Sales Co., Inc. * OHIO, Cincinnati: The 
Seward Sales Corp. * OHIO, Cleveland 13: Structural Foams, Inc. «© PENNSYLVANIA, Plymouth Meeting: G & W H Corson, Inc. ¢ TEXAS, Houston: 
The Emerson Co. * UTAH, Salt Lake City 10: Utah Lumber Co. * WASHINGTON, Seattle 9: Wiley-Bayley, Inc. * WISCONSIN, Milwaukee: S & S Sales 
Corp. * CANADA, Edmonton, Alberta: Northern Asbestos & Bldg. Supply Co., Ltd. * CANADA, Kitchener, Ontario: Durofoam Insulation, Ltd. e CANADA, 
Vancouver, B. C.: Wiley-Bayley Co., Ltd. Or write THE DOW CHEMICAL COMPANY, Midland, Mich.—Plastics Sales Dept. PL1748CC. 
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How to answer 
your customers’ 
questions 


Q. Where can I recommend latex 
paints for interior application? 


For interior painting over: 
fresh plaster * primed wood trim ° fibre- 
board * primed or treated metal * gypsum 
board * concrete, cinder block and brick * 
wallpaper (except some metallic inks). 


Q. Why are they better for interiors? 


Fresh raster: They require no zinc sulfate wash- 
seal effectively over freshly dried plaster—do 
not react with the alkali which may be present 
to produce blisters and failure of the paint film. 


FIBREBOARD: ‘They provide an effective seal coat over 
fibreboard. 


Gypsum soaro: Latex paints do not strike in and 
photograph through the plaster patching over 


nail holes and seams. 


waurarer: Latex paints cover wallpaper with a 
durable film that seals the porous paper surface 
and holds out dirt, stains and moisture. 


PRIMED WOOD TRIM AND PRIMED METAL: Because latex paints 
contain water, it is best to prime wood and 
metal with an oil primer to prevent contact 
with the bare wood or metal. 


CONCRETE, CINDER BLOCK AND BRICK: Over such surfaces 
latex paints give a uniform appearance In spite 
of unevenness in surface porosity. Of course, 
the resistance of latex paint to alkali is essen- 
tial to successful painting of masonry surtaces. 


Tintex Pant Ty This information is taken in part from 
our complete booklet called “Latex 
Paint And What You Want To Know 
About It”. Copies are available free 
upon request to established paint 
dealers. We do not manufacture latex 
paints, but we are America’s leading supplier of 
latex to the paint industry. THE DOW CHEMICAL 
coMPANyY, Midland, Michigan, Dept. PL 1805A. 


YOU CAN DEPEND ON 
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. . . 
Mass Display Sends Ladder Sales Climbing 

To mass display 40 ladders of various lengths in 60 
square feet of floor area, Builders Emporium, Van 
Nuys, Calif., built a rack of 15” galvanized pipe. 

Ladders are held in place on the floor by a wood 
frame made of 1x2 boards. The main frame of 12" pipe 
is fastened to this base by flanges. Joints of the rack 
are standard 15” pipe fittings. 

A cross member is fastened to the corner posts three 
feet from the floor. The top cross member is seven feet 
from the floor. With these two members it is possible to 
display both short and long ladders in the same rack. 
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eit Vaper Barwerk 


Durable Flexible 
Notes, 
Cuts Costly Come Cals 


Mh GORING PRODUCTS, Nembacrth 


SHOWING SAMPLE width of polyethylene flim is Sam Silver, right. Harry Silver, secre- 


tary of the firm, looks on. 


. . . 
Colored Lights Help Plan Deliveries 

Indicator lights help schedule deliveries more effi- 
ciently at Evans Lumber Co., South Charleston, W. Va. 
Approximately three feet square, the board indicates to 
salesmen the location of each truck. 

Amber lights indicate that a trip has already been 
made to a specific area; red lights indicate a truck is 
in the area; white lights indicate a truck is being 
loaded for delivery to the area and green signifies a 
delivery will be made some time during the day. 

By using a switch on the lower corner of the board, 
a salesman can let the shipping clerk know there’s a 
new order waiting to be picked up and delivered to the 
area. 


Many Uses for 
Polyethylene Film 

Polyethylene film is both used and 
sold by Silver Building Supply, 
Englewood, N. J. to provide weather 
protection for building materials. 

Most of the film is sold to con- 
tractors, who use it for damp proof- 
ing under slabs and basements; as 
temporary window covers during 
construction; as weather protection 
for building materials and equip- 
ment stored outside; and, occasion- 
ally, to cover buildings damaged by 
fire or wind. 

“We use quite a few sheets our- 
selves,” adds president Sam Silver. 
“For example, each of our trucks 
carries a sheet to cover materials in 
case of bad weather. We also use it 
to cover materials in the yard.” 

The firm carries an inventory of 
about 20 rolls, ranging from 5’ to 20’ 
in width. 
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HOTTEST procean 


IN "TN HARDWARE 
MERCHANDISING 


y this sturdy self-service package offers all 
nese time-saving, space-saving advantages! 


HANDY, COLORFUL BOX WITH CLEAR ACETATE COVER 
PERMITS CUSTOMER TO SEE AND EXAMINE PRODUCT 


STIMULATES IMPULSE SALES, SAVES CLERK'S TIME... 
MAKES SALES EFFORTS MORE PROFITABLE 

SLIDE COVER IS EASILY REMOVED. STURDY BOX CAN BE 
REUSED ON THE COUNTER... IN THE HOME 


"SELECT-A-PAKAGING" REQUIRES 60% 
LESS SPACE. INCREASES PROFIT 
PER SQ. FOOT OF SHELF AREA 


THREE-DIMENSIONAL PACK- 
AGE STACKS EVENLY, PRO- 
VIDES NEAT, INVITING DISPLAY 
APPEARANCE AT ALL TIMES 


Write for illustrated Catalog-Price List No. 256. 


LEADER IN HARDWARE MERCHANDISING 


CABINET NATIONAL BUILDERS CABINET FURNITURE SCREWS 
HARDWARE LOCKSETS HARDWARE naRDWARE LOCKS CASTERS AND BOLTS 
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Heres window beauty 


to complement fine paneling 
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Andersen \Windowalls 


Andersen Casement Windows in a Michigan residence ; Paul Moffett, A.1.A., is the architect. 


The natural wood window beauty of Andersen WINDOWALLS 
blends harmoniously with fine wood paneling like this... and 
creates a powerful selling story for you! These attractive con- 
venient Andersen Casement Windows are easy to open, easy to 
close, because they are manufactured with extra care by the skilled 
window craftsmen of Andersen. Made of selected, toxic-treated 
wood, they provide natural beauty ... natural insulation against 
both heat and cold. These extra WINDOWALL advantages can help 
you close more sales! 

For further information on sales opportunities with Andersen 
WINDOWALLS, see your Andersen distributor or write Andersen, 
Bayport, Minnesota. WINDOWALLS are sold throughout the country, 
including the Pacific Coast. 

ANDERSEN CORPORATION e BAYPORT, MINNESOTA 











NOW: 4 


with EXTERIOR GLUE 


joins the distinguished 
family of fir plywood 
structural products 





DOUGLAS FIR PLYWOOD 


PLYSCORD 


SEE YOUR JOBBER SALESMAN 
FOR DETAILS 


Or write DOUGLAS FIR PLYWOOD ASSOCIATION, Tacoma 2, Wash. 
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The man from Reynolds shows 
the way to bigger Spring sales! 


two ways to make profit 
on Do-It-Yourself screens 


New Screen Kit and standard Screen Materials part of 
Reynolds big Spring promotion in your city! 


New Do-It-Yourself Screen Do-it-Yourself 


REYNOLDS 


SCREEN 
KITS 


cw ee 
reepe orsriay 


Kit from Reynolds 


Kit contains plastic 
screening, framing pieces 
sized for standard win- 
dows, corner locks and 
necessary hardware. 
New Screen Kit makes 
display easy—selling 
even easier. 
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Screen Materials 


—you now carry in your 
rack. 6’ and 8’ pre-shaped 
framing pieces, corner 
locks and all necessary 
hardware for hanging. 
They're your big sellers 
from regular Do-lt-Your- 
self stock. 


Spring calls for screens. This year new home 
owners and old homesteaders, will make their 
own screens... with Reynolds Do-It-Your- 
self Aluminum. 

This spring, Reynolds will help you sell 
the Screen Kit and Screen Materials . . . Do- 
It-Yourself Aluminum for other home repairs 
and improvements. How? By national ad- 
vertising with the local punch of your own 
town paper. Over 22,000,000 readers of This 
Week, Parade and Family Weekly — papers 


in your city — will read about the new Screen 
Kit and Do-It-Yourself Aluminum. And 
point-of-sale material that commands atten- 
tion and action will tell your customers to 
buy Do-It-Yourself at your store. 

Ask the man from Reynolds about this 
spring promotion. Ask him for point-of-sale 
material and Free Project Sheets. Stock up, 
now! Display! Make it a profitable spring 
by selling Reynolds Do-It-Yourself Alumi- 
num. And feature the new Screen Kit. 


Reynolds Metals Company 
2500 S. Third Street, Louisville 1, Kentucky 


REYNOLDS | Dolt-Youseif ALUMINUM 


See ‘CIRCUS BOY”’, Reynolds exciting 
dramatic series, Sundays on NBC-TV 
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SOLD ON THE AIR BY 





/ 
f 


Sold only by lumber dealers 


MBC-TV 
in the 
morning 


during nd a great i. “ a 
the day new NBC-TV ey Q 
HOME tonight « yi 


Artene Francis sHow 
sMar-studded—beticr than ever! 





Morning, noon and night, famous TV stars and 
shows are working for you, the lumber dealer— 
selling YOU as the source of two important home 
building products: Balsam-Wool and Nu-Wood. 


BALSAM-WOOL sealed insulation 
with reflective liners 


Here’s a display that helps you build insu- 
lation profits from home owners who 
want more year-round comfort, lower 
heating and air conditioning costs. 
Balsam-Wool, with its gleaming reflective 
liners, looks as good as it performs. Heat- 
ing and air conditioning costs go down 
when it goes in. This new Balsam-Wool 
is a sealed insulation, designed for maxi- 
mum efficiency and backed by a reputa- 
tion for top quality. 


RIL 
IT’S NOT TOO LATE TO TIE IN 
... 1F YOU ACT NOW! 





Now, while the big Balsam-Wool® and 
Nu-Wood® TV promotion is still young, 
is the time to reap the benefit. Wood 
Conversion Company provides you with 
everything you need to sell: window and 
store displays, banners, special tie-in liter- 
ature and newspaper ads, local TV spot 
announcements. 


sealed insulation with reflective liners 
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tore by these displa 


And every working day, these big store displays can 
help clinch sales with your customers. The displays 
are part of one of the biggest sales promotions of its 
kind ever launched, using network TV to reach mil- 
lions on the programs they prefer. 





NU-WOOD acoustical tile 


Here’s a display that helps you sell sound 
conditioning—a must for today’s homes. 
In a new, convenient carry-out and easy- 
to-open package, Nu-Wood random 
drilled acoustical tile fills a vital home 
need: it takes the nuisance out of noise. FOR 
Nu-Wood tile is available in both random P CEILINGS 
drilled acoustical and regular surface penton ei 
types, in the new handy package. Tiles are * : ae " 
pre-decorated in a Sta-Lite finish. 





rw 


PLUS consumer and builder magazine 
advertising and proved plans for your cus- 
tomer yard-meetings. Don’t miss this op- 
portunity to tie in. See your Wood Con- 
version Company salesman or write us. 
Wood Conversion Company, Dept. 120-37, 
First Nat. Bank Bldg., St. Paul 1, Minn. 





PainTeO seve 


NU-wooD 
acoustical THLE 


acoustical and decorative tile 
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Thousands of Contractors Rely on the 
New Bostwick Expanded Corner Bead 


As straight as a string . . . no crooked ends . 
no bows... that’s it every time with Bostwick Ex- 
panded Corner Bead. All this is due to a brand 
new Bostwick expanded corner bead machine. It 
has electronic controls to bring you a new high in 
uniformity of manufacture. That’s how Bostwick 
gives you six guaranteed features that save time 
and save call-backs for premature repairs at six 
cents per minute: 





1. Straight end to end 
2. Ends sheared square 
3. Plaster key to the edge of the bead 


4. Uniform width wings having the same angle to 
the nose 


5. Special non-peel galvanized coating 
6. Special expanded small mesh wings 


Sold only through dealers. You can be sure when you 
stock and recommend this special expanded corner bead. 
Want prices and samples? Write today. 


THE BOSTWICK STEEL LATH COMPANY 


(07 HEATON AVE. NILES, OHIO 
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For the sash you make or buy: 


use “PENNVERNON’” 


not Just “window glass’ 











Notice the glass in the windows this contractor is 
buying. See the label in the corner of each light. That’s 
the Pennvernon label—and it qualifies this glass as 
“window glass at its best.” 

Pennvernon’s clarity and fine finish, its clear, non- 
fading color, its remarkable freedom from distorting 
defects, its smooth, even surface all contribute to its 
reputation as quality window glass. 

It will pay you to stock and sell this well-known, top- 
quality product. And to help you promote sales of 


Pennvernon Window Glass, Pittsburgh Plate Glass 
Company has made available to lumber and building 
supply dealers a variety of point-of-sale merchandising 
helps. 

These sales aids are all designed to keep the name 
“Pennvernon” foremost with your customers and to 
remind them that you are headquarters for Pennvernon 
Window Glass. To get these aids see your jobber, or 
write Pittsburgh Plate Glass Company, Room 7192, 
632 Fort Duquesne Blvd., Pittsburgh 22, Pennsylvania. 


Pennvernon Window Glass 


Ip PAINTS * GLASS + CHEMICALS 
G 


riz2o00e 8 RG HR 


BRUSHES - PLASTICS 


Piatra 


FIBER GLASS 


GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Sell Marlite in luxurious wood finishes for 
attractive interiors and attractive profits 


Whether it’s a $400 remodeling job 

or a $40,000 new construction pro- 

ject, beautiful Marlite in distinctive 

a wood finishes adds extra luxury and 
value without adding extra cost. 

Available in a fine selection of prefinished wal- 

nut, mahogany, birch, cherry and oak grains, this 

profitable paneling has a durable baked finish that 

can't be duplicated on the job. Marlite’s smooth 


® ‘ 
° ° - ©" Guaranteed by 
Marlite plastic-finished paneling "ss 


melamine plastic finish resists smudges, scuffs, grease 
and moisture; an occasional wiping with a damp 
cloth keeps it like new for years. 

Marlite offers a beautiful wood finish for any 
interior, any customer. So take advantage of this 
opportunity to increase your building and remod- 
eling profits. Call your Marlite representative or 
wholesaler now—or write Marlite Division of 


Masonite Corporation, Dept. 341, Dover, Ohio. 


int a a 


“> 


MARLITE IS ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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| N EWsteel Doors that Glide Aside - 
Reveal All the Storage Space 


FULL-VU STEEL FOLDING DOORS BY LEIGH 
bring new convenience to closets. Storage 
space actually appears twice as large with 
these modern doors that fold together as they 
glide aside, exposing the entire closet . . . not 
half a closet at a time. Homes sell faster with 
this practical touch of glamor. 























PRICED FOR EVERY HOME-Full-Vu 
steel folding doors cost less than 
many wood closet door installations. 
They increase the sales appeal of 
any home and cut costs at the 
same time. 


QUICK, EASY INSTALLATION-Here’s 
another big saving for cost-con- 
scious builders. No hinges, no cut- 
ting or fitting. One man can make 
a complete installation in 20 min- 
utes or less. Fourteen sizes to fit 
all standard openings. 





CHOICE OF FINISHES — STYLES. 
Flush surface doors available in 
handsome beige prime coat or rich 
birch grain. Louver style doors in 
beige prime coat. All finishes are 
durable baked enamel. 


LONG, TROUBLE-FREE LIFE- Full-Vu 
steel doors are built to last a 
housetime. They can’t warp or 
sag, never “jump the track”, never 
cause costly call-backs. User satis- 
faction is assured. 


PACKAGED FOR YOU — Doors 
come complete in one-package sets 
for easy handling and storage. Ex- 
clusive package design keeps door 
surfaces at center of carton for 
maxinium protection 











[etgh 
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PRODUCTS 
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NOW! 
Handsome Tackle Racks 


packaged for your 
‘‘do-it-yourself’’ trade! 





knockdown units made of genuine Tennessee 
aromatic red cedar from Giles & Kendall! 


Everybody is a fisherman or knows a fisherman. Here is the tackle 
rack for that big market. For you, it’s a 4-season, across-the- 
counter item—easy to stock, and a good traffic-builder. 


The rack is made of solid cedar, mill-finished, with a matched 
cedar plywood back. The kit is complete with all hardware and 
directions for assembly. Holds 3 rods, 3 reels, any number of flies, 
lures and plugs. The full-length drawer is for hooks and other ac- 
cessories. Handy brass hooks around the case provide an easy 
method for drying wet lines. Size: 38” high, 21%” wide. 


DO YOU ALSO CARRY THESE STEADY FAVORITES 
FOR YOUR ‘‘DQ-IT-YOURSELF’’ TRADE? 


GUN RACK 


beautiful Tennessee aromatic red cedar for a handsome, 
practical 4-gun rack with full-length drawer for ammu- 
nition and cleaning gear. Case is solid cedar with back 
of matched cedar plywood. Ready to assemble. Com- 
plete with all hardware and directions. 


CEDARCO 
Closet Lining 


beautiful Tennessee aromatic red cedar, tongue- 
and-grooved with matched ends. Ready for 


CEDAR CHEST § i \ 7 | fast installation over plaster, wallboard, ex- 


beautiful Tennessee aromatic red cedar, solid 34” with posed wall studs. Economically packaged in 


5-ply panel top that will not warp or crack. Moth- different lengths and widths. 


proof. Ready to assemble. Complete with all hardware 
and directions 


Wholesale only ... For name of your nearest distributor, write: 


GILES & KENDALL COMPANY 


oa o> Gis HUNTSVILLE,ALABAMA 
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Anneuneingl NEW REASONS WHY 
CHEVY'S BEST 





New higher G.V.W.’s, new cast-spoke 
wheels, new full-air brakes, new bigger 
tire sizes in Chevrolet Task-Force Trucks! 


G.V.W.’s increased as much as 4000 lbs. for bigger 
loads, bigger profits! Chevrolet’s mighty Triple- 
Torque Tandem is more than ever the industry’s 
load-hauling champ—with G.V.W. hiked from a 
high 32,000 lbs. to a whopping 36,000 lbs.! In 
Series 5000H and 6000H models, G.V.W.’s have 
been advanced 1500 lbs. (to 21,000 Ibs.) and in 
Series 7000 and 8000 models G.V.W.’s are now up 
1000 lbs. (to 22,000 lbs.)! 

New cast-spoke wheels* are available on Chevrolet 
Series 9000 and 10000 trucks. These payload 
boosters are strong yet light, widely interchange- 
able, easy to service. 

New full-air brakes.* Safe straight-line stops with 
heavy loads are assured by these rugged brakes, now 
provided on Series 9000-10000 models. 

New bigger tire sizes.* New 11-22.5 tubeless tires, 
front and rear, or 10.00-20 tubed tires, are added 
assurance that 1957 Series 9000 and 10000 Chevro- 
let trucks are built from the ground up to haul 
your biggest load with ease! 

For all the news about sky-high payloads and 
profits, see your Chevy dealer. Chevrolet 
Division of General Motors, Detroit 2, Michigan. 

*Optional, extra cost. 


IF YOUR JOB IS BIG! 




















NEW CHEVY 
L.C.F. MODELS 
ARE SPECIALLY 
DESIGNED FOR 
MAXIMUM LOADS, 


EASY MANEUVER- 





ING AND SERVICING 


1. 


Compact length of the L.C.F. tractor (89% 
inches, bumper to back of cab) enables you 
to pull a long 35-foot trailer while holding 
overall truck length to less than 45 feet. 


. Low height of L.C.F. cab means that the 


distance from the ground to the cab floor 
is shorter; entering or leaving is more 
convenient. 


. Short wheelbase makes Chevy L.C.F.’s ma- 


neuverable trucks easy to wheel in and out 
of tight spots. 

Good weight distribution—more truck weight 
on the front axle means that extra load 
weight can be placed on the rear axle. 


. Easy servicing is an added L.C.F advan- 


tage; all engine components are quickly 
accessible. 





PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 





TASK*FORCE 57 CHEVROLET TRUCKS 42Qgeray 
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Everybody is your prospect for 


MASONITE 


£6 > BOARD PANELS AND FIXTURES 





Can you think of any other item you can so logically sell to every customer 
who comes in? Carpenters and contractors, of course. And home owners. 
But don’t overlook display men and merchants. And plant maintenance 
men. And farmers. Buyers for schools and other institutions. 

Masonite® Peg-Board® panels and fixtures bring handsome, steady profits. 
Six types, three thicknesses, six standard sizes. Over 75 Peg-Board 


fixtures easily lock on and lift off. See your Masonite representative. 
Masonite Corporation, Dept. AL-318, Box 777, Chicago 90, Illinois. 
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®Masonite Corporation—manufacturer of quality panel products. 


Sponsor of 


MASONITE 


ad po OF OF UT On B—: 
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DODGE REPORTS point out new construc- 
tion business the way old divining rods 
were supposed to find water. So don't trust 
to luck... 


Write for a better way 
to turn up new construction business 


There's no divining rod guesswork in the way Dodge Reports give you a 
head start on finding new construction business — it’s all facts! So, if you 
want to know where you can find live, active prospects for your 
product or service, just read, then mail this coupon today. 


sei tice Neca ie Siithie th akc aia cudeaaaa aiid ----- 


TO: DODGE REPORTS, 119 WEST 40th STREET, DEPT. 21, NEW YORK 18, N. Y. 


Yes! I'd like to pin-point my prospects by knowing in advance who’s going to build, 
what, when, where. 


I want to know whom to contact and when to submit bids. 


I'd like to see some Dodge Reports and I'd like a copy of your booklet that tells how to use 
this accurate, daily, up-to-the-minute construction news service. 


I understand that I can pick just the area and type of construction activity that interests 
me. Also, that I won’t have to wade through mounds of data to find the information I need. 


I'm interested in General Building [|] House Construction [] Engineering (Heavy Construction) [_] 





in the Following Area: 





\VNlry 
Rl 


~» 4, 
NN a 
~ a 
= a 


ADDRESS. 





Dodge Reports 
iesiliiilasiiectlipaeiceininiaciisicacia For Timed Selling to the Construction Industry 
My hvww 
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BESTWALL 


THE ORIGINAL GYPSUM WALLBOARD 





* first with glass fibers 


% second to none because of them! 





~\ 


Consider gypsum wallboards from any angle—fire 
resistance, structural strength, ease and economy of 
application, reputation and acceptance in the indus- 
try—and Bestwall gypsum wallboards rate the high- 
est approval. Here is quality that helps architects 
meet minimum code requirements, that makes con- 
struction move smoothly and economically for 
BESTWALL builders, that means volume sales and steady profits 


- GYPSUM i ere for dealers. 

Seg CRIES The secret of Bestwall quality lies in the core of the 
~WALLBOARD sae ¥ boards. Strong, resilient, incombustible textile glass 
; filaments of Fiberglas* are blended there by an 
exclusive Bestwall process which gives the boards 
better nailing properties and greater resistance to 
cracks and breakage during shipment, handling, 
application and service. 


Where building code requirements for extra fire 

resistance must be met, Firestop Bestwall Gypsum 

r Wallboard is the answer. Its thermostabilized gyp- 
FIRESTOP sum core—combining glass fibers with unexpanded 
vermiculite in a special compounding—provides up 

BESTWALL , : to l-hour fire-rated drywall construction with 


l-layer application. 

niet Both Firestop Bestwall and regular Bestwall Gypsum 
 WALLBOARD ao | Wallboard come in large, labor-saving panels (maxi- 
—— Cee / imum stock size—48 sq. ft.) They can be arched or 
curved—are easily scored and snapped or sawed. 
Bestwall gypsum wallboards are also available with 
Insulating Foil-Back and in predecorated Grain 

Board panels. 
Get full details from your nearest Bestwall 
Certain-teed Sales Office—or write direct to us. 


Manufactured by Bestwall Gypsum Company—sold through 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 


B ESTiW, EXPORT DEPARTMENT: 100 Eost 42nd St., New York 17, N.Y. 
, SALES OFFICES: 
ANTA, GA. 


ATL DALLAS, TEXAS JACKSON, MISS. WILMINGTON, DEL 
CHICAGO, ILL. DES MOINES, 1OWA KANSAS CITY, MO. RICHMOND, CALIF. 
CHICAGO HTS., ILL. DETROIT, MICH. MINNEAPOLIS, MINN. SALT LAKE CITY, UTAH 


SUL DING pRovuct” CLEVELAND, OHIO ~—«EAST ST. LOUIS, ILL. NIAGARA FALLS, N.Y. TACOMA, WASH. 
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Caves Time, 
Money 
and Trouble, 


Remove 
and Replace 


sash, weatherstrip 
and balance quickly 
and easily at any 
time during 
construction 





Now builders can have all the quality features of 
Zegers Dura-seal Weatherstrip & Sash Balance 
PLUS an important new Snap-Clip feature! Here is 
the best in window equipment, providing complete 
weather protection and easy window operation... 
yet it can be put in or taken out at any time during 
home construction. With Snap-Clip, jamb weather- 
strip is certain to be properly aligned in the frame 
every time. Snap-Clip also provides positive clear- 


ZEGERS, INCORPORATED 
8090 South Chicago Ave., Chicago 17, Ill. 


Manufacturers of Dura-seal, Simflex, Tak-Out and 
Dura-glide equipment for wood windows 


IT’S EASY TO PUT-IN OR TAKE-OUT 
BOTH SASH AND DURA-SEAL! 


ance for installing inside stops. It is important to 
note that sash and Dura-seal can be removed even 
after trim is in place if inside stops are installed 
with small screws. Snap-Clip is another Zegers 
“first” ... another advancement that is of advantage 
to the home builder. See how Dura-seal with Snap- 
Clip can help you easily and quickly provide the 
best window at low cost. Let us tell you all about 
it... write today! 


Dura-seal and complete sash 
balance easily snaps in or out of 
the four Snap-Clips with slight 
finger pressure. 


Entire sash and Dura-seal as- 
sembly comes out easily and is 
easily replaced. No removal of 
fasteners—no tools needed. 
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DEALERS: 
More and mor 
€gers Dura 


e builders want 
“seal now that it 


are pre-installed top and bottom 
on both sides of the wood window 
frame. Window sash and Dura-seal 
Weatherstrip & Sash Balance are 
“snapped-in” in one simple opera- 


“seal. Write 


mplete information 





—— 








tion for a sound and secure in- 

stallation. Both sash and 
Dura-seal can be quickly 
and easily removed when- 


ever you wish. 





DURA-SEAL WITH sSNwaAP-cCLip. 
A BIG HELP ON THE JOB: 


*\f glass is accidentally broken, 
sash can be removed and reglazed 
at a convenient location. 


* For best protection of wood, sash 
and frames can be completely 
primed—even behind the jamb 
weatherstrip. 


* Sash can be delivered at a later 
date after window frames are in- 
stalled—snap in sash whenever you 
wish during construction. 


*Sash and Dura-seal can be 
removed until plastering is com- 
pleted. Sash and weatherstrip are 
kept factory-clean. 


* Long lumber, duct-work, cabinets, 
other bulky items can be passed 
through window opening with sash 
snapped out. 


* Sash can be easily removed and 
protected from smudge if it is to be 
given a natural finish. 


* If plaster, brick or building settle- 
ment bows the window frame, sash 
is quickly removed for re-fitting. 


* It's easy to change windows from 
one style of sash to another even 
after sash are installed in the window 
frame without damage to sash or 
weatherstrip. 


* Pat. Applied For 
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Look For the Name 


on the Window Glass and 


on the 


Metal Weatherstrip 
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on the move. 
all year round 


because . 


Trinity White is a true portland . . . it’s 
whitest in the bag .. . whitest in the mix 
. whitest in the completed job. Strongly 
advertised to all elements of the building 
industry for architectural concrete units; 
stucco; terrazzo; cement paint. A favorite 
with the do-it-yourself for home and gar- 
den jobs. For further information dealers 
are invited to write Trinity White Cement, 


111 W. Monroe Street, Chicago. 


4 


a 


} - 
i x 
we 


A nal Wh Comat 


a product of GENERAL PORTLAND CEMENT CO. DEALERS! | 
Send for your copy of this new 
CHICAGO DALLAS . CHATTANOOGA * TAMPA + LOS ANGELES popular booklet for consumers. 


as white | os snow 


plain or waterproofed 
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“Being a full line 





Wheeling Dealer pays off in 


bigger year-round sales!” 


OR steady,. year-round sales, for guaranteed 


customer satisfaction, there’s nothing like the 
full line of Wheeling products. Every Wheeling 
product recommends another. Wheeling quality 


sees to that. And every Wheeling product is tops 


in its field. That’s why experienced builders have 


preferred them for over 60 years. 


WHEELING CORRUGATING COMPANY © WHEELING, WEST VIRGINIA 


CHANNELDRAIN 
ROOFING 


Made of Cop-R-Loy 
Steel. Strong... 
sturdy. Large 
drain channel 
prevents leaks. 
Assures years of 
service. 





CORRUGATED 
ROOFING 
AND SIDING 


Heavy zinc coated. 
Long lasting. 
Sturdy. Rugged. 
The Strength of 
Steel. 





IT’S WHEELING STEEL 


ROLL ROOFING 
AND VALLEY 


Made from SofTite 
Galvanized Sheets 
for easy worka- 
bility in applying. 
Heavy zinc coat- 
ing for use on 
Roofs, Valleys, 
Gutters, Etc. 





RAIN GOODS 
AND FITTINGS 


All conductor pipe 
uniform in size, 
assured water- 
tight. All elbows 
and shoes made of 
Cop-R-Loy, hand- 
dipped in molten 
zinc. 





METAL LATH 
AND ACCESSORIES 


The best bond for 
plaster. Engi- 
neered Package 
assures lath arriv- 
ing in perfect con- 
dition. Cuts hand- 
ling costs. 





LaBELLE HARDENED 
CUT NAILS 


Hold tighter with 
fewer nails. Cannot 
bend. Prevent 
squeaky floors. For 
wood and masonry. 





Here’s another big plus — there’s a Wheeling 
warehouse right near you. That means prompt, 
on-time delivery on all warehouse-stocked items 
... the same day if needed. 

Are you getting the benefits of being a full line 
Wheeling dealer? Get all details from your nearest 
Wheeling warehouse or sales office. 


WHEELING 
GALVANIZED WARE 


Hand-dipped in 
Dura-Zinc-Alloy. 
Resists rust and 
corrosion. Made 
better to look bet- 
ter, last longer. 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, Lovisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, St. Lovis. Sales Offices: Atlanta, Houston. 
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New WEPCO Plant 
on Duo-Matic, 
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Increases Production 
Duo-Dor & Kangaroo 








NEXT MONTH... 
NEW PRODUCTS 
NEW LOW PRICES 














FIBERGLA: \,INFRABLOK 


PANELS \\\\\\\\ “zn 


infra red rays 


SHATTERPROOF! 


new colors... 


new features... 
new sales plan... 


A GREAT NEW PROFIT OPPORTUNITY FOR YOU! 


It's here .. . an exclusive “first’’ from BARCLITE research . . . INFRABLOK* 
. a revolutionary new additive that means cooler comfort, glare-free 
light. But there’s more that’s new about BARCLITE . . . a new, controlled 
texturing of both panel surfaces that retards weathering for longer panel 
; life and beauty .. . and 
MAKE SALES \\ | BRILLIANT NEW SHADES OF THE MOST POPULAR COLORS FOR 
GREATER EYE-APPEAL, GREATER BUY-APPEAL. 
Stock, promote, push this big ticket, high profit item. Watch sales skyrocket 
as demand for this all-new, versatile paneling grows bigger and bigger! 


BARCLITE FOR PATIOS 


°.0.P. program gives 
you top profits on 


every Barclite sale — BARCLITE CORPORATION OF AMERICA 
come = ne pg he | an offiliate of BARCLAY MANUFACTURING CO., INC. 
package pric : BARCLAY BUILDING, NEW YORK 51, N. Y. 


most extensive instal- 
lations. Write for Criginators of: BARCLITE, BARCLAY SQUARE, BARCLAY PANELING, BARCWOOD, BARCWALL 


details : 
x) FOR BE, uv 
NATIONALLY ADVERTISED qo" Uynimng; a n, 


m-@ by > 
Good Houschooping 


Soras AbveRTistD aes 


Barclite Corporation of America, Dept. AL-3, 385 Gerard Avenue, New York 51, New York 4 
Please send me free sample wall display showing new 1957 colors with INFRABLOK, and complete information im parce” 
about Barclite’s new Package Orders Plan. 

NAME 2 COMPANY 


ADDRESS city ZONE STATE 
26 YEARS EXPERIENCE IN MANUFACTURING HIGH QUALITY BUILDING MATERIALS 
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The | Ameri iN [Rental Sander...no doubt about it! 


& 








Think of it, the sale of up to eight or more items everytime you rent this nationally publicized sander! 
The American profit-proved rental sander is the best salesman you can hire to step up your overall net profit 


a $1,000 or more a year! Complete plan is blueprinted for you 


in new 48-page book. Easy-to-use American Sanders are ee aoe te 

. .* no obligation! It tells anc 
preferred by your customers and are backed by a five-year | , howe how t» sell more 
i yrs igs ~~ , wake Sf: n00 


Maintenance Guarantee! Write now for your free copy | . And how to m 
“i ‘ extra Net Profit year after 


of ‘'$1.000’’ Book. 


TOOL RENTAL PROFIT DIVISION 

Dealers Happy with Americar The American Floor Surfacing Machine Co., 521 So. St. Clair St., Toledo 3, Ohio 

NEWPORT NEWS—". . . switched Please rush me my free copy of your “$1,000 Extra Net Profit” book. Also send me 
c full information on the following 

to American in 1950. very [1] Send me your big illustrated catalog giving all the buying facts on sander rentals. 

happy since change... never [) The sander rental business is all you say it is, but | want to make even more net 


realized rental machines could cost profit so rush me literature on your new all-purpose wet-dry rental vacuum! 
so little to maintain repairs CD Please send me prices on Super Speed sondpaper for my rental sanders 
ra i” Sager . e O) More ond more folks want floor seal—what's the story on American Pentra-Seal? 


have been nil. Our profits from | ] 


| ] Send me o free supply of you 


machines, paper, finishes wax are tHE | M 1D : re | 0 s spend time explaining to customers how to operate @ sander. 
gratifying plus gaining new cus- L 4 R i( A N } 
| on ‘ 


f | m 
tomers through our rental depart- yi PAOGS SURFACING GACHINE CO. = 
Firm 


ment.”” W. R. Johnson, Lee White “— J 
Hardware. 521 So. St. Clair St., Toledo 3, Ohio Street 


City. 
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r How-To Booklet on floor sanding so | won't have 























It’s new and different...and you will profit 
2 ways with L-O-F Glass Fibers’ Home Insulation 


z It reduces your overhead! 


You’ll add extra dollars to your profits 
with the money you save on storage space 
and handling costs when you carry L‘O°-F 
Glass Fibers’ Home Insulation. 


1. It’s easier to sell! 


Builders and contractors are really going 
for L-O-F Glass Fibers’ new Home Insu- 
lation because of the advantages it offers 
to them and their customers. 


@ Superior performance—summer and 
winter. In summer, bedrooms cool off 
much more quickly after sundown than 
those in homes with other types of 
blanket or bulk insulation. In winter, 
home temperatures respond more quick- 
ly to modern thermostatic control 
fuel bills are reduced. 


@ Reflective facing. One of the most effi- 
cient barriers to moisture-vapor travel; 
also turns back radiant heat. 


@ Easier, less expensive to install. L-O-F 
Glass Fibers’ Home Insulation weighs 
only about 1 oz./sq. ft. Permits fast, 
easy one-man installation. Lightweight, 
resilient blanket fits snugly, stays put 
while handy tabs are stapled. 


L°O°F GLASS FIBERS COMPANY °> 
54 Circle No. 24 on Coupon, page 178. 


@Conserves valuable floor space. Com- 
pressed rolls take less than half the 
room needed for most other insulations. 


@ Takes up less room on trucks. Only three 
to six packages (depending on thickness 
of insulation used) are enough for the 
ceiling of an average home. 


@ Easier to handle. So lightweight, it packs 
400 sq. ft. of Standard Thick into a 20- 
lb. package. Rolls are easier to store in 
“‘=hard-to-reach”’ lofts . . . easier to load 
and unload on trucks. 


Get immediate delivery on L:O-F Glass 
Fibers’ Home Insulation, in standard 
widths and three thicknesses, from the 
distributor nearest you. For his name, 
write Dept. 58-37. 


TOLEDO 1, OHIO 
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ENTER KAISER ALUMINUM’S 
“HAWAITAN VILLAGE” CONTEST! 


You will soon receive your Official Kaiser Aluminum “Hawaiian Village” Contest 
Entry Kit in the mail. The kit contains complete information about the contest. 


EASY TO ENTER! 


All you do is judge four Kaiser Aluminum Roofing 


' : 

BRAND NEW FROM KAISER poster ads in order of appeal, write a few words about 
in i Sidin ye ° pie 

qa Ur Chan”. Kaiser Aluminum Roofing, mail in the entry blank. 


BE THE AD EXPERT! 


Your contest entry kit includes four consumer 
ads soon to appear in leading farm publications. 
These ads tell your customers all about brand new 
Kaiser Aluminum ROLL-ON Roofing. You just 
rate these ads according to your own judgment. 
Tell us which ad you think is best, second best, 
‘ A third and fourth. 
' ing and 

Sa aa Next, you complete this statement in 25 words 
or less: “I believe Kaiser Aluminum ROLL-ON 
Roofing is the best building material I can stock 
because...”” Mail in the entry blank postmarked 
no later than midnight, June 1, 1957. 


That’s all there is to it! Be on the lookout for your 
official entry kit. It will arrive in your mail soon. 
. Look for the envelope marked: 
' . f ° ° ° és , 9» 
BRAND NEW! Kaiser Aluminum Roll-On Roofing Official Kaiser Aluminum “Hawaiian Village 
and Siding does the job easier, faster and better! — « a = 
oe Contest Entry Kit. 


‘A “ 


i a id 


AND NOW! Here’s really big news 


to increase your sales et 









BRAND NEW FROM k 
ROLL-ON ROOFING / 


S& Build Store Traffic with the Newest Thing in 



































ONLY KAISER ALUMINUM ROLL-ON ROOFING GIVES 
YOU ALL THESE SALES-MAKING ADVANTAGES. 





New Kaiser Aluminum ROLL-ON Roofing is the newest thing in building 
materials. Just roll it on and nail it down... . it’s that easy to use. And it’s even 
easier to sell. Here’s why: 


EASY TO INSTALL. Just roll it on and nail it down. No fitting small pieces, 
practically no side laps. 





REFLECTS HEAT. Farm buildings stay up to 15° cooler in summer, warmer 
in winter. Livestock and poultry stay healthier. 


CUTS MAINTENANCE. Embossed ROLL-ON Roofing won’t rust or rot. . 
never needs painting. 





STRONG, DURABLE. Unrivaled record of freedom from wind damage and nail 
pull-through. Gives years of service in all kinds of weather. 





i KAISER ALUMINUM! 
AND SIDING 


g in Building Materials! 








JUST ROLL IT ON AND NAIL IT DOWN! Two men in 
only three days completely re-covered this building with new 
Kaiser Aluminum ROLL-ON Roofing. The savings in metal 
and labor time over re-building amounted to approximately 
$1800. Savings such as these make ROLL-ON Roofing the 
preferred new material for both repair jobs and brand new 
buildings ; 


Kaiser Aluminum 
ROLL-ON 
Roofing and Siding 


* TRADEMARK 





DEALERS : 


KAISER ALUMINUM WILL PAY ALL EXPENSES FOR TWO AT FABULOUS HAWAIIAN VILLAGE* 


A Pacific Paradise For Two. Beautiful Hawaiian 
Village, your kingdom for fun and relaxation 
under tropical skies. 

From your room you'll have a panoramic view of 
ocean, lagoon or one of four sparkling swimming 
pools. You’ll live amid authentic South Sea fur- 
nishings, be surrounded by lush tropical gardens. 
You'll dance under a star-lit sky. Dine on superb 


cuisine...native Hawaiian dishes, charcoal 
broiled steaks. Bask on the shimmering white 
beach at Waikiki. 

At this colorful paradise everything for your 
enjoyment and convenience is yours to command. 
Glamourous Polynesia is at your Hawaiian Vil- 
lage doorstep, offering a whole new world of 
pleasure. 


Here’s All You Do——? 


Two weeks if you are an authorized Kaiser Aluminum Building Products Dealer or 
his employee at the time contest winner is announced. One week if you are not an 


authorized dealer or the employee of such a dealer. 





PRE-TESTED! 


Kaiser Aluminum ROLL-ON Roofing has been pre- 
tested in three Southern States for almost a year. 
Farmers and builders throughout the test market have 
acclaimed ROLL-ON Roofing’s unique advantages. 
They have enthusiastically reported substantial 
savings in time and money. In short, ROLL-ON 
Roofing has not only proved itself in sales, but has 
gained the acceptance of satisfied users. 


BRAND NEW PRODUCT—OFFERS 
BEST MARKUP 


ROLL-ON Roofing’s markup opportunities, together 
with its built-in advantages for fast turnover, makes it 
one of the hottest building materials you can stock. 
And when you stock ROLL-ON Roofing you carry a 
brand new product...a product with enough news 
value and excitement to keep customers coming into 
your store month after month; a product with 101 uses 
for both city and farm trade! 


GREAT NATIONAL AD CAMPAIGN 
TO BACK YOU UP 


National television and magazine advertising pre-sells 
your customers on new ROLL-ON Roofing. The supe 
rior advantages of ROLL-ON corrugated aluminum 
will be featured on TV commercials over the NBC-TV 
network... and told to farmers across the nation in 
such leading farm magazines as—Farm Journal, Suc- 
cessful Farming, Progressive Farmer, Hoard’s Dairy- 
man, Poultry Tribune and state farm papers in key 
markets. Ads appearing in these publications will be 
read by over 7-million farm readers. 


ROLL-ON ROOFING SPEARHEADS FULL LINE OF FARM PRODUCTS 





Kaiser Aluminum offers a complete line of quality aluminum products for better farming. 


. a. Kaiser Aluminum 48” wide roofing sheet — plain or embossed 
finish, corrugated or embossed V-crimp. Better roofing because 
it’s light, strong, easy-to-handle, rot-proof and forever rust- 
free, never needs painting. Big 48” wide sheets cover almost 
twice the area of standard size widths. Farmers save time, 
labor and money. A real sales-maker! 





or embossed finish, corrugated or V-crimp. Alu- 
minum’s selling features in a size ideally suited 
to building or repairing smaller farm buildings. 


4 Kaiser Aluminum 26” wide roofing sheet — plain 


tion Pipe. Lightweight irrigation pipe 
with the lining that resists corrosion. 


~~, . 
= a 
“ q 
Kaiser Aluminum Kladlined _ Irriga- td 
) 
— ; ‘ 
' 


strong, durable and easy-to-handle. 


Also ... Kaiser Aluminum Roofing Accessories, Kaiser Aluminum Roll Valley Flashing, 
Kaiser Aluminum ShadeScreen and Kaiser Aluminum Easy Forming Coil for repair jobs 


and general purpose use. 


A BRAND NEW PRODUCT...NATIONAL ADVERTISING. . 








omorion pro 


arm building prod 


FREE ..» your own personalized direct mail program. You and 
your store will be pictured on the mailer when you become a 
Kaiser Aluminum Building Products Dealer. Each mailer in- 
cludes a timely newsletter of special interest to your best 
prospects. You provide a mailing list of select customers — we 
pay postage, printing, mailing. 


Free Local Newspaper Advertising Mats! To help 

nt zee 
you reach your prospects, right where you do busi- a el 
ness, you get a complete set of advertising mats for Oe 
your local newspaper. Radio commercial scripts 
are also available. 


Free display rack and farm building plans! Sturdy display rack 
fits on counter or wall... complete with selection of free farm 
building plans. Most feature low-cost pole type construction 


Free booklet, ‘101 Uses For Roll-On Roofing.” Tells 
your customers and prospects how to use ROLL- 
ON for many do-it-yourself projects. 


~— On 
In-store promotional material. Includes—Giant cut- ey il Ul 
out floor display, window decals, dealer identifica- 

tion plaques, banners, special literature. 


To get more information about how you can make Kaiser Aluminum ROLL-ON 
Roofing the most profitable building material you ever handled — 


COUPON TODAY 





A QUALITY LINE OF ALUMINUM PRODUCTS FOR BETTER DEALERS KAISER ALUMINUM & CHEMICAL SALES, INC. 
y : MERCHANT PRODUCTS DEPT. 


919 N. MICHIGAN AVE., CHICAGO 11, ILLINOIS 


Please send information about Kaiser Aluminum 
ROLL-ON Roofing and include details about the 
advertising program to build my business. 


ROLL-ON ROOFING 48” WIDE ROLL VALLEY FLASHING — KLADLINED SHADES 
AND SIDING ROOFING SHEE AND ACCESSORIES IRRIGATION PIPE HADESCREEN 





NAME__ 


ADDRESS 


CHY.. 











See ROLL-ON ROOFING advertised on “THE KAISER ALUMINUM HOUR.” NBC Network. Consult your local TV listing. 





"She saves half the time... | 4 


x 
OUaltonals de \uxe adding machine... 


Live keyboard’ with keytouch adjustable to each operator! 





Saves up to 50% hand motion — and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on an adding machine. 

Every key operates the motor! So you 
can now forget the motor bar! No more 
back-and-forth hand motion from keys 
to motor bar. Think of the time and 
effort this saves. 

Keyboard is instantly adjustable to 
each operator’s touch! No wonder oper- 
ators are so enthusiastic about it. They 
do their work faster—with up to 50% 


less effort. New operating advantages, 
quietness, beauty. 

“LivE Keyspoarp” with Adjustable 
Keytouch plus 8 other time-saving 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal... Subtractions in red... . Auto- 
matic Credit Balance in red... Auto- 
matic space-up of tape when total 
prints . .. Large Answer Dials . . . Easy- 
touch Key Action . . . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, payron 9, on10 
989 OFFICES IN 94 COUNTRIES 
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He saves all the cost..." 


A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. See a demon- 
stration, today, on your own work. 
Call the nearest National branch 
office or National dealer. 


*#TRADE MARK REG. U.S. PAT. OFF, 
MWaltonal 
ADDING MACHINES - CASH REGISTERS 

ACCOUNTING MACHINES 
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CEDAR FALLS, IOWA 
E. H. Olinger, Olinger Building Co. 

Our quality story—highlighted by the Sheathing 
Guarantee —is made all the more convincing when 


TUCKER, GEORGIA 

D. D. Hopkins, Jr., Hopkins Brothers Const. 
“With your Sheathing Guarantee as the initial at- 
tention-getter— we're laying greater stress than 
ever before on the quality of our building materials 
and methods. . . and it’s paying off!’ 


SAN FRANCISCO, CALIFORNIA 
Claude T. Lindsay, Claude T. Lindsay, Inc. 


“Your Celotex Insulating Sheathing Life-of-Building 
Guarantee, with the Literature and Guarantee Cer- 
tificate, has played a very important port in 


prospects learn that, in addition to Celotex Sheath- 
ing, we also use your roofing, gypsum products, 
tile board, etc.’ 


making the buying public conscious of quality con- 
struction.” 


LAWTON, OKLAHOMA 
Joe H. Choate, Choate & Choate, Contractors 


“Last year at this time, we had sold fifty-one (51) 
homes. To date this year, we've sold a total of 
fifty-eight (58) homes! We're sure your Sheathing 
Guarantee, which we publicized with the folders 
you furnished, played an important part in this 
sales increase !"’ 


The Builders You Sell Agree: 
ife-of-Building Guarantee on 


Helps New Home Sales Come Faster, Easier, Oftener !” 





With the Celotex “Life-of-Building Guar- 
antee,” you give your builders a powerful 


tages of using Celotex Insulating Sheath- 
ing. And it actually reflects the high 
quality standard of all other materials 
going into the homes... products you carry 


sales inducement to show their prospects. 
It adds buy-appeal to new homes by 


emphasizing and guaranteeing the advan- and recommend ...as well as of the over- 
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CELOTEX Insulating Sheathing 


REGUS ,PATOF E 


also show you a colorful folder on the 
Guarantee and the Sheathing, copies of 
which are available to you for distribution. 
Take advantage of the sales-stimulating 
power of the Life-of-Building Guarantee. 


Your Celotex Representative will be glad 


all construction of the homes themselves. 
Contact your Celotex representative 
You, too, can profit by letting the Life-of- 
Building Guarantee help you do a selling 
job. Ask your Celotex Representative to 
show you a specimen Guarantee. He’ll 


point out the statement of conditions, and to cooperate with you! 


Feature the Brand Builders and Architects Prefer... 


&. Its double CELOT TEX 


waterproofed / 
INSULATING SHEATHING 


ie CELOTEX CORPORATION, 120 SOUTH LA SALLE STREET, CHICAGO 3, ILLINOIS 
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EDITORIAL 


Formula for Arriving at Net Profit Percentage 


Hypothetical example. The following figures are taken from the 
averages of several hundred dealers who have attended the Amevi- 
can Lumberman workshops. The markups shown are for house bill 

quantities. 

Any dealer desiring to arrive 
at his net profit on sales (before 
income taxes) at any given time ~ is 
will find the following table use- “ao ue 
ful. eachdept. eachdept. Product 
30.75 % 9.23% 
37.18% 1.86% 
41.08% 99% 
38.16% 4.05% 
46.06% 2.76% 
46.37% 2.78% 
47.06% AT% 
39.00% 98% 
39.00% 1.72% 


First Step—find the percent- Lumber and related products 30.0% x 
x 
x 
x 
x 
x 
x 
x 
x 
Floors and floor covering 3.0% x 38.13% 1.14% 
x 
x 
x 
x 
x 
x 
x 
x 
x 
x 


age of total sales done in each Plywood 5.0% 
department of the business. Metal building products 2.4% 
yy re . ; ark oO 

Step Two—find the average W indow s, door, millwork rosa 
markup on cost of goods for each Paint and decorating products 6.0% 
of the same departments. Hardware and related items 6.0% 
; Glass and plastic products 1.0% 

mi cr peneige mane the og Electric supplies and fixtures 2.2% 
centage of sales by the percent- ilies vall tile AC 
age of markup for each depart- Board and wall tile 4.4 
ment. ‘ é ; : ; 
Roofing, shingles and siding 6.5% 32.87 % 2.13% 

Step Four—add the percent- Insulation 3.9% 36.08 % 1.41% 
age results of all departments. Heating, plumbing, air conditioning 1.5‘ 42.50% 64% 
(This is the average markup on 43.83% 4A% 
cost for all merchandise.) 42.10% 97% 
35.70% 1.07% 
28.61% 1.06% 
28.61% 1.14% 
29.20% 64% 
45.50% 59% 


Outdoor living, fireplaces, accessories 1.0% 
)¢ 


Kitchen and bathroom improvements 
Step Five—add markup to Garages, garage doors, etc. 

cost of goods (100%) and divide Plastering and plastering products 

markup by the product (see ex- Cement and masonry products 

ample). This is the gross profit Clay and tile products 


Cc. 


~] © 


= DO & WwW Ww DO 
wn © 
a 


a] 


Tools and tool rentals 
Step Six—Deduct expense % Step 4 36.07% 

from gross profit %. This is your 5 

percentage of net profit on sales Step 5 

before income taxes. 36.07 +- 100 — 136.07 

36.07 -- 136.07 — 26.5% (gross profit % of above average dealer) 


This gross profit % will apply as long as departmental sales and 
markup percentages do not change—and as long as concessions are 
not made to meet competition. Any concessions from listed prices 
must be compensated by other sales at proportionately higher 
prices if average markups and gross profit figures are to be main- 
tained. 


Step Six will give the net profit currently being realized if dealers’ 
markup is maintained. 
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How to Reduce 


CONDENSATION! 


Prevent Damage to Wood, 
Plaster, Paint, etc. 


As air becomes colder, it can hold less 
vapor in suspension. The degree of saturation 
increases until a dew-point is reached and con- 
densation occurs. 


Heat flows from warm to cold by conduc- 
tion. A material in contact with air colder than 
itself on one side, warmer than itself on the 
other side, will continuously extract heat from 
the warmer air by conduction and lose it to the 
colder air. As the contacting warmer air becomes 
cooler, the amount of vapor it can hold in sus- 
pension without condensing becomes smaller. 


The denser and bulkier the material, the 
more heat it can extract before attaining room 
temperature, if it ever does. The scientific con- 
struction of multiple layers of aluminum and 
air spaces minimizes condensation formation on 
or within this type of insulation. 


THE REASON CONDENSATION IS MINIMIZED 


Since the first layer of aluminum adjacent 
to the warm, inner air of a building weighs 
only about % oz. per sq. ft., it does not need to 
extract much heat from that air to attain and 
remain at room temperature. The emissivity of 
the aluminum surface is only 3%, so little heat 
is lost by radiation. This helps the aluminum to 
remain at about room temperature and not ex- 
tract much heat from that warmer air. 


The other sheets of aluminum and fiber 
retard heat flow by inner as well as outer con- 
vection, and conduction is slight through the 
preponderant low density air spaces. So the 
aluminum’s other surface faces a space colder 
than the aluminum itself. Because warmth flows 
to cold in conduction, the aluminum will give 
off a slight amount of heat to the colder space, 
slightly increasing the vapor retaining capacity 
of that space. The successive reflective spaces 
and layers of aluminum behave similarly. Since 
each aluminum surface is slightly warmer than 
the air it faces on its cold side, no heat is ex- 
tracted from the colder air; the reverse is true. 


CONTINUOUS VAPOR BARRIER 

When scientific, joist-to-joist multiple 
aluminum is used, fortuitous vapor and water 
(like rain) which intrude into exterior building 
spaces will, as vapor pressure develops therein, 
gradually flow out as vapor, through exterior 
walls and roofs because vapor flows from areas 
of greater to less density. The vapor, unable to 
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THIS ADVERTISEMENT IS APPEARING IN 


Heating, Ping & Ain- Conditioning. 





No Minimum Stock REQUIRED 





Dmect DEALERS WANTED ————____ 





Condensation forms when 
temperature of contacting 
air is reduced below dew- 
point by a cold surface. 





Condensation forms 
when the capacity of an 
air space at a given tem- 








perature is too small for 
the amount of vapor 


present. eet 





back up through the long, continuous, almost 
impervious aluminum, will flow out, because 
exterior walls and roofs have substantial perme- 
ability in comparison with aluminum, far 
greater than the required 5 to 1 ratio. Infiltra- 
tion under its flat stapled flanges is slight. 


The U. S. Bureau of Standards has pre- 
pared a helpful and informative booklet, ““Mois- 
ture Condensation in Building Walls,” which 
deserves your attention. Use the coupon to get 
a free copy from us. 


Infra insulation is sold direct to dealers in 
most states. No minimum stock required. You 
can carry 5000 sq. ft. on 1 shelf, it is so com- 
pact. A carton 3’ x 134’ x 14’, only 1% cu. ft., 
contains 1000 sq. ft., weighing only 45 lbs. Also 
use coupon for DEALERS’ PRICE LIST, sam- 
ples of Infra, and consumer literature. 





Pe ew ee ee ew ee ee ee ee ee ee ee ee ee oe ee ee ee oe se 
Infra Insulation, Inc., 525 B’way, N.Y.C., Dept. U-3 J 


(1 Please send sample of Infra ( Dealers’ prices © 
0 U.S. pamphlet BMS63. 


Name 





Firm. 





I} Address_— 


Be eee eee cee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 





Circle No. 100 on Coupon, page 178. 
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Volume paint sales are coming naturally to the lumber dealer. He gets 
the first opportunity to “talk” paint on practically all new construction 
and remodeling. He is swamped with do-it-yourself paint customers who 
consider the yard “headquarters” for all their needs for the home. Last 
year the lumber dealer sold over $450 million in paint and sundries. 


Here’s how the typical dealer is doing.... 


Annual Sales $20,000 Per cent of sales 7% 


Inventory $ 4,500 Turnover 3\/, times 


Mark-up 46°/, Per cent of 
dealers selling 


paint, sundries 88°, 


American Lumberman Research Dept. 
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Featuring a Five-Part Plan 


FOR BETTER PAINT SALES 


Salesmanship. Service for the customer, coupled with salesmanship, 
means volume, profitable paint sales. Based on practical experience 
selling paint requires (1) an interested, skilled manager for the paint 
department (2) a trained staff that knows their products and (3) a 
group of employes grounded in the fundamentals of selling. Read why 
sales training for paint is one of the easiest of all the products sold 
in the yard. 

Page 68 


Fixture Merchandising. The lumberyard has an unique problem in 
properly locating the paint section. Paint can be both a cash sale or 
part of a sizeable home improvement package. Here's a solution for 
this problem along with ideas on space requirements, fixture mer- 
chandising trends and the importance of including a decorating center 
in the showroom. 


Page 72 


Advertising, Promotion. |f you are interested in more store traffic 
—especially women customers—a steady schedule of paint advertis- 
ing is recommended. Paint manufacturers are especially liberal with 
advertising allowances, often matching every dollar you spend. All the 
latest advertising and promotional tricks are described in this section. 


Page 74 


How other dealers sell paint. Visit top yards across the country 
for details on outstanding paint merchandising. Learn from retailers 
on the "firing line" how you can build your paint volume and profit 
by following simple, basic rules. 


Page 76 


New Products in Review. Every issue of American Lumberman 
describes many new paints and sundries being placed on the market 
by manufacturers. Acquiring a reputation as being first with new 
products often plays an essential role in a well-rounded paint program. 


Page 84 


Please turn the page. 
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How To Sell More Paint 
SALESMANSHIP 


Customer Service 


Key to 


Paint Volume 


Sales will grow when customers 


are helped with color selection, surface 


preparation and exactly the right paint 


for the job. 


Keeping the customer happy neat- 
ly describes an almost sure formula 
for making more paint sales and 
insuring plenty of repeat business. 

Yet the paint customer’s wants 
are relatively simple. He will be 
satisfied if you advise him on the 
right paint for the job, on color 
selection and proper surface prepa- 
ration. He also expects expert guid- 
ance on scores of special problems, 
such as paint blistering, poor cov- 
erage and the like 

There is no substitute for experi- 
enced employes behind the paint 
counter ready and willing to meet 
the customer on his own terms. 
Compared to many building prod- 
ucts, the knowledge required to do 
a good sales job on paint is rela- 
tively simple. One of the _ best 
sources for information is the paint 
label itself with highly useful data 
on composition, uses, drying time 
and application. 


The paint manager. The success 
of a paint section is usually tied to 
designation of one man as the stores 
“paint expert.” In larger yards he’s 
the manager of the paint depart- 
ment; in smaller stores a key man 
acknowledged to really know paints. 

Appointing one man to coordinate 
the paint operation is essential for 
accurate inventory control, product 
education for other employes and 
satisfied customers. If qualified he 


HELPING THE CUSTOMER 





select colors has 


been profitable for the I.N.R. Beatty Lumber Co., 


Marseilles, Ill. 


Colorant paint system, above, 


requires limited store area. 


reduces the chances for a paint de- 
partment merely “drifting” with 
minimum sales and profits. A special 
financial arrangement for this man 
is recommended and growing in 
popularity in this industry. 

A manager with previous prac- 
tical paint experience is preferred 
but the usual practice is intensified 
on-the-job-training in most yards. 
Product information is_ readily 
available from supplier bulletins and 
promotional literature. In addition 
manufacturers of paint seem to 
have salesmen well qualified to as- 
sist with training. 

Factory men should also be en- 
couraged to help your paint man 
with store merchandising. Product 
“know-how” teamed to smart dis- 
play in the store is an essential 
combination for a sound paint op- 
eration. One manufacturer is al- 
ready out with inexpensive hard- 
ware for the paint department and 
others are expected to follow with 
even more elaborate programs for 
point-of-sale. 


Employe training. With a quali- 
fied paint manager or a paint ex- 
pert supervising the department, 
product meetings on paint are sug- 
gested. The most satisfactory meet- 
ings combine a straight discussion 
of products with active demonstra- 
tions that give each employe an 
opportunity to try the item being 


discussed. Meetings tend to be dry 
and uninteresting, if your people 
are not given a chance to move about 
and_ participate. Demonstrations 
provide practical experience that 
will result in more paint sales in 
the store. 

New products are constantly ar- 
riving in the store and many yards 
are giving their employes. small 
samples to try in their own homes. 
Product claims are checked in this 
way and the sales person becomes 
armed with a telling sales argu- 
ment in talking to customers. Being 
able to say “I’ve tried it and it’s 
just right for your floor,” carries 
a lot of weight. 


Sundries, too. Applying paint al- 
ways involves surface preparation 
and the use of brushes or rollers. 
Intelligent sales training always in- 
cludes employe education on sealers, 
sprackle and other sundries. Again 
there’s no substitute for the em- 
ploye actually doing the job him- 
self—either in the yard or in his 
own home. 

In selling paint the sales approach 
should always be tailored to the cus- 
tomer in the store. 


The professional. Experienced 
painters usually know what they 
want before even entering the yard. 
They insist on reliable brands 

(continued on page 169) 
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Todays best value in 
oak block flooring! 





BRUCE 
ARABESQUE 
BLOGK 


A COST-SAVING FLOOR FOR NEW CONSTRUCTION AND REMODELING WORK 



















Low cost—Bruce Arabesque Blocks are an economical Modern—Contemporary design of the block, or parquet, 


grade of solid oak flooring (9” x 9” square, 25/32” pattern complements the most up-to-date interior, yet is 
thick). While priced well below other block floorings, appropriate for traditional styles, too. 


they are ae chaning over other grades or homes, Beautiful finish—Bruce Arabesque Blocks are com- 
apartments, offices... practically any installation. pletely finished at the factory with the famous Bruce 


Distinctive—The generous proportion of natural wood = “Scratch Test” finish for beauty, durability and econ- 
characteristics of this flooring grade give Bruce Ara- omy. No on-the-job sanding and finishing is necessary, 
besque Blocks an interesting, decorative appearance. saving installation time and expense. 


E. L. BRUCE CO., Memphis 1, Tennessee ¥ World's largest maker of hardwood floors 


Mail coupon for more information 


Bruce Arabesque Blocks are easy to lay 


BRUCE E. L. Bruce Co. 


c 
| 
| 
| 
| 
| ore 
\ OVER WOOD. The OVER CONCRETE. | 1420 Tliomas, Memphis 1, Tenn. 
tongue-and-groove 7 
~ blocks can be nailed | 
| 
| 
| 
| 
| 
| 
| 


to wood subfloors or 







“a as . 
Mastic installation of falas 
Please send complete information on Bruce 


Bruce Arabesque arabesque Blocks. 


Blocks is easy and fast 


over concrete slabs. 










over old wood floors. Name 


Address 


Reduce your chances of 
a disastrous fire by 


protecting your property 


Every vear. hundreds of lumber and buildine- 
-upply dealers suffer serious business interrup- 


tions and consequent financial losses as the result 
of fire. The most destructive fires oceur during 
closed periods. when there is delay in discovery 


and delay in calling the fire department. 


The best and most economical means of elimi- 
nating this hazard is ADT 


Service. which includes systems that maintain a 


futomatic Protection 


constant watch over every part of every building, 
every minute of the day and night. to detect fire 
and summon the fire department in those vital 
first few minutes. In addition. ADT provides 


Controlled Companies of 


‘ireman Injured 
Tn $500,000 LI. | 
an<:|Lumberyard Fire’ 
Special to theHerald Tribune ; 
MASSAPEQUA, L. I., Jan. 28. 
~{—Fire ruined& conerete-block; 
building at 1100 Sunrise High- 
way occupied by the White Lum- 
enfber and Millwork Corp. this’ 
- gafternoon, causing a Joss esti-| 

.fmated at $500,000 and seriously 


‘injuring a fireman. 
‘The owner * 


c>8 


~~ ww 





GPT Symegpo~~s 





Nemberoff, 


‘tar 


electric and electronic systems which detect the 
presence of intruders in open yards or elsewhere 
on the property and notify police or other pro- 


tective forces automatically. 


Moy we show you what ADT can do tov you? 


Whether your premises are old or new, sprin- 


kKlered or unsprinklered, an ADT specialist will 
ADT 
ices can safeguard your property more effectively 
than other methods...and at lower cost. Call our 
local sales office: 


show vou how Automatic Protection Serv- 


or write to our Executive Office. 


AMERICAN DISTRICT TELEGRAPH COMPANY 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 


Circle No. 32 on Coupon, page 178. 
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gives your customers 


} Clore Ho Fuel bed re corpor gh" 


M20: BEAUTIFUL 


PROTECTION 


Beautiful Protection—that’s what your cus- 
tomers get when they use CF&I Ornamental 
Fence. For this attractive fence actually en- 
hances the appearance of any property while 
protecting it. What’s more, it protects children 
by keeping them safely in the yard or playground. 


The double loop construction has closely- 
spaced wires at the bottom to afford greater 
protection, discourage climbing and keep chil- 
dren’s toys inside. A single loop construction 
which provides a simple, attractive design for 
boundary fences is also available. 
 omeSRS IM 

DON’T FORGET! CF al Flower Bed Border is 
the perfect companion for Ornamental Fence— 
both have the same type of top to carry out the 
decorating motif throughout the lawn or garden. 
And CF&lI Flower Bed Border is easy to use. 
It can be shaped to fit any bed and is installed 
merely by pushing the wire ends into the ground. 
Easily removed for mowing lawn. 


CF «I Ornamental Fence gives your customers 
this beauty and protection at a surprisingly low 
cost because it is made to last! Every picket is 
made of strong, springy steel wire that prevents 
the fence from sagging or losing its shape. In 
addition, every inch of the fence is carefully 
and heavily galvanized so it will keep its “‘new”’ 
look for years. 

So—next time your customers want a fence 
that will give beauty and protection—show 
them CF&I Ornamental Fence. They’ll thank 
you for it! 


THE COLORADO FUEL AND IRON CORPORATION 


Abilene * Albuquerque * Amarillo * Atlanta « Billings * Boise * Boston * Buffalo * Butte 
Casper * Chicago * Denver * Detroit + El Paso * Ft. Worth * Houston * Lincoln (Neb.) 
Los Angeles * New Orleans * New York * Oakland * Oklahoma City * Philadelphia 
Phoenix ¢ Portland * Pueblo * Salt Lake City * San Francisco * Seattle * Spokane * Wichita 
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A good location of the paint de- 
partment is absolutely necessary for 
maximum sales. Traditionally, the 
lumber dealer followed the display 
technique of the hardware dealer by 
running his paint department across 
the rear of the store. 


The theory was that paint is a 
demand item and that such a loca- 
tion would expose customers to im- 
pulse merchandise before making a 
paint purchase. 


New concept. There is growing 
opinion that what’s right for the 
hardware retailer may be quite 
wrong for the lumber dealer. The 
building material retailer gets the 
same off-the-street sales as the 
hardware merchant, but in addition 
volume paint sales for both new con- 
struction and remodeling. This sug- 
gests that the paint section should 
be convenient for both drop-in trade 
and customers planning construc- 
tion of all kinds. 


In the store layouts we are now 
doing for lumber dealers the paint 
department usually is at a mid-point 
in the store. It is near the home 
planning center and a color selection 
area for paint selection. Then, as a 
house job is planned, employes can 
coordinate roofing and other build- 
ing materials with paint colors 
available. 


Oi wl ww 
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Paint Point-of-Sale Ideas for 


Wall units preferred. Just a 
few years ago, the display of paint 
on floor islands was suggested to 
stimulate more impulse _ buying. 
Store engineers found results were 
disappointing and the wall fixture is 
now acknowledged to be the main- 
stay for successful paint merchan- 
dising. The wall fixture itself, how- 
ever, is changing with newer 
designs more open and with unlim- 
ited flexibility. Paint cans, floor-to- 
ceiling, are still with us, but tinting 
systems and more emphasis on pro- 
moting color, is gradually reducing 
exposure of cans only. 


Island fixtures. For display of 
paint “specials” or seasonal items, 
the versatile floor island is superior 
to the wall unit. It is preferred, too, 
for all sundries—brushes, rollers, 
patching materials, sandpaper. 
Placed near the paint, the sundries 
floor fixture offers customers con- 
venience and the dealer bonus im- 
pulse sales. 

Islands seem to work well with 
lower-priced interior wall paints. 


Placed on main traffic aisles, near 
the door or by the sales desk, they 
create added, profitable volume. 
Best results are obtainable when the 
position is frequently changed. 


Tint systems. More manufac- 
turers are making available various 
mix systems, often supplementing 
their lines of conventional paints. 
This ‘“wait-and-see”’ attitude is 
often reflected at the dealer level 
with both tinting systems and 
ready-mix paints on the shelves. 
Space requirements are greatly re- 
duced with tint systems but as one 
manufacturer ruefully said, ‘“Deal- 
ers still seem to like a lot of paint 
cans.” 


The color center. Whenever 
given a fair trial, a color center 
added to the paint department, in- 
creases volume and makes it easier 
for employes to complete a sale to 
the customers satisfaction. Space 
requirements are not excessive and 
most paint companies are ready to 
help the dealer arrange his color 
center. 


THREE BASIC LINES of paint on a single display at Hunt-Sheid Inc., El Paso, 
Tex., offer customer convenience. A mix system is on the left, standard paints 
are in the center and on lower shelves, water-based paints are at the extreme 


right. 


Heavy-duty shelf supports are attached directly to the masonry wall. 


Shelves are 34"' plywood finished in two-tone industrial lacquer. 
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How to Sell More Paint 


. FIXTURE MERCHANDISING 
Plus Profits 
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PERFORATED HARDBOARD surfaces the entire paint wall at the 

Jaeger Lumber & Millwork Co., Union. N. J. Shelves are sup- 

ported from adjustable metal standards firmly anchored to the 

building wall. Color and brushes are merchandised from a recess 

in the wall display. 

PRY AS SED, Se MODEL STORE planned by American Lumberman for the recent 

NRLDA Exposition, Chicago, uses upper fixture area to promote 
types of paint sold. All stock is on lower shelves. Upper section 
of the fixture becomes entirely a merchandising area for big 
samples, effective use of manufacturer-supplied sales tools. The 
fixture was made from blueprints now offered lumber dealers by 
American Lumberman. 


LIMITED WALL SPACE is frequently a problem in modern 

stores with lots of windows. Southern Illinois Lumber Co., 

Fairfield, Ill., solved this problem by placing wall fixtures ‘ 

back-to-back right on the floor of the store. Ends were BRAND-NAMES are featured on the paint department canopies at the 
used for promoting brushes and other sundries. Attractive Pinellas Lumber Co., St. Petersburg, Fla. Special paints are displayed 
signs above each type of paint encourage self-service. on an adjacent island. 
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Exclusive Inside Story Tells 





Why Hechinger’s Paint Ads Get Results 


| ° Se - y -- 
three advertising maxims helped famous Washington. 


tailer increase his paint sales 700%: 


\dvertising should be regular, even if the space is small 


hat , : . . 
\ds should run in the same location every time. 


It’s not 1 


1e 


first sale that counts 


Therefore, stick to quality products. 


Hechinger’s has been described 
by a leading manufacturer of paint 
as the “world’s best merchandiser of 
paint in the lumberyard category.” 
One essential reason for their vol- 
ume on paint is a sound advertising 
program backed by in-store cus- 
tomer service. 

In this verbatim interview, Sid- 
ney L. Hechinger takes other retail- 
ers behind the scenes and explains 
his advertising and promotion plan 
for paint. 


9. Just why do you believe in 
advertising regularly ? 


A. We believe only repetition 
will get results. We started by using 
one-inch space in the classified sec- 
tion, day-after-day. Then, as we 
grew, we enlarged this space to one 
column by three inches, running the 


COLOR CENTERS are in all Hechinger stores in the Washington, 
D.C. area. Color harmony book loaned to customers is featured 


1! 


in the color center and in all advertising. 
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ads every day. From then on, we in- 
creased our space to larger ads, but 
always running every day. 


Q. Your second point concern- 
ing good advertising is that ads 
must be seen. Just how do you 
achieve this? 


A. In order to have our ads 
seen, we have secured what I some- 
times call a ‘“‘valuable franchise.” 
Our ads appear steadily in our local 
newspaper on the right-hand side of 
the comic page. We run a full col- 
umn to prevent other ads from 
piling on top of us. We selected the 
comic page because 85% of the 
American public—men, women and 
children—all read the funnies. To 
get such a position, we must be in 
the newspaper seven days a week. 


salesmen. 


it’s the repeat business. 


QQ. What day of the week do you 
run your largest ad? 


A. Sunday. This has been 
brought about by the fact that on 
Monday nights we are open until 9 
p.m., as well as on Thursdays and 
Fridays. This policy has had the 
effect of making Monday one of our 
best days. 


9. Your final point on advertis- 
ing concerns quality of the product. 
How do customers react? Isn’t price 
the all-important thing? 


A. Our first sale to a customer 
or the profit we make on that sale 
is immaterial, except that we must 
render such fine service and give 
such a quality product, that the cus- 
tomer will return to buy from us— 


SELF-SERVICE islands merchandise some of the paint in the 


stores. Customers with questions are urged to seek advice from 
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and later his children and grand- 
children—again and again. 


Q. Was quality the only factor 
considered in selecting your present 
line of paint? 


A. Quality was important, but 
we also wanted a line with public 
acceptance established by national 
advertising. We also liked this con- 
cern’s sales aids in the way of color 
selection books, color hints for 
rooms and their fine program for 
teaching our salesmen and women 
how to sell customers the proper 
paint for best results. 


Q. Do you believe in handling 
only a single line of paint? 


A. Yes. We do not intend to be 
diverted on a paint sale by handling 
several lines. This policy also gives 
us a faster turnover, because we 
concentrate on one product. We be- 
lieve several lines raises doubts in 
the customer’s mind, as well as in 
our own sales people’s minds. 


Q. Speaking of prices again, we 
understand Sears Roebuck is just 
across the street from one of your 
stores. Haven’t they given you 
trouble? 


A. I can remember back through 
the years that our main objective 
used to be to try and compete with 
Sears because they undersell us on 
price. We tried handling cheaper 
paints, but this was not successful 
because Sears paint has consider- 
able customer acceptance. 

We now have a formula that really 
works. We do not compete price- 
wise, but we do compete quality- 
wise with a top nationally-adver- 
tised line. We no longer think of 
Sears as a paint competitor any 
more. We think we sell, at our store 
just across from Sears, more paint 
than they do. 


9. Why is all your paint adver- 
tising in newspapers directed so 
strongly to women customers? 


A. We believe women are the 
purchasing agents of the family. We 
know that women are the buyers 
who appreciate color and decoration, 
much more than men. Besides, we 
feel that women read the newspaper 
ads more thoroughly than men. 
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How to Sell More Paint 
ADVERTISING, PROMOTION 


@. Are men customers neg- 
lected entirely ? 


A. Not at all. It follows that 
when the ladies have read the ads, 
they must get the cooperation of 
their husbands who do the actual 
work around the home. The women 
know what they want, but on do-it- 
yourself projects the husband usu- 
ally must make the purchase. 

We reach the men by using tele- 
vision time just before and after the 
weekly fight programs on local sta- 
tions. Our schedule is split between 
two popular television stations. We 
believe paint is a “natural” for tele- 
vision. 


Q. How about advertising paint 
in the dull seasons? 


A. Werun paint ads throughout 
the year. We have pepped up our 
dull months with many paint pro- 
motions. For example, we featured 
paint just ahead of Christmas and 
encouraged people to improve their 
homes before the holidays. We have 
followed through in January and 
February with the emphasis on in- 
terior painting during the cold 
months. Results have been excellent. 
We feel we should not “crawl into 
our shell” and fail to promote paint 
the year-around. 


Q. Do you increase your paint 
sales in other ways? Do you rely 
entirely on advertising? 


A. In addition to advertising, 
we distributed 7,500 home decora- 
tion books on a personal basis to 
homes in the vicinity of our Alex- 
andria, Va. store. They are taken 
around by a ladies club that was 
glad to earn extra money for their 
treasury. In our opinion, it was 
much better than just passing out 
books over the counter. Sales results 
were so good we now plan to dis- 
tribute 45,000 in the communities 
around our present five stores. We 
will also use it as a “kick-off” for 
our new store at Rockville, Md. 


@. Has your advertising and 
promotion program for paint been 
successful ? 


A. We feel our efforts, plus the 
cooperation of our supplier, has 
been responsible for our increasing 
paint business over 700% since we 
began selling our present line. 
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WOMEN CUSTOMERS are the target for 
Hechinger's paint ads. The newspaper 
comic page is used regularly with excellent 
results. Men customers are reached by a 
TV program just before weekly fights. 





How to Sell More Paint 
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CUSTOMER WHO COMES IN for paint is a guod prospect for 


rollers, masking tape, ladders and many other acessories. 
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his paint job. 


Guarantee Customer Satisfaction 


PLANNING BAR in display room has stoo!s on which customer 
may make himself comfortable while salesman helps him plan 


Help Plan the Paint Project 


Today’s customers need more help in choosing colors and 
working out color schemes. Here is how a Pennsylvania dealer 


provides these services. 


There is so much do-it-yourself 
nowadays and the people who buy 
finishes and paint know so little 
about them that to make a good 
sale, you must be an instructor as 
well as a salesman. 

That’s the opinion—based on ex- 
perience—of G. Donald Marks, man- 
ager of the paint department, Trex- 
ler Lumber Co., Allentown, Penna. 

“Paint is a highly personal pur- 
chase and each customer is a prob- 
lem in himself,” Marks adds. “You 
spend more time with a customer 
today in retailing paint than you 
did 10 to 15 years ago. You have 
more colors. The customer needs 
more help in picking colors and 
working out color schemes, but at 
the same time it’s more profitable 
if you follow through.” 

The Trexler people set up their 
paint department with these facts 
in mind. It’s located in a separate 
building which houses display room, 
storage area and office space. The 
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storage and office space is larger 
tian that found in most paint de- 
partments because the 101-year-old 
Trexler firm is also a paint distribu- 
tcr for Lehigh, Northampton, part 
of Bucks and a small portion of 
Berks counties. Retail sales amount 
to 25 to 30% of the firm’s annual 
$150,000 paint volume, according to 
Harry Bogh, Trexler sales manager. 


Planning bar. An important fix- 
ture in the display room is a color 
planning bar with four stools, 
where the customer can make him- 
self comfortable while Marks or one 
of the other two paint salesmen 
help him plan the job. The com- 
pany also has one paint salesman 
on the road. 

“We begin by trying to find out 
the kind of surface the customer 
wants to paint,” explains Marks. 
“Most customers are not familiar 
enough with paint to know what 
they want. We ask them if they 
want gloss, semi-gloss or a flat fin- 


ish and whether they plan to use 
it outside or inside. 

“Then we show them sample 
chips so they can see and under- 
stand the difference between the 
paints. We also have a set of boards 
painted with different kinds of 
paint.” 

But Marks insists that the big 
thing today in paint is color. Cus- 
tomers come in with certain colors 
they want to match. They’ll have 
pieces of drapery, clippings from 
magazines ... they even come in 
with Venetian blinds . . . and want 
that particular color matched. 
Marks feels his department is par- 
ticularly well set up to cope with 
these customers. He has a custom 
color setup with 572 different shades 
of color chips with which he can 
match any color. 

Each chip has a number for easy 
reference; on the back is the mix- 
ing formula, the number of the 

(continued on page 177) 
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all types of LUPTON METAL WINDOWS SELL FASTER 


Lupton Steel and Aluminum Windows are carried in 
stock types and sizes at convenient warehouses. You’re 


eee 





always “fully stocked” without inventory problems. 
For profitable window sales the good word is Lupton. 











and now Lupton introduces at a budget-price, NEW Lupton-quality... 


LUPTON WEATHER-TIGHT ALUMINUM SLIDING DOORS 


For on-the-spot service, fast delivery, profitable mark- 


Available in two-, three- and four-panel types (nine 
sizes) with the features that builders want. 


Weather-Tight Construction— Woven pile, double row 
weatherstrip provides resilient, long-lasting seal. 


Smooth, Quiet Operation—Doors operate on quiet rollers 
with bronze self-lubricating bearings. 


Adjustable Rollers—Special door design allows for level- 
ing adjustment at installation. 


Low-Sloped Threshold eliminates tripping. Keeps water 
out. Made of heavy extruded aluminum. 


Hardware—White bronze locking latch. Aluminum pull 
handle. (Deluxe Lucite handle at extra cost.) 


Strength—F lynn extruded members make door units 
strong and rigid. 

Screens—(At extra cost.) Aluminum screens make doors 
practical for use anywhere. 


BUILDING PRODUCTS MERCHANDISER 


up on Aluminum Sliding Doors ... and Metal Windows 
that move faster, call your nearby Lupton Sales Repre- 
sentative or Distributor. He’s listed in the Yellow Pages 
under Windows & Sash—Metal. 


LUPTON 


METAL WINDOWS 


MICHAEL FLYNN MANUFACTURING CO. 


Main Office and Plant: 700 E. Godfrey Avenue, Philadel- 
phia 24, Pennsylvania. West Coast Offices and Warehouses: 
672 S. Lafayette Park Place, Los Angeles 57, California, 
1441 Fremont Street, Stockton, California. 


Sales Representatives and Distributors in Other Principal Cities 


Circle No. 27 on Coupon, page 178. 77 





LOOK UNDER 
THE HOOD. ..-....8ee the reason 


_ ALLIS-CHALMERS 
fork trucks 
outperform 


MATERIAL HANDLING DEPARTMENT, BUDA DIVISION, MILWAUKEE 1, 


No matter how you look at it, fork truck 
performance starts with the engine. That’s 
why you can expect an Allis-Chalmers fork 
truck to outperform right from the start. 


Allis-Chalmers engines are real heavy- 
duty, industrial-type — the strongest and 
most rugged used in a fork truck. Every 
part is built to exceed maximum wear and 

stress expectancy, putting 
thousands of extra work 
hours into Allis-Chal- 
mers fork trucks—keep- 
ing them on the job. 


But durability is only part 

of the story. Compare an Allis- 

Chalmers fork truck in material moved per 

hour and you will quickly see what an en- 

gine with extra usable torque and responsive 

acceleration can contribute. Here is power 
to outproduce! 


Like the entire truck, Allis-Chalmers en- 
gines are built for quick servicing, too, and 
are so simple to repair they can be com- 
pletely overhauled without removal from 
the truck. 


Since Allis-Chalmers builds its own en- 
gines, (gasoline, diesel and gas), they are 
interchangeable in the trucks — and you 
will find an amazing 85 percent parts in- 
terchangeability. 


Send for literature, or ask your Allis-Chal- 
mers material handling dealer to tell you 
more about this power to outperform — 
plus the other outstanding features of Allis- 
Chalmers fork trucks. 


WISCONSIN 


ALLIS-CHALMERS <<) 


Circle No. 28 on Coupon, page 178. 
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Another STANLEY STEEL STRAPPLICATION* on the job 


This lumber con 


the “housing” pro! 


A lumber company in Texas didn’t want to spend money building additional sheds to 
protect bulging stocks of lumber — as much as 300,000 feet — from the weather . . . and 
pilferers. They wrapped the lumber in paper and secured the bundles with Stanley 
COLORGRAPH Steel Strapping. Estimated total cost — wrapping, labor, materials — is 
only $1.15 to $1.50 per thousand board feet. COLORGRAPH Steel Strapping, carrying the 
name and address (or sales message) of the user, prevents “c -oncealed”’ pilferage bec cause 
would-be thieves can’t restrap the bundle with identical strapping. 


Stanley Steel Strapping will help you protect, handle, store, tally and deliver 

lumber, bricks, plywood, sheet rock and other building materials easier, faster 

and at less cost. COLORGRAPH Strapping will do all this and provide or 
additional protection against pilferage. sreeericaTion 
WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of | — 
Packaging and Shipping” for more complete information. STANLEY STEEL oe 
STRAPPING, Division of The Stanley Works, Dept. C, 1326 Lake Street, 
New Britain, Conn. 


~ 


INSURE IT"“SECURE IT-“WITH STANLEY STEEL STRAPPING 


*T he system-atic way to solve specific 


STA N L E Y pene and sh ipping problems 


STANLEY TOOLS ¢ STANLEY HARDWARE e¢ STANLEY ELECTRIC TOOLS © STANLEY STEEL STRAPPING © STANLEY STEEL 
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Women 


Buy 


Color... 


Not 
the 
Paint Can 





How an eastern yard boosted sales by installing a color 


bar in its new showroom to appeal to the distaff side. 


Today’s woman either buys the 
paint herself or starts her husband 
thinking along those lines—and it’s 
color not the paint can 
that sells paint. 

These are the beliefs of Raymond 
Simpson, paint department man- 
ager, Indiana Lumber & Supply 
Co., Indiana, Penna., and the basis 
on which the paint department was 
planned and set up in the com- 
pany’s new office and showroom. 

Is Simpson right? Let the facts 
speak. Paint sales for the first year 
totaled some $75,000—up 10%. 
Even greater increases are expected 
as word gets around about the new 
facilities. Opened in March, 1956, 
the new building, which features 
American Lumberman fixtures, is 
located on land formerly occupied 
by a parking lot. Matter of fact, 
women have already started to 
visit the store in ever-increasing 
numbers. The company has served 
the agricultural and coal mining 
county of Indiana, (pop. 85,000) 
since 1903. The city of Indiana has 
a population of 12,000. 

New display room. The plans 
for the new display room, where 
a salesman can show a customer the 
commodity rather than a picture 
in a book were formulated over five 
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years. They involved visiting other 
lumberyards, talking with other 
dealers at conventions and other 
meetings, and taking notes at all 
times. American Lumberman fix- 
tures used were chosen because they 
were practical, useful and eco- 
nomical. 

“As for the display of paint,” says 
Simpson, “I’ve always been under 
the impression that cans of paint 
lined up on a shelf only became 
dusty, the labels faded and dirty. 
No one ever turns the paint can 
around to read the label. To see the 
color necessitates a color chart. 

“TI decided there must be some 
way of getting color across. I took 
up the matter with DuPont and 
U. S. Gypsum and both companies 
sent in men to talk it over. As a 
result, we came up with the idea 
that color chips or a splash of color 
would be more attractive to the 
paint buyer than a bunch of cans.” 

It worked, too. Nowadays as 
prospective paint buyers come into 
ue store, they ether go directly 
to the color bar or a salesman di- 
rects them there. 

If they do choose a shade, while 
the salesman takes a minute to get 
the can which is stored out of sight 
in a carton so it’s neat and clean— 


they’re looking at more shades, or 
looking at pamphlets and thereby 
gaining new ideas. 


Sales of accessories. Simns’ 
has studied customers while they 
waited for paint to be mixed in 
a mechanical shaker. Almost in- 
variably, he reports, they’ll come 
across some item they didn’t even 
know was stocked. One impulse sale 
often leads to another. 

In fact, one purpose of the color 
bar was to promote impulse buy- 
ing. Take the customer who comes 
in asking for flat wall paint. As the 
salesman shows her the card he 
says, “‘These are our ready-mixed 
colors.” 

When she sees the 565 chips of 
intermixes, her eyes move from the 
ready-mix chart and focus on the 
maze of color in the chips. 

“What a selection!” she exclaims, 
as she drops the chart and starts 
to go through the chips. Perhaps 
the particular yellow in the ready- 
mix was not just right, but she’ll 
find in the chips exactly what she’s 
looking for. 


Satisfied customers. Customers 
like a wide selection and it’s profit- 
able for the company because a tube 
or two of color has been added to 
the sale. Color chips also help the 
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COLOR BAR features color chips and splashes of color rather 


than rows of paint cans. 


ladies match samples of wallpaper, 
fabric or carpet. 

“In fact, the color tube system 
has solved another problem for us,” 
Simpson says. “Just prior to mov- 
ing into the new building, the many 
hues the magazines were coming 
out with left us at a loss because 
it took either a painter or a quali- 
fied paint man to say what color 
and oil made a certain shade. 

“But the almost endless assort- 
ment of the chip system makes 
paint experts of us. And it’s so 
simple. You just turn the chip over, 
read the number of the tube, put 
it in the can and shake it up. It 
gives the lady a chance to make up 
her mind and she believes we have 
everything.” 

Other displays. But display of 
paint and related materials is not 
limited to the color bar area. In 
fact, there are paint displays on 
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American Lumberman island fix- 
tures in two other locations in the 
showroom. These are stocked with 
impulse items to sell themselves to 
the many people who come in just 
to look. 

A display of flooring finishes is 
located on a display island adjacent 
to the sample flooring panels. Sam- 
ple boards with both natural and 
color finishes are kept there so the 
customer can get a concrete idea 
of what his floor wil! look like after 
the finish has been applied. 


New products. At times when 
new paint products or accessories 
are introduced, Simpson makes a 
special display either at the end or 
on a counter. One of the most effec- 
tive spots is directly in front of the 
door, where he has a 3’ x 3’ display 
platform. When a _ new product 
comes out, he builds up a pyramid 
of cans, puts the literature out 


FLOORING FINISHES and rust-proofing compounds are stocked 
on display island adjacent to sample panels of flooring. 


DISPLAY OF PAINT ITEMS in hardware department reminds 


hardware customer that firm also sells paint. 


and places a sign there to call at- 
tention to it. 

He calls it a “stopper point” be- 
cause a customer who comes in the 
front door must walk around it 
to get to the counter. As he passes 
by, he reaches down for a brochure 
and says, “Here’s something new.” 

Simpson invites companies to 
demonstrate new products on Wed- 
nesday nights, when the store is 
also open for business. Such dem- 
onstrations are promoted in ad- 
vance by newspaper and radio. 

Newspaper advertising. News- 
paper advertising in the winter 
months is concentrated on new 
items. Usually the newspaper ads 
feature small items for the do-it- 
yourself customer. For instance, a 
series of ads may call attention to 
the fact that a 12’ x 12’ room can 
be refinished with paint for so 
much on a do-it-yourself basis or 
painted by a recommended contrac- 
tor. 

To further enhance the beauty of 
a remodeled room and to add to the 
company’s sales ticket, reference 
may also be made to how little it 
costs and how easy it is to use wood 
paneling on one or more walls of a 
room. Or if one has acoustical 
troubles, how easy and inexpensive 
it is to install an acoustical ceiling. 

Although paint contractors ac- 
count for some 50% of the paint 
sales, Simpson is striving for more 
homeowner sales. 

“It’s more profitable to sell the 
homeowner,” he insists, “and once 
he comes in for paint and sees the 
store, he becomes a customer and 
almost invariably returns for some- 
thing else. The painting contractor 
represents a_ strictly in-and-out 
business.” 

Nevertheless, the company caters 
to the contractor by encouraging 
him to stop for coffee each morning 
at the coffee bar. 
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SELF-SERVICE island displays make it easy 
for customers to handle merchandise, read 
directions and sales copy. Above, a cus- 
tomer selects color from giant-size chips 
with the assistance of Jack S. Collison, 
manager ef Saginaw's paint department. 


Why Customers Buy Their Paint Here 


Some of the good reasons why the Saginaw (Mich.) Lumber 
Co. does a five-figure volume in their paint department: 


* Salesmen know their product and offer helpful advice. 


* Regular advertising reaches every paint prospect. 


* Equitable price schedule for contractors and consumers. 


* Self-service displays speed shopping. 


* Pleasant store-shopping atmosphere. 


* Special services: Saturday deliveries, useful gifts, plenty of 
helpful literature. 


“Know why I buy paint from 
Saginaw Lumber?” The face pos- 
ing the question was vaguely fa- 
miliar to Jack S. Collison, manager 
of the paint department. 

The customer nodded toward the 
entrance, affectionately patted the 
gallon of paint he was holding and 
added, “Because when I walk out 
that door, I know I’ve got the right 
paint for the job. And I know the 
right way to put it on!” 

That comment is typical of the 
feeling ‘“‘do-it-yourselfers,” painters 
and contractors have for the Sagi- 
naw (Mich.) Lumber Company’s 
paint department. 

When Collison was hired as head 
of the paint department in 1939, 
paint sales were sputtering along 
at about $2,000 a year. Scarcely 
enough volume to pay the overhead. 
The sales area was a cramped 20’ x 
20’. Today, sales are riding along 
at a healthy clip in the high five 
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figures. Paint and building supply 
materials are neatly displayed in 
a modern showroom of approxi- 
mately 2,000 square feet. Plans 
have already been drawn for a new 
ultra-modern showroom. 


One man in charge. The success 
Saginaw Lumber has had with paint 
proves the company did the right 
thing when Collison was placed in 
sole charge of the paint department 
—on draw and commission. For the 
first two years, Collison admits he 
found it difficult to make the com- 
mission equal the draw of $25 a 
week. But the commission arrange- 
ment has proved to be the needed 
incentive to produce results. Both 
Collison and the company have bene- 
fited. 

About 60% of paint sales at Sagi- 
naw Lumber comes from painters, 
paint contractors and general con- 
tractors. Collison attributes this re- 
markable sales volume to a quality 


line of paint, service and “lots of 
personal calls.” 

Collison “toes the price line” with 
painters and contractors. “If I cut 
prices because of volume,” he in- 
sists, “then I give one painter the 
ability to outbid another. If I main- 
tain prices, they all have an equal 
chance. I feel it is a fair system of 
doing business.” Judging from 
painter sales, the system is working 
well. 

“And,” Collison adds, “price cut- 
ting simply isn’t good business.” 

As a gesture of appreciation for 
this volume business, Saginaw holds 
a social get-together each spring. 
The one last year featured bever- 
ages and food as the main attrac- 
tions at a local hotel. An educa- 
tional program, including sound- 
color movies and a talk by a manu- 
facturer’s representative, was kept 
brief as possible. Expensive pro- 
motion? Not when you build good 
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will, feels Collison. The meeting 
last year cost $560.24. The paint 
supplier stood half this cost. 


Promotion program. While Sag- 
inaw Lumber is almost nine blocks 
from the business district, the com- 
pany takes a back seat to no one 
in building retail sales through sat- 
uration-like merchandising methods. 

A listing under “paint” in the 
yellow pages of the phone directory 
is a must for the paint department. 
It not only provides an easy refer- 
ence alphabetical listing, but ties in 
with the paint manufacturer’s na- 
tional ads, in effect, turning these 
national ads into local advertising. 

Of the overall advertising budget 
set up for the paint department, 
newspaper ads slice off almost 50%. 
This figure becomes even larger 
dollar-wise as the supplier matches, 
dollar-for-dollar, all expenditures on 
paint ads. Unlike many paint retail 
outlets, Saginaw Lumber does not 
limit paint ads to spring and fall 
months, the peak buying periods. 
Ads are run weekly year-round. 
Collison says that this year around 
program bolsters. sales in the 
months normally considered weak 
for paint sales. 


Free gifts. To wind up weekly 
sales with a little extra “push,” Fri- 
day night ads point out that any 
orders phoned in by 10 a.m. Satur- 
day will be delivered on the same 
day. These same ads offer all Sat- 
urday morning customers a carpen- 
ter apron or other handy item, with 
any purchase. 

A special Friday night ad before 
Mother’s Day offered all customers 
a marigold potted plant. One hun- 
dred plants were ordered. They soon 
ran out and had to order another 
hundred. More than half of the sec- 
ond hundred were given away! 

Timely direct mail has made 


PAINT was first sold from this 20 x 20' 
shed... 


IN 1941 the paint department moved into 
this modern showroom stocked with a full 
line of building materials. 
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How to Sell More Paint 
DEALER CASE HISTORY 


many customers for the paint de- 
partment also. One of the very suc- 
cessful methods, Collison finds, in 
getting results from direct mail is 
to pin-point prospects who are defi- 
nitely in the market for paint. 

How do you find this kind of pros- 
pect? Through lists of persons tak- 
ing out building permits! Company 
catalogs, color cards, “Color Guide 
for Home Decorating” booklets and 
other paint literature are inserted 
in large envelopes and sent to re- 
cent holders of building permits. 
Each piece of literature, of course, 
carries the Saginaw imprint. 


Offers catalog. One of the most 
effective pieces of direct mail ever 
used by Saginaw Lumber is a 36- 
page catalog picturing and pricing 
over 1,000 items—including a com- 
plete page on paint and one on paint- 
ing accessories. About 13,000 cata- 
logs were distributed by bulk mail 
in and around Saginaw. Two thou- 
sand copies are kept in the show- 
room for distribution. 

Whether the telephone listing, the 
signs, newspaper ads, direct mail 
or “word-of-mouth” advertising 
bring a new customer to Saginaws 
paint department, the customer 
finds shopping easy. He finds a 
large, well-lighted showroom, laid 
out in such a manner that selection 
of paint or building supply material 
is easy. Literally volumes of litera- 


ture on every phase of painting, 
home building, repair and product 
description are available, all depart- 
mentalized and displayed in orderly 
racks. More than 10,000 pieces of 
literature were given away last 
year, most of it stamped with the 
company name. Much of it returns 
to the showroom in the hands of 
a customer, ready to buy! 

Self-service type island displays 
of paint make it easy for the cus- 
tomer to pick up a can and read the 
directions. Over the islands are 
double-face colors bars with giant 
chips that give the customer a bet- 
ter view of the color selections avail- 
able. 


Features color. On the top shelf 
of the islands are home color guide 
booklets, split-page color manuals, 
so the customer can compare two 
colors at the same time and large 
color albums with hundreds of the 
latest decorators’ colors. A separate 
chip rack gives the customer the 
opportunity of taking color home 
to match against fabrics and furni- 
ture. 

How does Collison feel about a 
lumberyard as an outlet for paint? 

“A natural,” he says. “If a cus- 
tomer buys lumber, the lumber has 
to be painted. A lumberyard, he 
emphasizes, “‘is in a better position 
than any other outlet to sell paint!” 


FUTURE HOME for Saginaw is this new showroom soon to be built. 
Planned by James N. Lindenberger, American Lumberman’s architectural 
consultant, the structure typifies the finest in functional design and 
beauty for the retailing of building materials. 





How to Sell More Paint 
NEW PRODUCTS 


What's New in Paint and Sundries 


Here are some of the latest 
products available from 
manufacturers for your 
paint department. 


Fix-Up, Paint-Up Tool Chart + 

A new pin-up chart, 12” x 22”, illus- 
trates and describes more than 100 of 
Hyde’s popular fix-up and paint-up 
tools, catalog style. The reverse side 
of the chart is a pin-up for the home- 
owner’s work bench. It features a se- 
ries of line drawings showing the uses 
of many Hyde tools for fix-up and 
paint-up work. This combination, one- 
page catalog and how-to chart is 
folded for an envelope stuffer or hand- 
out piece. Hyde Mfg. Co., Dept. C-AL, 
Southbridge, Mass. 

Circle No. 201 on Coupon, page 178. 


336 Popular Colors 

A new pack of 336 popular colors 
chosen from the entire range of 1,322 
Colorizer paint colors by color con- 
sultant Faber Birren is announced. 
The pack includes 336 color sheets 
about 4” x 8” in size, spiral bound, in- 
dexed by number and with formulas 
on the back of each paint sheet. The 
new selection may be used as a mod- 
erate sized color selection, as a loan- 
out pack and as a professional painter 
pack. Colorizer Associates, Dept. AL, 
345 No. Western Ave., Chicago, Il. 


Circle No. 202 on Coupon, page 178. 


fix-up point-up tool chert Bay 


rorite retailer for HY OE tools 


Multi-Purpose Texturing Paint 

A new multi-purpose latex textur- 
ing paint, which offers unlimited pos- 
sibilities for creating dramatic texture 
effects on any wall surface, is an- 
nounced. Called Spred Stipple-Texture, 
the new Glidden finish is a high-hiding, 
ready-to-use latex paint that does not 
require blending with other materials 
to create a finished product. It com- 
bines all the advantages of texture 
and all the beauty of paint in a single 
application, says manufacturer. Easily 
and quickly applied by either brush or 


ll 


how to use HYDE fix-up and paint-up tools 


roller and is offered in eight beauti- 
ful matching shades. Spred Stipple- 
Texture may be stippled or textured 
to produce a variety of dramatic pat- 
terns. The Glidden Co., Dept. AL, 
11001 Madison Ave., Cleveland 2, Ohio. 


Circle No. 203 on Coupon, page 178. 


Masonry Water Repellent 

A new water repellent for above- 
grade masonry is Kay-Tite Invisible. 
It is a clear liquid containing silicones, 
which stops water penetration into 
masonry. Kay-Tite Invisible is effec- 
tive on brick, mortar, glazed tile, ce- 
ment, sandstone and most other types 
of masonry except limestone, says 
manufacturer. It may be applied with 
brush or spray. Provides dependable 
service for 10 years, it is claimed. 
Available in one and five-gallon con- 
tainers. Kay-Tite Co., Dept. AL, 10 
White St., West Orange, N. J. 


Circle No. 204 on Coupon, page 178. 


Thinnable Redwood Paint 


A newly developed water thinnable 
redwood paint is designated Poly Vinyl 
Acrylate #34. According to the man- 
ufacturer, this is a combination sealer 
and finish pigmented with a permanent 
redwood color and thinnable with tap 
water. The acrylic resins therein have 
superior weather durability factors, 
manufacturer says. Linseed Oil Prod- 
ucts Corp., Dept. AL, 1107 S. Fre- 
mont Ave., Alhambra, Calif. 


Circle No. 205 on Coupon, page 178. 


Two Pratt & Lambert Products 
Vapex, a new vinyl base, flat wall 
finish, is available in 12 decorator 
colors. It rolls or brushes on quickly 
and dries in minutes. Painting tools 
and hands wash clean with soap and 
(continued on page 138) 
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THE AMAZING NEW WINDOW WITH SASHES THAT TILT 


T.M. Reg. Pend. 


WW 











U.S. Pat. No. 2,666,235 


safe, easy cleaning 
more air! no drafts! 


keeps out rain, snow 





Both sashes tilt easily to any desired 
angle for true healthful no-draft ventilation 
that uses 100% of the wall opening! 
Wash a// outside glass in comfort—without 
disturbing screens or storm sash. Looks 
like an ordinary window and can also be 
used like one—concealed adjustable 
spiral balances for quiet, easy operation. 


It goes up...It goes down...It’s weatherstripped...And it TILTS! 


FAMOUS BEE GEE...THE DECORATOR’S WINDOW 


Companion line of 170 high-style 
casement, picture and corner picture 
windows...‘idea” windows designed 
as focal points for lovely modern 
interiors. ‘Wife-Approved” for their 
clean, slim modern beauty, their 
practical convenience. Completely 
assembled units, ready to set 

in the wall. New fingertip Crank 
Operator now optional, factory- 
installed —also in “Do-It-Yourself” 
kits for older Bee Gee windows 
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BROWN-GRAVES CO., Dept. AL-118, Akron 1, Ohio 


Send catalogs with full details on: 
[_] TWIN/TILT WINDOWS [ ] BEE GEE WINDOWS 


lama: [] builder [] architect [_] dealer 


WINDOWS [iid 


ADDRESS 


modern wood mail coupon | 


BROWN-GRAVES CoO., Akron 1, Ohio 
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Most powerful contumer 


WILL HELP 
BIRD ROOFS 


A double-barrelled ad campaign...reaching into millions of homes all over America 
through 2 of the most action-provoking media ever combined to help you sell roofing! 


TELEVISION FOR SATURDAY EVENING POST 
DEMONSTRATION _ ' FOR COLOR POST == 


0o vou Fence vou wes ouxe & 

GARRY MOORE — greatest salesman of eet) (war 15 FULL COLOR ADS i, 
“ae 4 in one of the biggest and 
most respected magazines 
in the world will show 
the families of America 
ing season. He'll tell ‘em not to wait for eZ the beauty of Bird roofs. 
i : : : 10,000,000 men and 

leaks. He'll tell "em to start their husbands : 

: women readers of the 
thinking about re-roofing NOW. POST will be exposed to 


‘em all — will demonstrate Bird roofs to 
the women of America on his half hour 
show every other week for 26 weeks start- 


ing Feb. 11, right through your peak sell- 
these color ads. 


promote BIRD 


..- the word that sells today! 
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aign in history 


YOU SELL 
THIS YEAR | 


A customer-catching point of sale campaign that gives you everything you need 


THE BIRD SHINGLE TREE — 
the tree that sales grow on 
—shows 32 beautiful sam- 
ples in a space only 3% feet 
square. Dealer after dealer 
has raved about the sales this 
display has helped make. 


FULL COLOR HANDOUT LIT- 
ERATURE — the most beauti- 
ful in the industry — give all 
the sales facts for prospects 
to study leisurely at home — 
and show wives how to be- 
come “Exterior Decorators.” 


to corral prospects and make them decide to buy. 


SALES-MAKING WINDOW 
STREAMERS — featuring the 
Saturday Evening Post and 
Garry Moore, who reminds 
prospects to “Re-roof now!” 
with Bird quality shingles. 


NEWSPAPER MATS, RADIO 
AND TV SCRIPTS — all de- 
signed to help you build 
store traffic through your 
own advertising. Use them to 
tell your customers you carry 
famous Bird Shingles that 
they've seen in the Post and 
on the Garry Moore Show! 


See your Bird representative on how you can cash in on this great 
program ...or write Bird & Son, inc., Dept. AL-3, East Walpole, Mass. 
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AL SPECIAL REPORT 


How Dealers are Selling 


“BI 
Tickets’ 


The dealer-contractor "team". 








The dealer as volume supplier to builders. 





The dealer as a builder. 





Despite the general decline in new house 
starts, a sizable number of lumber and building 
material retailers are doing better than ever 
this year. 

Although continued growth of do-it-yourself 
business accounts for much of the dealers’ rela- 
tive prosperity, it is also evident that alert 
dealers are getting a greater share of “big- 
ticket” business—new homes and major re- 
modeling. 

Putting “big-ticket” building sales on a profit 
basis is being accomplished in three ways: 


(1) The dealer-contractor "team", with the 
dealer acting as prime merchant for both new 
homes and big-ticket modernizing, but labor 
channeled to contractors. 

The majority of dealers have always con- 
ducted business in this fashion; but today there 
is a widespread upsurge in dealer merchan- 


dising which allows the dealer to control the 
“team”. Services such as architectural plan- 
ning, financing aid, interior decorating, are 
profitable because they help to develop “pack- 
age” sales of entire house materials to the con- 
tractor. “Lu-Re-Co” and similar yard-made 
components also help immeasurably. 


(2) The dealer as a volume supplier to build- 
ers and industrialists, depending mainly on 
relatively low margins but high volume. 

This type of dealer is mostly confined to 
metropolitan markets, where there is sufficient 
potential to give the dealer a purchasing ad- 
vantage. Through quantity warehousing, he is 
in effect a distributor for many of his lines. 

Despite the emphasis on price, this business 
can be profitable for a select number of dealers. 
Sizable capital is required, plus an aggressive 
outside sales staff. Usually this dealer will not 
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sell whole-house packages, but will specialize on 
selected categories such as volume lumber or 
kitchen equipment. 

A dealer of this type may also engage in retail 
store selling; but the management and execu- 
tion of it is substantially a separate enterprise 
—or should be. 


(3) The dealer as a builder, either sub- 
contracting labor, or hiring his own crews. 
Many of these dealers will also cater to the 
owner-built home market. An offshoot is the 
development of land; an increasing number of 
dealers are making land investments as an In- 
surance policy against the time that they might 
need to go fully into the construction business 
themselves. 

While there are very few “black and white” 
cases, where dealers are concentrating totally 
in one of the above methods, thinking dealers 
are carefully aligning their sights toward one 
direction or another, unless they are abandon- 
ing “big-ticket” sales altogether. 

Interestingly, while the tightened housing 
situation has crippled the larger builder, the 
larger dealer is faring well, because the well- 
capitalized dealer can and is sustaining his vol- 
ume by “carrying” small builders to a greater 
degree than previously—and thus controlling 
the sale of more materials per house. 

One dealer puts it this way: “With the mar- 
ket somewhat reduced, many contractors find it 
more comfortable to let us furnish materials 
and specialties for the entire house, rather than 
tie up their own limited funds through direct 
purchasing.” By expanding consumer promo- 
tion for new homes (contractor-built), the 
dealer also is initiating more house “packages”’ 
which are billed to the contractor in a single 
guaranteed price. 

The financial stability of the average dealer 
against the average contractor thus puts the 


dealer in a favorable position today. And alert 
dealers will make sure that when the next wave 
of high-volume construction comes along (as it 
surely will) he will have his merchandising 
skills so sharply developed, and his “contractor 
package” formula so well devised, that it will 
be unwise for a builder to be weaned away by 
lures of direct purchasing or shipped-in pre- 
fabs. In essence, this is the challenge for all 
dealers who wish to survive with a profit in big- 
ticket sales, outside of the contracting business, 
which most dealers prefer not to enter. 


Components, stores, and advertising. No mat- 
ter in which of the three categories mentioned 
above a dealer falls, if he is thinking ahead you 
will find him following these trends: 

(1) A traffic-building store, which brings 
profitable pick-up sales and develops “big- 
ticket” prospects. 

(2) Fabrication and sale of “components” 
such as panels and trusses. 

(3) Increased advertising to combat the gen- 
eral decline in home building. 

In many areas, selected dealers have swung 
entirely to a retail store business, catering ex- 
clusively to the “do-it-yourself” or consumer 
trade. While this type of business is sound and 
profitable, to succeed in it on an exclusive basis 
means that a dealer must have an extensive 
homeowner market at his fingertips. He must 
also possess (or hire) the personal merchan- 
dising skill for small-ticket material and hard- 
ware sales; and he should have a good, high- 
traffic retail location. 

Of course, even if the dealer’s prime concern 
is for big-ticket sales, he will profit from a 
retail store. He must, however, make sure that 
his store contains “idea” displays, planning 
centers and sufficient offices for transaction of 
big-ticket sales. 

—The Editors. 


See how individual dealers are selling "big-tickets": 


American Lumberman, in this issue, begins an important 
series of articles on sales and servicing big-ticket jobs. The 
series will be a continuing one, containing among others 


these articles: 


@ Dealer's "Idea House" which has proved 
itself as prime-mover of big-ticket sales 
with construction by contractor customers. 


"How Dealers Can Get My Business” as 
told by a prominent southern home builder. 


"Kitchen Business" trend report, showing 
dealer successes in both contractor and 
consumer markets; examples of volume ap- 
pliance sales, planning services, kitchen 
design and product roundups. 
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@ "How Topnotch Dealer Salesmen Win Con- 
tractor Business''—exclusive picture report 
>f an outstanding dealer sales team in 


action. 
Pricing Techniques for Contractor Trade. 
Home Planning Departments That Work, 


including roundup of practical planning 
dens in dealer stores. 





" eahe Open 1200 io abl os. Vesartow 


mur promotion.... 
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brings crowds to dealer's model biel hes 


Ideas tor both new homes and modernization. . . 


Creates Hundreds of Big-Ticket Prospects 


More than 3,00U prospects braved 
a cold February day to inspect the 
1957 ‘Idea House” of the Eben- 
reiter Lumber Co., Sheboygan, Wis., 
in a repeat performance of a highly 
successful stunt that develops both 
new home and modernization busi- 
ness for the dealer and his team 
of contractor customers. 

Robert Ebenreiter, president, cre- 
ated the plan to dramatize building 
materials, and to publicize his home 
planning service. He labels it his 
“Contractor House” because all con- 
struction it generates goes to local 
contractors. 

The first Ebenreiter “Idea House” 
was erected on the dealer’s yard 
site two years ago. It was toured 
by 20,000 persons before it was sold 
and moved from its supporting 
beams. By erecting a new house on 
the same site, Ebenreiter gets in 
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effect a new showroom, which he 
can publicize with plenty of splash 
every other year. 

This year’s house was completely 
fabricated from Lu-Re-Co compo- 
nents. Construction was started 
November 26 and completed on 
January 25. Progress reports on its 
erection were carried in advertis- 
ing and news columns of the local 
paper. 


A house of specialties. Although 
the house must be practical enough 
so that it can be sold, Ebenreiter 
“loads” the design with profitable 
specialties. 

This year, for example, the house 
includes a built-in wall safe; built- 
in clothes chute; peep-hole door 
knocker; wall of louver doors and 
interior windows; built-in heat 
lamp above the bathtub. 


Manufacturers contributed many 
products for the demonstration 
home because of its publicity value. 

The house is a_ two-bedroom 
model, with king-sized living room, 
bath and kitchen. It is 1,075 sq. ft. 
in size. 

Signs and literature are at every 
turn, inviting the visitor to inspect 
further product displays and obtain 
literature in the Ebenreiter show- 
room and store, located adjacent to 
the model home. Nearly all the visi- 
tors comply. At the entrance of the 
showroom, there is a battery of 
NRLDA-type panel floor fixtures, 
displaying literature on all the prod- 
ucts and materials used in the 
Idea House. 


Tie-in with contractors. Eben- 
reiter alerts his contractors by stag- 
ing a party for them in his base- 
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Pitch by dealer himself.... 


ment auditorium, prior to the grand 
opening of the house. This is one 
of four contractor parties held 
during each year by the dealer. 
“Idea House” parties are also held 
prior to the house opening for the 
press and radio; banks and lend- 
ing groups; and real estate people. 

A full-page ad in the Sheboygan 
paper promoted the home on open- 
ing day, together with a full page 
ad inserted by the department store 
which furnishes the home, and tie- 
in ads by building product suppliers. 
A morning radio program also pro- 
moted the Grand Opening. 

After the opening day hours of 
1 to 8 p.m., the house is open each 
afternoon for several months, until 
sold. 


Boon to modernization. Like 
many small cities of 40,000, Sheboy- 
gan is currently experiencing a de- 
cline in new home construction. 
However, the value of the “Idea 
House” is not affected by this de- 
cline; it is equally effective for gen- 
erating remodeling sales. 

By employing promotional meth- 
ods such as the Idea House, Eben- 
reiter’s 1956 sales volume stayed at 
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then, prospects pour into adjacent store. 


a high level, although the local new 
home market dropped 100% from 
1955. Modernization made up the 
difference in overall sales. 


EBENREITER LUMBER CO 


SIX-PAGE FOLDER is given to each Idea 
House visitor. It promotes dealer's plan 
service; brand names; contractor selection 
service; financing help; packaged Lu-Re- 
Co garage; automatic garage door open- 
ers. More than 20,000 folders have been 
printed for year-around use... based on 
quantity distributed for Ebenreiter's first 
Idea House two years ago. 


Advertising value. The cosis of 
promotion, erection, moving, etc., of 
the Idea House are not entirely re- 
gained by the sale price. It is a 
“loaded” house, but must be sold at 
market prices. All expenses over 
and above the sale figure are al- 
located to advertising by Eben- 
reiter. 

“There is no substitute for this 
idea for luring prospects,” said 
Ebenreiter. “Per visitor, it is the 
most economical advertising idea 
we have ever used.” 

To further stimulate new home 
business for Sheboygan contractors, 
the Ebenreiter Lumber Co. has de- 
veloped Fairway Hills subdivision. 

The lumber company is not in 
the construction business, but em- 
ploys full-time designers for custom 
planning, thus becoming “Building 
Headquarters” for a widely scat- 
tered and expanding market area. 
Where possible, Ebenreiter encour- 
ages use of Lu-Re-Co panel system, 
with components fabricated in the 
yard. 


NEXT ISSUE—First of two-part 
“Kitchen Business” trend report. 
-»» Your Glamour Package. 
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Vew Yale Brandywine Knob with nine distinctive Yale trims: 

(above, left to right) Williamsburg, Madison, Newport (three favorites with home owners) ; 
Hudson, Salem, Glamour, Atlanta (four new Yale trim designs) ; 

and (on opposite page) new Sapphire trim (left) 

and Constellation trim (right). 


To sell 
builders... 
look to 


Yale....... NOW-—THIS SEASON’S KEY. 
IN-KNOB DESIGN SENSATION 


YALE 
brandywine 


—FOR BUILDERS WHO STAR STYLE AND 


TOP QUALITY—AT AN ATTRACTIVE PRICE! 


Nowhere on earth another lockset like the new Yale Brandywine! Clearly, 
it’s the low-cost, key-in-knob lockset for builders who want class on 

a budget for their homes. Premium-lockset quality and style at the lowest 
price you've ever seen. Simple, elegant lines. Single-key operation where 
desired—garage doors, too (another Yale exclusive builders offer home 
buyers). Top-security through pin-tumbler construction—until now found 
only in high-price locksets. Easy, economical installation on exterior and 
all interior doors. Stock plenty of this sales stardust now: 


»— 


Yale Brandywine locksets (No. 5237) and Yale’s galaxy of smart trims. 


For today’s big doings in locks and hardware—LOOK TO YALE! 


YALE & TOWNE 


The Yale & Towne Mfg. Co., 
Lock & Hardware Div., White Plains, N.Y 


YALE—REG. U.S. PAT. OFF 
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TWO MODEL CABINS on display at Steiner Lumber Co., Sacra- 
mento, Calif., appeal to do-it-yourself builders. The building at 
the right was used as the retail lumber office prior to the com- 


pletion of new offices and display room. 


There’s Still GOLD 
in Them Hills 


SUMMER AND WINTER mountain vacations are a treat in 
this cabin offered by Capital Lumber Co., Sacramento, Calif. 
On display at the yard, the model serves a dual use as display and 
office for the accounting department. 


Competing California dealers discover a mother lode of 
profitable building materials sales: people building vacation 


cabins in the Sierras. 


Two Sacramento lumbermen have 
discovered a new source of gold in 
the hills of California—package 
sales of building materials for 
mountain cabins. 

3oth Steiner Tumber Co. and 
Capital Lumber Co., Sacramento, 
vigorously promote mountain cabins 
each spring. Their campaigns are 
timed to begin as soon as the snow 
permits entry into the high Sierra 
and Lake Tahoe areas. 

“When we promote mountain 
cabins as packages,” says Gus Gid- 
lund, manager of Steiner Lumber 
Co., “we stimulate sales in every 
department. With the sale of every 
cabin, we plant the seed for a fine 
future crop of building materials 
sales.” 


Cabin packages. Steiner offers 
a number of simple cabin designs 
the landowner can erect himself. 
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Prices start at $525 for a 20’x20’ 
utility building; also available is a 
20’x26’ deluxe job with two bed- 
rooms, living room, kitchen and 
bathroom. Financing is handled by 
a local bank which lends up to $3,- 
000 for a three-year period. 

Stresses package sales. ‘“Mak- 
ing up a bill of material for a 
cabin,” Gidlund says, “we never 
quote the cost of individual items. 
We give the total cost of the ma- 
terials package. This helps us con- 
trol the sale and eliminates price- 
shopping by our customers. 

“Once you advertise that you have 
summer cabin packages available,” 
he adds, “you’ve planted the seed 
for not only cabin sales but also 
future sales of building materials 
for years to come.” 


Dual-purpose display. Severin 
Johnson, owner, Capital Lumber 


Co., Sacramento, also hes found a 
profitable source of package sales 
of building materials for cabin con- 
struction. 

Johnson’s model 26’x22’ cabin, 
located next to the Capital show- 
room, serves a dual function. Re- 
sides being a display model, the 
cabin is also used to house the firm’s 
bookkeeping department. 

The cabin is a steep-roof design 
with the bedroom, bath and kitchen 
on the main floor. The second floor 
can be partitioned off for bedrooms. 
The high-pitch roof is necessary be- 
cause of the heavy snows in the 
mountain regions above Sacra- 
mento. Materials to build a dupli- 
cate of the model cabin cost $550 
delivered to the Lake Tahoe area. 

“We offer customers a blueprint 
of the cabin if they want to dupli- 
cate it,” Johnson says, “but we’ve 
found people prefer to design their 
own cabins. In the past two years 
we’ve sold only five exact copies of 
the model cabin, but having the 
model on our grounds does help 
stimulate sales of building mate- 
rials for cabins.” 
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supermarket 
shopping! 


...fOr 
metal 
building 
products 


Because of the 
tremendous line of 
Donley Products, 
“supermarket” shopping 
becomes a reality. It Dh gited ot 
means you can place - 
one order for a wide 
range of fast selling 
items. It means you can 
receive these products all 
in one shipment. It means 
you'll get quantity 
discounts that will mean 
greater profits. 
Donley products combine 
functional design, quality 
materials and modern 
manufacturing methods... 
and you'll be able to satisfy 
your most discriminating 
customers. 
Today ... after sixty-five 
successful years .. . Donley 
knows that quality pays ... for 
our dealers ... their customers 

. and for us. 
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FIREPLACE 
pAMPer yo fi" fireplace 


The Donley Brothers Company 

13928 Miles Ave., Cleveland 5, Ohio 

Please send more information on. . . 

[} Ventilators (_] Access Doors C- Mortar Boxes & Tubs 
] Joist Hangers C] Area Walls (] Utility Windows 


J Ash & Oven Doors ([] Dampers C] Milk Receivers 





Nome 





Company 


Address City State 
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Removable prime windows are as much a part of modern 
living as inside plumbing. They can be washed or 
painted in half the time—inside the home—safely— 
in any weather. 


Dealers, with an eye to the future, reeommend R*O+W 
Windows to builders and home owners. These windows, 
equipped with LIF-T-LOX balance, work more easily 
WINDOW BALANCE and stay weather-snug over the years. Make warm 
friends of your customers with R*O°W Windows. 


R:*O*W and LIF-T-LOX are the registered 
trade-marks of ReO*W Sales Company. 


R-O-W SALES COMPANY 1321 ACADEMY, FERNDALE 20, MICHIGAN 
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WwooD WINPOWS 


EXPERIMENT PROVES WOOD BEST INSULATOR 
Wood panel (foreground) and aluminum panel of same dimensions 
were chilled with blocks of dry ice. One inch insulation shields 


ice cream cones from “direct” cooling. 


RESULT: Cone on aluminum panel was held in semi- 

frozen condition, aluminum being an excellent thermal 

conductor. Cone on wood was not affected by the chilling 

agent—therefore it melted. Tests demonstrate why 

windows made of wood provide better protection against WINDOW BALANCE 
outside temperatures. 


R:O*W and LIF-T-LOX are the registered 
trade-marks of ReO*W Sales Company. 


R-O-W SALES COMPANY 1321 ACADEMY, FERNDALE 20, MICHIGAN 
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TWIN 


LUMBER COMPANY 


INCORPORATED 1921 
ABERDEEN, WASHINGTON 


Manufacturers and Distributers of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Cedar, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fast, 
experienced and complete 
information regarding place- 
ment of your order. 


BRANCH OFFICES 


CALIFORNIA 
Arcata 
Menio Park 
Los Angeles 
OREGON 
Portiand 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 
OHIO 
Toledo 





/ 
! 


[ 
| 
\ 
\ 
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HARBORS 








x 
Pa ~ 
MAIL THIS “S 


/COUPON TODAY! \, 


TWIN HARBORS LUMBER COMPANY 
ABERDEEN, WASHINGTON 


I'd like proof of your quality and serv- 


ice. Send name, address of my nearest 
Twin Harbors wholesaler or salesman. 


Circle No. 131 on Coupon, page 178. 
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Using a portable, motor-driven 
conveyor, two men easily unload a 
carload of 25,000 feet of lumber in 
an eight-hour day at Strong’s Lum- 





ber & Coal Co., South Rockwood, 
| Mich. Besides improving working 
conditions and employe morale, the 
| conveyor system : 


-Reduced manhours needed to 


unload a car by 25%. 


Resulted in direct labor savings 
of $8 to $10 per car. 


-Freed trucks for deliveries in- 
stead of moving lumber from 
the cars to storage areas. 
Previously, lumber was unloaded 
from the cars onto trucks which 
moved it to the storage area for 


NORFOLK 
AND 
WESTER 


—Courtesy Rapids-Standard Co., Inc., Grand Rapids, Mich 
INCLINED CONVEYOR moves lumber as far as 110 feet from the car door to the storage 


balcony. Motor-driven conveyor shoves lumber up the inclined wheel-conveyor sections. 


Conveyor Trims Handling Time 25% 


Installation of a portable conveyor system nets this 
Michigan firm labor savings of $8 to $10 per car. 


stacking. Now the portable belt con- 
veyor is used to push lumber onto 
wheel conveyors directly to the bins. 


Using this system, the firm moves 
dimension as far as 110 feet from 
the car and up a five-foot incline 
to the balcony storage area without 
any slippage. 

Even the chore of moving the con- 
veyors has been lightened. The con- 
veyors are made of lightweight 
aluminum. 





When answering advertisements 
please mention 


AMERICAN LUMBERMAN 
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This compact 5' display gives you a complete 


d miral. Custom built-in 
“Department” = Adpiral. 


custom aulematic 





BUILT ~ IN WALL OVEN AND SURFACE UNIT 











Here’s a brand new way to display and sell 
Admiral custom built-ins. 
This attractive, compact unit displays any 
© Sturdily built stand displays Admiral built-in oven and 4-unit cooking top. 
units at normal kitchen height ; Builders know Admiral custom built-ins add 
instant sales appeal to their homes. And house- 
wives recognize and expect the top quality and 
= convenience Admiral offers. 
e Literature rack holds ample e Get your share of this fast expanding and profit- 
supply of product folders bs able market. Set up your Admiral built-in ‘‘de- 
e Units slip right into cutouts be partment” display and watch the power of Admiral 
—no bolting! : advertising help you sell. 
© 73” high—59%" wide— For complete details on how to increase your 
221" deep profits with Admiral custom built-ins, contact 
your local Admiral distributor now. Or, fill in the 
coupon and mail today! 


e Back panel illustrates variety 
of installations 


Admiral Corp., Built-In Appliance Division Dept. AL37 
Ad e | 3800 Cortland Street, Chicago 47, Illinois. 
mira ® Please send me details on Admiral Electric Built-Ins. 
& TO Name 
Firm 


Street 
me 


Zone State 
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i et i et 4 
NEW EXTERIOR, though inexpensive, is dignified in appearance. 


Ideas Sell 


Commercial 


Modernizing 


Labor and materials package help 
sell commercial jobs for Washington 


state dealer. 


Sales volume in the modernizing of commercial build- 
ings is available to retail lumber dealers if they set up 
to serve it. Like customers in other fields, businessmen 
seeking to modernize their establishments tend to favor 
the seller offering a complete package. 

This is shown by the success of Newton Lumber Co., 
Spokane, Wash., in selling this market. 

“The approach to commercial remodeling sales,” 
explains Stanley Newton, manager of the firm, “is 
similar to residential fix-up sales. You must do more 
than merely sell materials. You must offer ideas and 
sell the complete package—materials plus labor—in 
order to make a deal.” 

A store modernizing job recently sold by Newton 
illustrates his procedure. 


Sales opportunity. Having heard of Newton’s 
reputation for follow-through on modernizing jobs, 
Floyd S. Rowe, manager of the Spokane Monument Co., 
approached the lumber dealer for ideas to be used in 
fixing up his monument store. The store was an old 
building which had become very dilapidated. 

Rowe already had obtained a price on a new store 
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NEW DISPLAY ROOM shows grave markers in a proper atmos- 
phere. 


PREFINISHED HARDWOOD PLYWOOD panels were used to 


modernize office. 


front. However, the store front specialist wanted to 
limit his work to that item alone. 

Lumberman Newton drew from his knowledge of 

building materials and helped Rowe work out complete 
plans for modernizing the exterior and interior of the 
building. Newton was able to offer Rowe a complete 
package, including materials and labor. 
_ The result is a fine, yet inexpensive store, dignified 
in appearance inside and outside, where Rowe’s grave 
markers are displayed in a proper atmosphere and 
where his business can be carried on in comfort. 
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DELFAIR helps you 
reduce laying 
costs with new 


/ {> 
eae ELFAIR has 


developed Unitstrip to bring 

you the distinctive beauty and 
durability of oak . . . plus extra 
economy in application. By using Unit- 
strip’s uniform 8-foot lengths, you get 
almost no waste, and cutting is reduced to 
the minimum. Delfair Unitstrip requires 
fewer manhours for laying because it elimi- 
nates necessity of layout and matchup prior 
to nailing. This can mean sizable savings 
for you. For complete information about new 
Unitstrip write D. L. Fair Lumber Company, 


Louisville, Mississippi. 


Investigate Delfair’s New UNITSTRIP Today 


® 


ok Floor. 


OAKSTRIP OAKBLOK OAKPLANK  UNITSTRIP MULTI-WOOD BLOK  PREFINISHED 





Checking plans .......... 


. motel owner, John Prafcke, lefty : 
lumberman Jim Brown, and builder Glen a 


Vissering, discuss construction plans. 


To minimize costs 





¢ 


Lumberman Designs Largest Lu-Re-Co Building 


Two-story motel of 20 
units erected in eight days 
by using frames and roof 
trusses fabricated by Illinois 


dealer. 


Faced with the problem of design- 
ing a comfortable motel and mini- 
mizing construction costs without 
sacrificing quality or sound con- 
struction principles, a midwest lum- 
berman found the answer in the 
Lu-Re-Co system of component con- 
struction. 

When John Prafcke planned to 
build a 20-unit, two-story motel on 
the northern edge of Streator, IIl., 
he tossed the problem to Jim Brown, 
owner, J. C. Ames Lumber Co. 
Brown suggested that yard-fabri- 
cated Lu-Re-Co panels and roof 
trusses would keep costs to a mini- 
mum. 

“Tt’s a lot easier to design a build- 
ing to utilize a standard component, 
than to design components for the 
building,” Brown says. And _ his 
faith paid off. 

A crew of five—superintendent, 
three carpenters and a helper— had 
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the motel under roof in eight work- 
ing days. Four months after ground 
was broken, the motel was com- 
pletely landscaped and occupied. 


All walls prebuilt. In the 188’ 8” 
by 23’ 8” Pine Towers Motcl. Rrown 
used 222°standard 4x8 Lu-Re-Co 
panels. Only one special panel was 
required. 


To speed erection, the 16’ x 8’ in- 
terior panels were also prefabri- 
cated in the yard and erected as 
soon as outer walls were tilted into 
place to eliminate wind-sway. 


The 3/12 trusses were also made 
up in the Ames yard. Using precut 
lumber, two men batted out trusses 
at the rate of one every seven 
minutes. 


To insure accurate placement of 
nails at juncture points, Brown 
made up a metal template with holes 
to indicate nailing points. After the 
template was positioned, it was 
sprayed with paint to spot the nail- 
ing points. When the template was 
removed, the carpenters simply 
pounded in a nail wherever a spot 
of paint appeared. 

When trucked to the site, trusses 
were spotted on the second deck be- 
fore the upper wall panels were 
tilted into place. This simplified the 


job of getting the trusses on the 
second floor when it came time to 
start closing in the roof. 

“T was afraid to look when the 
frst truss was tilted in‘o place.” 
Brown confesses, “‘but it fitted per- 
fectly and it’s proved to me that a 
little extra preplanning and check- 
ing can save a lot of grief and man- 
hours later. 

“Besides being a challenge, it ac- 
tually was fun building with Lu-Re- 
Co.,” Brown says. “The building 
goes up fast and you’re not as im- 
patient waiting to see the final re- 
sult.” 

“By trying the hardest Lu-Re-Co 
job first, the rest will be easy,” says 
Glen Visserling, who heads a build- 
ing outfit bearing his name. 


Shortcuts. “You learn shortcuts 
that make the job easier and save 
money as you go along,” Brown 
says. Here’s a few ways he cut cor- 
ners without sacrificing quality: 

@On the upper floor panels 
sheathed with Texture One-Eleven, 
painters applied the prime coat on 
the ground. This saved at least two 
days’ painting time. 


@ Plumbers set the prefabbed soil 
pipe components into place before 
(continued on page 154) 
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cece eecccsvee... the plywood subflooring has been applied over floor joists 


and panels are spotted for erection. 





eo eeee... the second floor joists (2x10, 24" 0.c.) are nailed in place. 
Second floor panels sheathed with Texture One-Eleven have been 


primed and are ready for erection. 


— 


4 
Sixth day see eeeceereeeeee... roof trusses are spotted on the second floor to minimize 
handling when second floor walls are tilted into place. 


a SD 
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. . . roof is sheathed with plywood, roof- 
ing felt is in place and building is ready 
for finishing. Next step was application 
of brick veneer on first floor exterior. 








BES. 


LOCKSET IS DEMONSTRATED in Wm. Jacks Co., Ltd. Buying is 


done mostly from catalogs and samples. 


HONG KONG is the fastest-growing city in the O 
Looking down on the harbor from the Peak. 


WOMEN WORK on about every kind of job. Here they are 
bagging sawdust at the Wong Tong Kee Timber Co. 


building materials in Hong Kong 





BY Robert Borja 
First na series of exclusive arti- 
cle e desi ribing how the counte rpart 
of a U. S. lumber deale? ope rates in 


countries around the world. 


Hong Kong has to be seen to be 
believed. Practically everything has 
to be imported. Lumber comes from 
Thailand, Burma and _ Indonesia. 
Manufactured building products 
come primarily from Britain or the 
United States, despite the enormous 
labor pool of refugees. 

Back around the 18th century, 
the curious compradore method 
was formed and this system still 
persists in the building industry 
today. The compradore contracted 
to sell a ship’s cargo 
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Today’s equivalent to the compra- 
dore has offices with a half-dozen 
employes doing paper work, a tiny 
sales counter, where they can dem- 
onstrate hardware, but without any 
permanent displays; many shelves 


holding catalogs of stock and their 


go-downs. 

A go-down is what we call a 
warehouse in the states. Regard- 
less of the size of the order, the 
compradore generally calls on the 
customer with samples and cata- 
logs and may take him to the go- 
down to show him stock. 

The compradore maintains his 
own trucks, too, and has labor avail- 
able to do smaller jobs such as roof 
repair. His hours are dictated by 
the customer, who may ask him out 


You Do Business With the 


almost anytime. He is the man you 
go to for home improvements and 
he is the one who goes to see your 
contractor when you build a new 
house. Home improvement work is 
never done by the homeowner, since 
it would be considered degrading. 
Private houses are built most 
often from a picture taken from a 
magazine, which the prospective 
homeowner shows the contractor. 
Labor is well organized. All are 
union but stone workers. Labor re- 
quires some very real skills. For 
example, consider the scaffolding 
of bamboo tied with rattan instead 
of nailed. It takes a man five years 
to acquire the skill to do the tying 
since it is wrapped damp, so that it 
will tighten up while drying. A 
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TYPICAL PRIVATE HOME (background) 


plus land, which is very expensive. 


INTERIOR PRIVATE HOME of better class. 


flooring is cheapest wood available for that purpose. Note 
Chinese-designed chairs and stools. 


bb? 


good man can tie the rattan so 
that it will last three days or three 
years and support all the men and 
supplies needed. 

The weather, which includes ty- 
phoons, a dry season and a wet sea- 
son, makes the use of wood im- 
practical except for flooring, decora- 
tive work, false ceilings, furniture 
and concrete forms. All building is 
steel reinforced concrete, bricked-in 
and plastered. 

Floors are made of teakwood, 
since it is the cheapest wood avail- 
able for the purpose. There is no 
plywood in general use, despite its 
possible advantages. A trickle comes 
in from Scandinavia, but none from 
the United States. Concrete is the 
basic building material because of 
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costs about $13,000 
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Parquet teakwood 


+ ie 


SCAFFOLDING IS BUILT from bamboo tied together with rattan. 


Many months of practice are required to perfect this technique 


That’s the Oriental term for dealer, who calls 
his warehouse a “go-down.” Hong Kong is where you 
lose face by doing-it-yourself and where floors are 
made of teakwood because it’s so cheap. 


the aforementioned weather condi- 
tions. Another factor is the avail- 
ability of aggregates, since Hong 
Kong is one big rock. 

Private homes are not for the 
average person because land is 
scarce and expensive. You can build 
a good home for around $13,000, but 
land will be another $6,000. Such a 
house will include two to three bed- 
rooms, two bathrooms, a_ small 
kitchen, big living room and dining 
room, balconies, terrace and serv- 
ants’ quarters for two. 

Because of the high cost of pri- 
vate homes, apartments are being 
built in great numbers. There is a 
great deal of public building— 
apartments, schools and hospitals. 
The population has more than 


doubled in the last five years with 
refugees from Communist China 
sneaking over the border hills at 
night. 

These refugees erect squatter 
shacks, which are regularly the 
scene of great fires. Consequently, 
the government-sponsored apart- 
ment buildings. 

Wm. Jacks Co., Ltd. is a typical 
business operated compradore-style. 
This firm carries such American 
items as Bostitch, Masonite, Schlage 
locks, Minnesota Mining Co. abra- 
sives and Sakrete cement. 

In Hong Kong, the rickshaw is 
still used to transport people and 
products, but the very latest meth- 
ods are being explored by the build- 


ers. 
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Do you have the hardest 


@ THIS TRADE-MARK 
will be seen on 162,312,678 pages of L’O-F advertising 
in 1957. It’s big-volume advertising that reaches through 


to your customers. 





L-O-F DISPLAYS 


also feature this label. Used in your 


store, the labels on these displays tic 


you in with this L‘O-F advertising. i 
displays Wi n d OW } 


L:-O-F Window | Glass 
counter cards, banners, decals—are 
be LIBBEY OWEN 


available from your L’O-F Glass Dis- 


tributor. 
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working, easiest selling 
label on your window glass? 





AND HERE IT IS ON THE PRODUCT 


so you can show your customers they’re getting a top-quality product. 
The nationally advertised L*O-F trade-mark is part of the L‘O-F Window 


Glass label. 


...and another reason to specify L-O-F 


when you order window glass. //’s easier to cut. 28 of the 30 dealers who 
took a “blindfold” test with three brands of glass said so. On your next 
order, specify L-O:F—for easier selling and easier cutting. Libbey‘Owens: 


Ford Glass Co., 608 Madison Ave., Toledo 3, Ohio. 


LIBBEY-OWENS-FORD 


a Great Name in Glaso 
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a new basic tool for 
profitable homebuilding 





PRINTING CALCULATOR 


A misplaced decimal in an estimate can often mean the difference 
between profit and loss...consequently a figuring machine that will 
render fast, reliable calculations has become as vital to the home- 
builder as any other tool he employs. The Remincron RANpD® Model 
99 Calculator That Prints is that sort of Calculator. Printed proof 
on easy to understand SimpLa-TAPE means that you can rely on 
figures as being accurate and rest assured that your estimates aren’t 
getting you in trouble. 

On the job from start to finish, the Calculator That Prints is 
equally valuable to the builder for computing payrolls, extension 
of bills, tax accounting and all the other figure work that goes with 
homebuilding. 

For illustrated case history that shows further how the Calculator 
That Prints is aiding the contractor, write for case history CH974. 
Room 1388, Remington Rand, 315 Fourth Avenue, New York 10. 


Remington. 


DIVISION OF SPERRY RAND CORPORATION 
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for her... 


Tk OPERATION HOME IMPROVEMENT? 


\ 


She'll Be All Yours With 


fs 


ren [sand 


Patrician Quality 


Show her our mellow paneling, for instance, with its 
range of attractive patterns in famous Arkansas Soft 


Pine; satinlike interior trim, too, with finishing and 





mouldings to match. And dollar-wise friend husband, 
who knows quality when he sees it, will “go” for 


Southern’s clean, bright, well-manufactured dimension, 





boards, sheathing and siding, all certified for grade 
and moisture content by SPIB Grade-Mark. * * * Then 
for the finishing touch, what both want most, in the 
attractive warmth and dignity of Southern Brand 
Oak floors, prefinished if they prefer or unfinished. * 
Ready now for prompt shipment on your mixed-car 
order which can include hardwood trim and 


mouldings. Say what! 


May we quote you on mixed cars? 
Just call Warren, Arkansas, 900. 





OUTHERN LUMBER COMPANY 


WARREN ARKANSAS 


A Division of Potlatch Forests, Inc. 








— 
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FLOOR PLAN shows locations of lofts. These are high enough to permit operation of 
fork trucks underneath. 


How new 


Warehouse Promotes Efficiency 


Here are the details of a streamlined 


warehouse operation in Connecticut. 
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The new 160’x66’ building mate- 
rials warehouse at the Diamond 
Match Company’s Glenbrook, Conn., 
retail yard was thoughtfully de- 
signed to afford efficient handling, 
storage and access. 

The structure, which cost about 
$6.50 per square foot, has cement- 
block walls, a hardened concrete 
floor, clear-span, laminated wood 
roof trusses and features several 
sound ideas that may apply to your 
warehouse. 


Doors and aisle: Each end of 
the warehouse has a centered, 20’- 
wide, 14’-high sectional overhead 
; door. The doors are high enough 
; : to allow the firm’s fork trucks to 
CEMENT BLOCK WAREHOUSE affords 10,500 square feet of efficient storage space. pick up a load in the warehouse, 
High (14'), wide (20') doors allow easy access for trucks and fork lift units. Note the raise it to truck-loading height and 
use of Ix8 V-joint pine on gable end to provide space for signs. drive out into the yard for loading 
when necessary. The doors are 
metal and electrically operated. 
The main aisle running through 
the center of the warehouse is 20’ 
wide. Trucks can enter one door, 
pick up materials en route and 
leave by the door in the other end. 
The center aisle is wide enough to 
allow trucks to pass one another 
easily. The warehouse floor was 
finished with a concrete hardening 
additive which resists cracking 
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INTERIOR VIEW shows 20'-wide center aisle which allows two trucks to pass 
easily. Clear-span rafters made floor area post-free. On-end storage racks 


are at left. 


GUTTER RACK outside is 12'x40'. Six bin sections are 5'-6" wide and 28" high. 


The storage building rests on 18 12x12" 


and chipping and helps eliminate 
troublesome concrete dust. 


Metal storage racks: Perfo- 
rated L-shaped metal units, similar 
to a child’s erector set, were used 
for construction of special storage 
racks. The 3”x2” metal units come 
in a variety of lengths and are held 
together with bolts. The units are 
as strong and versatile as wood 
members available for the same 
purpose; they also take up much 
less valuable floor and _ storage 
space 

The steel units were used as “A” 
frames for end-storage of molding, 
pine paneling, fir flooring and 
stepping and other long stock. No 
point of the roof trusses is lower 
than 17’-6”, so 16’ stock can be 
stored on end easily. The racks for 
on-end storage are 3’-6” deep at the 
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concrete piers. 


? 


bottom and taper to about 3’ deep 
at the top. 

There are four aisles between 
the on-end storage racks, and each 
aisle has a tall metal sliding door 
opening to the trackside of the 
warehouse. The doors are 3'6” wide 
and 16’ high to allow easy unload- 
ing from rail cars and storage in 
the “A” frames. 

The same metal units are used 
for racks for flat storage of ply- 
wood and hardboard. 

Lofts: The lofts used for air- 
rights storage of heavy and bulky 
materials are of beam construc- 
tion. They were built with a 10'4” 
clearance above the floor so fork 
trucks can easily work beneath 
them. 


Unloading area: The section of 
the warehouse at the unloading 


LADDER RACK, which solves storage problem, 
accessible from both sides. 





A-FRAMES for on-end storage of molding, pine 
paneling are made of L-shape channel steel. 


platform has been kept clear of 
storage racks and lofts. The idea 
is to provide a wide, clear floor 
space so cars and trucks can be 
unloaded quickly. Materials un- 
loaded are under cover imme- 
diately pending later placement. 

The concrete unloading platform 
is at box car height and the over- 
head door measures 10’x8’. The firm 
plans construction of a _ lean-to- 
type shelter outside on the back 
wall of the warehouse. This struc- 
ture will provide 2,000 square feet 
of covered storage for wood and 
asphalt shingles. 

Two fork lift trucks, one two- 
ton and one four, are used in the 
warehouse and yard. The open lum- 
ber storage yard, about 2', acres 
and rectangular in shape, is com- 
pletely black-topped. The yard area 
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LUMBER DEALER DOUBLES STORAGE 
CAPACITY, REDUCES INVENTORY, 
SPEEDS DELIVERIES WITH HYSTER® 
TRUCK AND END-LOADER 


Picking up load from stack, 


Transporting to truck. 


Call your Hyster Dealer 
today. He is listed in your 
telephone directory under 

“Trucks- 
Industrial” 


OAK HARBOR, OHIO—Gordon 
Lumber Company’s central dis- 
tribution yard now is storing and 
handling twice as much lumber 
because their Hyster Truck and 
End-Loader now permits end- 
piling of up to 18-foot lengths on 
both sides of a 20-foot aisle (as 
compared with using one side). 

Like many existing yards, Gor- 
don Lumber Company has stor- 
age sheds originally designed for 
end storage of lumber in bins (at 
right angles to driveway aisles). 
Their lumber shed is 100 feet 
long, 50 feet wide. 

The 6000-lb. capacity Hyster 
Pneumatic Tire Truck is equipped 
with a Side-Shift and End-Loader 
attachment. The Side-Shift per- 
mits load to be moved 4” to the 
right or left of normal position, 
thereby greatly minimizing ma- 
neuvering when placing loads 
squarely in position. The End- 
Loader attachment can be picked 
up by the truck as simply as a 
pallet (with only two hose con- 
nections to be made), and has 
rollers at its front end which can 
be rolled under a load of lumber 
when picking up from a pile. 

Company officials state 20,000 
board feet of lumber can be han- 
dled per hour to maintain an in- 
ventory of 250,000 board feet at 
peak periods, and that ‘Our 
Hyster Lift Truck with End 
Loader has definitely speeded up 
our operation with savings in re- 
duction of inventory at branches, 
speedup of turnover, savings in 
lumber cost, insurance, taxes and 
other items.” 

Your Hyster Dealer offers you 
a complete yard planning service 
(including a Yard-Planning Kit) 
to help you plan the most efficient 
handling system for your yard. 
Call him today. 


SEE THE MOTION PICTURE 
‘OPERATION PROFIT”’ 


Your Hyster dealer will make 
arrangements. 





Hyster Industrial Trucks Increase 
Profits for Lumbermen 








Portland 8, Oregon 
Danville, Illinois 


FLAT STORAGE RACKS for plywood and 
hardboard were made of the same steel 
channel. Units are as strong and versatile 
as available wood, and take up less space. 





EFFICIENT WAREHOUSE 


(begins on page 110) 





was pre-graded for proper drain- 
age. 

“We spent months planning the 
warehouse in an effort to get the 
most in materials handling effi- 
ciency,” says manager E. P. Wood- 
man, “and we are gratified by the 
results.” 





LLPEALER POINTERS, 


Scratch Pad 
Avoids "Scratches" 


At Midway Lumber Supply, Port- 
land, Ore., customers’ quick pencil 
calculations are kept off the face of 
expensive pine, cedar and redwood 
finish by having scratch pads handy 
throughout the warehouse. 

When a customer or warehouse- 
man wants to do some figuring he 
has a piece of paper handy and 
doesn’t deface the fine lumber car- 
ried by the firm. At Midway Lumber 
Supply, this is important for the 
warehouse serves as the firm’s show- 
room; customers are regularly in- 


1039 Myers Street 


Hyster N.Y. ......Nijmegen, The Netherlands vited into the light, dry warehouse 
FACTORIES: Portland, Oregon; Danville, Iilinois; Peoria, Illinois; to select their finish lumber person- 


Nijmegen, The Netherlands ally. 
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Down come delivery costs! 


Now a load of lumber is dumped in perfect condition at the job site in on. minute 
—and the truck is on its way. The 96¢ worth of Signode steel strapping that ties 
the 7-ton (5700-bd.-ft.) load makes this possible—and makes possible unit load- 
ing at the yard, simplified tallying and prevention of pilferage. Many other 
products—from millwork to brick—cost less to handle, store, ship and receive 
when unitized the Signode way with low-cost, high-strength steel strapping. For 
more information about money-saving strapping applications, see your Signode 
representative. No obligation. Just write: 


SIGNODE STEEL STRAPPING CO. 


2635 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-wide. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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STAUNCH BOOSTER for aluminum, pole-type poultry houses is 
H. M. Biggs, left, who purchased materials for three similar 


buildings from lumberman Jim Rowen. 


Dealer sells farmers on 


—Photos Courtesy Kaiser Aluminum. 


best sales tools. 


\ 


SALES AIDS occupy a prominent position on the walls of La 
Plata's showroom. Manager Jim Rowen, left, says free plans are 


Advantages of Aluminum Structures 


Missouri dealer promotes 
pole-type buildings by: 


Meetings with poultry 
owners 


Good financing plans 


3. Effective use of sales 
aids 


Helping solve a severe poultry 
housing shortage was the spring- 
board which plunged the LaPlata 
(Mo.) Lumber Co. into package sell- 
ing of pole-type structures to broiler 
raisers, cattle feeders and dairy- 
men in the area. 

Studying the possible market for 
aluminum roofing in the area two 
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years ago, Jim Rowen, manager of 
LaPlata, decided the best bet was 
to concentrate on a specific market. 
At the time, broiler raising was 
flourishing in the area and the bird 
population leaped from 10,000 in 
1946 to 100,000 in 1951. Many large 
operators faced with the problem 
of housing their growing flocks were 
likely targets for a well-planned 
aluminum roofing sales campaign. 


Kickoff meeting. To familiarize 
broiler raisers with aluminum-cov- 
ered pole-barn structures, Rowen 
scheduled a meeting of 25 local 
poultrymen and builders. An alumi- 
num jobber and manufacturers’ field 
men helped Rowen stress the many 
advantages of aluminum farm build- 
ings. 

It was pointed out that aluminum 
resists corrosion and is highly heat 
reflective. This latter point particu- 
larly impressed the poultrymen 


whose profits are sometimes wiped 
out by a rise of a few degrees in 
summer temperature. 

“Telling poultrymen that alumi- 
num roofing and siding will keep a 
broiler house 15 degrees cooler in 
summer really made them sit up and 
take notice,” Rowen says. 

“The convincer was a scale model 
of a pole-type broiler house,” Rowen 
adds. “This gave the poultrymen 
and builders an opportunity to see 
how simple this type construction 
is and how setting the poles in the 
earth eliminated the need for con- 
crete foundations. The fact that 
they could use Rowen’s own machin- 
ery to dig post holes and erect the 
poles also impressed the poultry- 
men. 


Meeting pays off. A few days 
after the meeting, Rowen sold his 
first aluminum, pole-type structure 

(continued on page 116) 
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INSTALLATION KIT 








HOLE SAW 
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STRIKE & LATCH 
MARKING TOOLS 


STANDARD & 5” BORING BIT 


BACKSET GUIDES | 





Complete, Compact Schlage Installation 

Kit Subtracts Labor Time, Adds Lock Prospects 
Here’s a real sales plus. This rugged steel 

Schlage “carry-all,”’ complete with tool clip-holders, 
permits the builder to handle all Schlage wood-door 
installations on an assembly-line basis . . . and don’t 
overlook the new lock customers you can uncover by 
reniing or loaning it to home-owners for 
modernization jobs or “do-it-yourself” projects. 


For complete information on Schlage lock instal- 
lations, send for Installation Tool Book +625 Z-3 


BUILDING PRODUCTS MERCHANDISER 


CONTINENTAL 


Quality-minded builders 


specify them because they know that today quality 
locks help sell homes. That’s why builders have made 
Schlage’s Tulip lock and Imperial escutcheon 
combination a phenomenally successful sales leader 
since its introduction only a year ago. 


Style-minded homeowners 


choose them because they want to make their entrances 
more individual ... and now with Schlage’s new Continental 
and Manhattan open-back escutcheons they can introduce 
a fashionable “Color Accent” to their doorway decor 


Budget-minded builders 
and homeowners install them because they 


welcome the modest cost of these distinctive Schlage 
lock designs. Schlage’s sure-fire combination of style, 
lasting quality and modest cost is your sales opportunity 


to lock the entire home... with Schlage! 


Send for New Lock Fashions Brochure +651 Z-3 
For colorfully illustrated applications of 

Schlage residential lock and escutcheon designs, write 
today for this handsome 4-color, 12-page brochure. 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO * NEW YORK * VANCOUVER, B.C. 


Address all correspondence to San Francisco 


Circle No. 41 on Coupon, page 178. 
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Biggs, a leading poultry- 
man in the region. Pleased with the 
cooler, well-ventilated structure, 
Biggs ordered two more. Biggs now 
has two 200x40-foot buildings and 
a 30x350 footer. The three build- 
ings house 33,000 broilers. 

“We sold Biggs $15,000 worth of 
materials for the broiler houses,’ 
Rowen says, “and the three struc- 
tures have proved to be good sales 
tools for us. We often take pros- 
pects out to see the buildings and 
Biggs’ enthusiasm for aluminum 
buildings is contagious. Now there 
are nearly a dozen similar aluminum 
broiler units built with materials 
bought from our yard.” 


to H. 


Selling tools. Throughout its 
consistent promotion campaign, La 
Plata has received substantial mer- 
chandising assistance from ‘the 
aluminum siding manvfacturer. 
Sales aids included an illustrated 
brochure with complete instructions 
for applying aluminum siding and 
roofing, a d.rect-mail piece sent to 
150 prospective customers and ad- 
vertising mats which the lumber 
company used effectively in 20 in- 
sertions. 


123456 


ALUMINUM BROILER HOUSE (30' x 350') impressed poultryman H. M. Biggs with its 
heat-reflective qualities. Biggs built-two more, which triggered sales of similar buildings 


to poultrymen in the area. 


“Our most effective salesmaker is 
two different sets of plans for farm 
buildings,” adds Rowen. “We put 
these detailed plans on the counter 
and let customers take them home 
to examine at their leisure. Keeping 
samples of aluminum siding on the 
counter also helps build sales. 

“Tt’s always easier to sell some- 
thing when you can put it in the 
customer’s hands,” Rowen adds. 
“When they can feel the weight of 
the aluminum roofing and realize 
less structural strength is required 
to support the roof, you’re on the 
wav to another sale.” 

The success of its compaign to ac- 
quaint poultrymen with aluminum- 
clad, pole-type buildings has en- 
couraged LaPlata to schedule a 
meeting for dairymen and meetings 
with other specialized farmers are 
now being planned. 

“We're completely 
idea of scheduling well-organized 
meetings to set the stage for alumi- 
num farm buildings,” Rowen says. 


sold on the 


Financing easier. The availabil- 
ity of FHA farm improvement fi- 


BUSINESS RECORDS BOOKS 


789012 
345678 


Eari A. Saliers 


MODERN PRACTICAL ACCOUNTING 


$4.00 


Your business will profit more with accurate records to aid in daily opera- 
tions. This book gives you and your staff a working knowledge of accounting 


to help you make practical managerial decisions. 365 pages, 155 illustrations. 


901234 
567890 
123456 
789012 
545678 
901234 


Vol. t 


Vol. tt 


116 


BOOKKEEPING FOR BUSINESS AND PERSONAL USE 
Raymond V. Cradit—twe volumes wh 

In readily understandable terms, these two , books anstete the purpose of 
various business and personal records, and how to keep them. 


$5.25 


. 2.50 


Concentrates on books and methods used to record daily buying and selling 
transactions. 326 pages, 153 illustrations. 


2.75 


Describes records and | amen that apply to the organizational set-up: 
partnership, corporation, incorporation; plus entries necessary to overall 
business analysis. 212 pages, 88 illustrations. 


Lassies inenesietn detain tiaiatitaliai atime 
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nancing for dairy buildings, Rowen 


believes, will be a great help in fu- 
ture sales of aluminum buildings. 

“We didn’t have financing avail- 
able during our broiler house cam- 
paign,” he says, “because the FHA 
didn’t make loans on this type build- 
ing. Now, with the help of local 
capital, we have arranged a fi- 
nancing program to help broiler 
raisers in their expansion plans.” 


Product builds good will. “Add- 
ing a quality line of aluminum roof- 
ing and siding has created extra 
prestige for us,” Rowen says. “Our 
efforts in helping poultrymen solve 
their housing problem has _ built 
good will for our company through- 
out this area.” 

Rowen says that aluminum roof- 
ing takes up little storage space. 
LaPlata’s normal stock of 50 


squares is stacked in a area only 
four feet wide and six feet 
in a corner of the yard. 


high 


“This little pile has gone a long 


way toward building good will for 


us,’ Rowen says. 


Mail This Coupon to 


AMERICAN LUMBERMAN, INC 
139 NO. CLARK ST., CHICAGO 2, ILL 


Enclosed is my check in the amount of $ forthe 


books | have checked below. 
O Modern Practical Accounting 
Bookkeeping for Business and Personal Use 
O Votume!t 
0D Volume ti 


Name 


Address 





City, State 











COMPARE 


this | 
weatherstripped 
AWNING WINDOW 


from 


ALN 








WARERITE AWNING WINDOW 


Some of its plus features are: 

@ Complete weatherstripping by premium vinyl 
locked in extruded channel, unexposed to 
weather 
Wide overlap of weathering members. Min. 
outside at jambs 5/16” 


— Easy-to-cl ilators h | height and 
QUALITY rend to-clean ventilators have equal height an 


y APPROVED Re Attractive heavy-duty operator with tilt-in crank 
inline a inca Solid aluminum %”’ power bar 
rege rats er ols ad me oct Min. frame depth 174’’, ventilators 1” 
Snap-on glazing bead available 
Engineered to save installation time and trouble 


low in cost—yer it 

meets the stringent A-A2 
specifications of the 
ALW.M.A.! 





MRE — MOE WENRON MARBrAC TORIES AsSoCuTION 





Learn how you can profit from this budget- 
priced Ware Window, and the entire Ware line 
—designed to meet all your window needs 
Write for the profit-building details, today. 


Dept. AL-3, Ware Laboratories, Inc. 
3700 NW 25th St., Miami 
Regional warehouses in Newark, Houston, 
Chicago and Atlanta 





DALY p 
@eane® 


et RPE wRtTE ReeB AC RN) AIC 





Econ-0-Ware WareRite and . 
Awning Ware Awning Projected Casements 


ALL WINDOWS CHEMICALLY CLEANED, ETCHED AND LACQUERED PER FHA REQUIREMENTS 


Jalousie Econ 0-Wall 
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ue 
SASH 

BALANCES 

_..the BACKBONE 


of good 


double- hung 
windows 





ARE USED 


EXCLUSIVELY 


IN 7, he 


TAKE-OUT WINDOW HARDWARE 


for the window with sales appeal , | 


a7.’ 


UNI/Jex 


... the ALL NEW 
WEATHERSTRIP 
and TRUE SASH 

BALANCE COMBINATION 





See your Lumber and Millwork 
Supply Dealer TODAY about 
these high-quality competitively 
priced window products. 


PLEASE SEND LITERATURE: 


UNIQUE [__] air-toc | _Juni-ruex 


BALANCES 
CHECK and CLIP TO YOUR LETTERHEAD 
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“Takes Guesswork Out 
of Color Selection" 


One of the nation’s most success- 
ful salesmen recently went to work 
for Super Kem-Tone wall paint and 
Kem-Glo enamel dealers throughout 
the country when Sherwin-Williams 
Co., Cleveland, Ohio, purchased a 
segment of the Arthur Godfrey 
Show. Broadcast over 72 TV sta- 
tions and 200 radio stations, the 
program is introducing the Super 
Kem-Tone Color Harmony Book to 
homemakers. 

Emphasizing the fact that the 
Color Harmony Book “takes the 
guesswork out of color selection,” 
Godfrey points out: “It presents the 
matching colors in Super Kem-Tone 
and Kem-Glo in full page swatches. 
Into each page a window has been 
cut. Through the window the home- 
maker can see at a glance har- 
monious go-together colors. that 
form the basis for a complete dec- 
orative scheme.” Godfrey invites 
viewers and listeners to “borrow a 
copy of the Color Harmony Book 
from your Super Kem-Tone dealer.” 

The invitation, reports  vice- 
president and director of sales 
Arthur H. Burt, is producing some 
amazing results; dealers are being 
deluged with requests for the loan 
of the book, which in turn result in 
consumer orders in almost every 
instance. Coupled with the Godfrey 
program is an extensive schedule of 
advertisements in national maga- 
zines. “This coordinated TV-radio- 
magazine advertising program,” 
Burt says, “is proving to be the 
most productive campaign our com- 
pany has ever run.” 


— 


ARTHUR H. BURT, left, vice-president 
and director of sales for the Sherwin-Wil- 
liams Co., and advertising manager C. F. 
Toll talk over the Super Kem-Tone Color 
Harmony Book with Arthur Godfrey as 
the latter gets set for another Wednesday 
morning TV and radio show. 


| ee he 
: ie | omy | 





IMPROVED WAREHOUSING helps O'Brien 
Corp. to give faster customer service. 
Speedrack shelves, produced by Storage 
Products Corp., Skokie, Ill., have been 
installed throughout O'Brien's new ware- 
house in Chicago; skids containing boxes 
of paint cans are easily positioned by an 
electric forklift truck. 


O'Brien Paint Tells 
Expansion Plans 


The O’Brien Corp. will increase 
its nationwide paint production 
capacity 25% through a_ half- 
million-dollar expansion of its South 
Bend, Ind., headquarters plant dur- 
ing 1957. President Jerome J. Crow- 
ley, Jr., reports the increase in pro- 
duction is needed to equal the 
projected sales of O’Brien’s growing 
number of independent dealers. 

The firm has just leased and put 
into operation a 180,000 cubic foot 
steel and concrete heated ware- 
house, which doubles its previous 
paint storage capacity in Chicago. 
The new warehouse space is all on 
the ground floor and is served by a 
truck loading dock located in a large 
off-the-street parking lot. 


Offers accounting system. A 
new simplified accounting system 
specially designed for any independ- 
ent paint and wallpaper dealer also 
is announced by O’Brien Corp. The 
new accounting system is available 
complete with books and _ instruc- 
tions to all paint and wallpaper deal- 
ers for the cost of its publication 
and may be purchased by writing 
the company at South Bend 21, Ind. 


Archer-Daniels-Midland 
Devises Paint Tester 


A do-it-yourself demonstrator to 
show the blister-resistance of house 
paints made with the firm’s vehicles 
is reported by Archer-Daniels-Mid- 
land Co., Minneapolis. It is a “blis- 

(continued on page 122) 
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Another 


Package 
of Profit 


STAIR STRINGERS 


Now you can sell packaged stair stringers 
for quick, easy installation of outside 
basement stairways. New Bilco formed 
steel stair stringers go into place fast to 
eliminate layout and forming time required 
for concrete steps. Stringers are cut to 
receive standard 2” x 10” wood tread. 
Conveniently packaged for easy handling 
and storage — available in three sizes to 
fit masonry opening for each standard size 
Bilco basement door. 


The finished stairway 
with a BILCO all steel 


basement door — the 
: RECOGNIZED BUILDING MATERIAL DEALERS 
sure sign of a well 


planned home. THE BILCO CO., DEPT. 719D, NEW HAVEN, CONN. 


Please send me complete information about 





BILCO Stair Stringers and Basement Doors. 


AMERICAS FINEST 
BASEMENT DOOR 





Bilco Basement Doors are packaged 
for convenient storage and handling. 
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TUBULAR ALUMINUM 


FRAME SCREENS 


COMPANIES ANNOUNCE 


Members of the Metal Ventilator Institute met in Chi- 
cago recently and elected the following officers for 1957: 
president, C. C. Leslie, Leslie Welding Co., Chicago; vice- 
president, N. J. Badten, Inland Steel Products Co., Mil- 
waukee; secretary-treasurer, N. H. Rudeen, N. H. Rudeen 
Co., Minneapolis. 


The American Ladder Institute announces a window dis- 
play contest and has named April, 1957, as National Ladder 
Month. This vear’s Ladder Month expands under the 
stimulation of the 1956 contest: $100 is again offered by 
the institute as a cash prize for the best ladder display 
in each of three areas, eastern, mid-central and western 
sections of the United States. Contest ends May 15. For 
more details, write American Ladder Institute, 666 Lake 
Shore Drive, Chicago. 


Robert A. Laws, formerly assistant chief engineer, has 
been named manager of sales engineering of the Baker- 
Raulang Co., Cleveland, Ohio. Laws came to Baker-Raulang 
after 15 years of active duty with the Marine Corps... . 
Effective Feb. 1, Andrew D. Hunter became sales manager 
of the Sheet and Coil Div., Quaker State Metals Co., Lan- 
caster, Penna., in line with the accelerated expansion plans 
of the company. He was formerly New York District Sales 
Manager for Aluminium, Ltd. 


Collins Greenwood 


Otis S. Mansell was elevated from president to chair- 
man of the board of The Celotex Corp., Chicago, and desig- 
nated to retain his office as the company’s chief executive 
at the annual meeting of the board of directors. Henry W. 
Collins, executive vice-president, was elected to succeed 


Here . . . point-by-point . are specific reasons why 
Columbia Tubular Aluminum FRAME SCREENS promise to 
become the biggest selling frame screens in America today: 


@ The morket is unlimited: These screens fit all types of win- 
dows ... wood or metal. 


The market is dynamic: Every new home, and approximately 
10% of all existing homes in your trading areas, will 
need new screens this year. That makes both builders 
and consumers prime prospects. 


The design is better: Heavy gauge aluminum, rugged rein- 
forcement and attention to detail are factors that insure 
these screens against warping, promise better appearance 
over the years. Installed from either inside or outside, 
“Quickie Brackets” make installation quick and sure, 
even for the homeowner. 


You can’t “run-out”: Marketed nationally, competitively 
priced, you will never “run out” of Columbia Frame 
Screens at just the wrong time. These screens are always 
immediately available—you're within overnight delivery 
service—from our assembly points at Richmond, Va., 
Atlanta, Ga., St. Louis, Mo., Los Angeles, Calif., Minetto, 
N. Y. 

A leading “Brand Name”: Columbia has a rocklike reputa- 
tion for integrity of product and sales, stands behind its 
products from warehouse to installation. 


For complete details on Columbia Frame Screens, consult your 


local distributor, or write to 


THE COLUMBIA MILLS, INC. 
Dept. 13F, Syracuse, New York 
Circle No. 43 on Coupon, page 178. 





Mansell as president. Also announced is the appointment 
of Marvin Greenwood as vice-president in charge of mer- 
chandising of The Celotex Corp. Greenwood has been vic- 
president and general sales manager of the firm and will 
continue in these capacities. In addition, he will be in 
charge of all sales and advertising functions. 


At a special meeting of the board of directors, Acme 
Steel Company, Chicago, announced a reorganization of 
its top management. Fred M. Gillies was elected chairman 
and chief executive officer and Guy T. Avery was elected 
president and chief administration officer. Carl J. Sharp, 
former chairman, continues as chairman of the executive 
committee. Acme Steel also reports the appointments of 
Bartlett Richards as vice-president and presidential assist- 
ant; Harry R. Sanow as vice-president of Riverdale Op- 
erations and Joseph H. Myers as general superintendent 
of the Riverdale plant. 


The Hallack & Howard Lumber Co., Denver, Colo., re- 
cently launched its 80th anniversary year with the re- 
election of U. R. Armstrong as president. Prior to coming 
to the home offices in Denver to serve as president last 
year, Armstrong had put in 41 years in the company’s 
mills in Idaho. Other officers elected include F. G. Coldren, 
vice-president; R. G. Downer, vice-president; H. F. Phelps, 
secretary and S. R. Trythall, treasurer. Also reelected to 
the board were Wm. A. Flogaus of Chicago and Charles 
W. Fischer, head of the special millwork division. 
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Albert E. Powell, a top authority on plywood farm struc- 
tures, has been named agricultural engineer for Douglas 
Fir Plywood Assn., Tacoma, Wash. The move will enable 
Powell to concentrate all his efforts on the development 
of a national agricultural market for fir plywood. He will 
make his headquarters in Ames, Iowa... . E. R. Stainback 
has been appointed dealer sales manager, Canadian-mid- 
east region of the U. S. Gypsum Co. He was formerly 
division sales manager for the company in its southern 
region. 


W. W. Gamble, president of the 
Yawkey-Bissell Hardwood Flooring 
Co., White Lake, Wis., was elected 
president of the Maple Flooring Manu- 
facturers Association at the group’s 
60th annual meeting, held in Chicago 
recently. Gamble succeeds D. S. De- 
Witt, Oconto, Wis. Also elected at 
the meeting were: S. A. Wells, Me- 
nominee, Mich., vice-president; S. D. 
Horner, Dollar Bay, Mich., treasurer; 
L. M. Clady, Chicago, secretary-man- 
ager. Gamble 


The Philip Carey Mfg. Co., Lockland, Ohio, has opened 
two new district offices; one in Memphis, the other in 
Des Moines. W. B. Ott is the Memphis district manager 
and E. D. Smith is the Des Moines district manager. 


Thomas McGrath, a veteran of 12 years’ experience in 
the wood industry at the age of 34, has joined the staff of 
the Hardwood Plywood Institute. McGrath will be in charge 
of a sales engineering service {fcr allied industry groups, 
a brand new function of the Institute’s trade promotion 
program, directed by Richard D. Behm. 


Walter G. Scrim, president of the Philippine Mahogany 
Association, Inc., announces that the offices of the associ- 
ation are being moved to new and larger quarters at 1017 
Fair Oaks, South Pasadena, Calif., after having been at 111 
W. 7th St., Los Angeles, for the past 28 years. 


Hugh Richmond, Hyster Co., has been appointed super- 
visor, sales engineering, eastern sales div. Robert M. 
James, Jr., has been named general sales manager, Fleet 
of America Sales Corp., Buffalo, N. Y., manufacturer of 
Fleetline aluminum double windows, sliding glass doors 
and jalousie windows and doors. 


Establishment of a sales and service branch in Chicago 
has been announced by Robert H. Davies, vice-president of 
the Industrial Truck Div., Clark Equipment Co. The 
branch will occupy facilities purchased from Clark’s for- 
mer distributor for the area, Modern Handling Equipment, 
Inc., at 625 N. Kedzie Ave. 
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Odds Without End in Maggee's Closet 


Capitalizing on the famous, cluttered closet 
popularized in the Fibber McGee and Molly 
radio skits, O’Connor’s Lumber Co., Westfield, 
Mass., has set aside a garage called “Maggee’s 
Closet” as a bargain shed. 

Located close to the main yard entrance, the 
garage attracts many handymen who make a 
beeline for the bargain department. Many of 
the materials in the garage are items which 
appeal to bargain-hunting homeowners—shorts, 
odd lots of windows and doors, molding and 
discontinued lines. All prices are marked down 
50%. 
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ALUMINUM 


TENSION SCREEN 


Year after year the Columbia-matic tension screen leads the 

nation in screen sales. The reasons are extremely obvious 

Nobody —but nobody—has the “brand-name” respect that 

the Columbia-matic enjoys . years of continuous promo- 
tion in leading trade and consumer publications have built 
the “brand-name.” And over 60 years of integrity of product 
and sales have built respect for the name Columbia. 

Columbia-matic volume sales are built on additional point- 

of-sales pluses: 

1. As a dealer for Columbia-matic Tension Screens, you 
are equipped to sell not only standard sizes out of stock, 
but can be equipped to cut special sizes from. stock, 
without delay. 

Your market is two-fold: builders like the time saving, 
money saving features of the Columbia-matic; consumers 
like its many time, money and labor saving features. 


You are no more than 48 hours’ delivery time from 
Columbia’s strategically located assembly points. 


YOUR PROFITS LIE HERE 


@ Low shipping costs. 
@ No out-of-store service. 
@ Strong dealer backing. 


@ As much as 60% mark-on of cost. 
@ Minimum inventory required. 
@ Easy warehousing. 


ACT RIGHT NOW 


For complete details on Columbia Frame Screens, consult your 
local distributor, or write to 


THE COLUMBIA MILLS, INC. 
Dept. 13T, Syracuse, New York 


Circle No. 41 on Coupon, page 178 



































Now... sell the damper especially 
designed for open-sided fireplaces 


HEATILATOR UNIVERSAL DAMPER 


masons aud builders the damper that makes open- 


ier to build 


. with a saving in time and labor. 


ngineered Heatilator Universal Damper is a com- 
| smoke dome designed to give efficient, smoke-free 


operatio! 


Its smooth metal surfaces speed smoke and gases into chimney flue 


CLL 


Positive damper control—damper is 


1 closed by simple chain- 
s easily adjusta- 

action— 

lades firmly 

position 
leaning 
ides of the 


back-up 
cop ot 


Designed for safety 


' ) ) t t4 


a 


gainst esCap- 


Wei nol nia 
ing SMOKE al as 


Extra-wide, reinforced flange — serves 
as lintel ta itl 


10ns 


| more evenly burning fires. 


supports masonry without sagging 
or bending. Downdraft shelf and 
chimney flue can be placed at any side 


of the damper as desired. 


All-welded, heavy steel construction 


—assures maximum strength and 


durability. Available in five sizes for 
fireplaces with two, three or more 


open sides. 


For complete information write: 
Heatilator Inc., a division of Vega 
Industries, Inc., 863 East Brighton 
Avenue, Syracuse 5, New York. 


HEATILATOR 


122 Cir 
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ter glass,” a miniature paint tester. 
The “blister glass” consists of a 
drinking glass, a wooden dise and a 
piece of plastic tape. One half of the 
top of the disc is painted with two 
coats of conventional house paint 
(Federal Specification TT-P-102A) 
and the other half with two coats of 
stain and blister resistant house 
paint using an Archer-Daniels- 
Midland vehicle. 

To set up the demonstrator, about 
an inch of water is poured into the 
glass. Then the wooden disc is 
placed paint side up over the open 
end of the glass and taped tightly 
to it around the edges. The glass is 
then placed on a radiator or other 
source of mild heat. 

“Within a short time the side of 
the disc with the conventional paint 
will be blistered, while the half with 
Archer-Daniels-Midland stain and 
blister resistant formulation re- 
mains unchanged,” explains W. G. 
Andrews, manager of the firm’s 
resin and plastics div. “The amount 
of heat in the radiator will affect 
the speed with which blisters de- 
velop,” he adds. 


Superkleen Salesmen 
Follow 11-Point Creed 


A new sales title (P.B.M.C.) and 
a new definition of the ideal rela- 
tionship of a factory representative 
to his customers have been devel- 
oped by Superkleen Brush Div., 
Devoe & Raynolds Co., Inc., Prince- 
ton, Ind. The title, P.B.M.C., means 
“Paint Brush Merchandising Coun- 
selor” and has been bestowed upon 
all Superkleen sales representatives 
who subscribe to a broad 11-point 
P.B.M.C. creed. 

The P.B.M.C. title and the creed 
were originated by sales manager 
Gordon E. Riley to define sharply 
what customers have a right to ex- 
pect in the way of services from 
their Superkleen representatives 
and to point up the wide knowledge 
of salesmanship and merchandising 
required of the Superkleen sales 
force. 

The P.B.M.C. program was intro- 
duced at the brush division’s na- 
tional sales meeting early in Jan- 
uary. Personalized mailings explain- 
ing the P.B.M.C. rating have been 
distributed to all Superkleen dealers 
and prospects with the explanation 
that it is part of Superkleen’s year- 
round dealer cooperation program, 
which includes a wide range of 
point-of-purchase materials, self 
merchandisers, sales training man- 
uals, consumer literature and a reg- 
ular merchandising news bulletin. 
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Bolta-Top is quickly and easily applied using conventional methods and materials 


Low-cost counter top 
quickly sells to do-it-yourself trade 


See how the flexibility of Bolta-Top allows it 
to be formed around sharp corners. You can 
have an unbroken surface with no chance of 
leakage or pulling up. 


One unbroken piece goes on quicker and looks 
better ...no need for cove molding to hold it 
in place and cause extra expense. 
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flexible plastic laminate with Mylar” 


Here’s the low-cost counter top material that is quick and easy to in- 
stall ... comes in patterns and colors that sell... and is tough, long- 
wearing and stain resistant. And all these powerful selling points are 
right on the display rack—out where the customer can see them. Dis- 
play racks and other sales promotion material are yours for the asking. 
Bolta-Top is ideal for tables, desks, bathroom or any surface that 
needs a beautiful, utilitarian finish. 
THE GENERAL TIRE & RUBBER COMPANY 


BOLTA PRODUCTS DIVISION * LAWRENCE, MASS. 


a MYLAR — DuPont's Reg. T. M. 
for its super-strength 


polyester film. GENERAL , F 


PLASTICS iz 


THE GENERAL TIRE & RUBBER COMPANY 
Bolta Products Division 
Lawrence, Mass. 


Please send me complete information on Bolta-Top counter-top material. 
Name____ 

Address 
ae 
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Building site or yard... 
Here's a truck built to work both places 


This 4000-lb capacity, pneumatic-tired Clarklift Y-40, 
works just as well at the building site as it does in your 
yard. The condition of the working area is unimportant, 
for the all-new Clarklift Y-40 is built for rugged working 


conditions. Take the building site for example. Dual, 
wide-profile drive tires, plus the same size rear tires, 
enables the Clarklift Y-40 to maneuver over the roughest 
terrain or the thickest mud with minimum loss of traction 
or stability. Put the same truck in your yard and you’ll 
find that the standard Clarklift Y-40 with power shift 
transmission, power steering and finger-tip controls, will 
outperform any comparable truck in maneuverability, 
driving ease and speed of operation. Why not test it in 
your own yard. For a demonstration, just call your 
local Clark dealer or write us direct. 
Your local Clark dealer is listed in the Yellow Pages. 


CLA +] 4 Industrial Truck Division 


CLARK EQUIPMENT COMPANY 
EQUIPMENT BATTLE CREEK 40, MICHIGAN 
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ORANGEBURG 


Root-Proof Pipe 


makes ideal 
downspout run-offs 


‘ORANGEBURG 


De 


33,000,000 Single Family Houses In U.S.A.! 


A big percentage of them have no downspout run-off lines. Many 
builders, plumbers, home owners, farmers—your best customers— 
will be in the market this season for Orangeburg Root-Proof Pipe 
which makes the modern and practical drainline to carry roof water 
away. Be sure to carry genuine Orangeburg to meet this demand! 

Vives TN ae Other uses: Orangeburg Root-Proof Pipe is for 





age wie Ne 


muh Ty R : , 

ttt Wi, ‘ins, sewer lines from the house to street main or septic 
wh tly 

As. tank...for storm drains...and other non-pressure 


underground outside lines. Made in 2”, 


A Best Seller Across the Nation 


Over 250,000,000 feet of Orangeburg pipe are in service today. 
Downspout run-off lines are one of its popular uses. 

Orangeburg’s lightweight 8-foot lengths save installation 
costs. Taperweld Joints seal root-proof with a few hammer 
taps...no cement, no compounds. Orangeburg is strong and 
tough. Lines 50 years old, going strong today, are proof of 
its durability. 

Orangeburg also comes Perforated in 4” size for foundation 
drains, septic tank filter fields... all wet spot drainage. 

Orangeburg’s national advertising in Life, Better Homes 
and Gardens, American Home, Farm Journal and other maga- 
zines has made the Orangeburg brand name the best known 
trade mark on pipe and fittings. 

Get genuine Orangeburg. Look for the Orangeburg brand 
name on pipe and fittings. For more facts write Dept. AL-37. 





ORANGEBURG MANUFACTURING CO.,INC. = Orangeburg, N. Y., Newark, Calif. 


3”, 4”, 5” and 6” sizes. 


ee 


or write for copy 


ORANGEBURG 


FITTINGS 


Ft 2 


ly Bend 


Exclusive Orangeburg 
Fittings featuring Taper- 
weld Joints simplify the 
installation, 
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NORTHERN | “” Milwaukee 
HARDWOODS — 4 a, 


Ms 


Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 


to serve you with well-manufactured, accurately graded lumber and lumber products of 
these quality hardwoods. Consult the firms on this page for your requirements in Northern 


Woods. 


*“7J, W. Wells Lumber Co. . . . . . Menominee, Mich. *Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 


Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. Roddis Lumber & Veneer Co. of Mich.............. Ironwood, Mich. 
. & Veneer Co., Ltd.......Sault Ste. Marie, Ontario, Can. 


Custom kiln drying. Upper grades Hard Maple and Birch lumber, Roddis Lbr 
rough. Complete stock N. Hdwds., Hemlock, W. Pine, Cedar Prod., Maple, 
Birch, Flg. Hdwd. Ven‘r’d Doors. Plywd. Modern Dry Kiln facilities. 


*Copeland Lumber Co Chicago, III 
' ‘ ' ' ' ' ' ’ ' t ‘ “Vi ens Sales * 
RE NE eT Kimberly-Clark of Michigan, Inc. . . SacS Neenah, Wis, 
Sales Office — CHICAGO — 228 N. La Salle St. Mills at Marenisco, Mich. 
Hardwoods. Northern Hardwoods, White Pine. 
Planing Mills and Dry Kilns. Modern Dry Kilns. Expert Millwork. 


Do Subsidi f 
Goodman Lumber Company . . « + catmet & Hexla, Inc. 
- - OA ee cet be a 
*+t | H ills at: Goodman, Wisconsin an ohawk, Michigan 
Holt Hardwood Co, eo Ov We) er Oconto, Wis. Northern Hardwoods, Hemlock, White Pine and Basswood 
Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Herring- satiate gg wg ~~ 
bone, Parquetry types; all types Heavy Duty Flooring. 


+tMember Maple Flooring Mfrs. Assn. ‘Member Northern Hemlock & Hardwood Mfrs. Assn. 


— me ieeeeat 
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best looking, best locking, 
quickest to install 


IN LOW-COST RESIDENTIAL FIELD 


LOCKWOOD 


‘Re SERIES 


New Lockwood ‘R’ Series 
in Starfire Design — 5 pin 
tumbler cylinder, all steel 
mechanism, all functions. 


Home builders are looking for extra 

sales appeal for their houses this year 

as never before. And they have learned 

this sales appeal begins right at the 

front door. That’s why more and more 

, of your builder customers are looking 

No. 572 decorative trim A for smart looking, smooth performing, 

nla seta easy-to-install Lockwood ‘R’ Series 
locksets. Are you well stocked? 


LOCKWOOD HARDWARE MANUFACTURING CO. 
Fitchburg, Mass. 
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NEW $350,000 WAREHOUSE and factory building of the D'Arcy Co. guarantees efficient, 


speedy service on wood and aluminum millwork. 


A New England Wholesaler Helps Dealers. 


Capture Combination Window-Door Profits 


Here’s how the D’Arcy Co., Dover, N. H., aids dealers with special promotional mate- 


rial, on-the-spot sales training and modern facilities. 








Facts About the D'Arcy Company 


Employs 150, including 10 outside salesmen. 
Volume—$2!/2-$3!/, million annually. 


Manufactures and distributes wood and aluminum 
window units; window and door frames, attic venti- 
lators and ironing boards. Distributor for half a 
dozen manufacturers of wooden and metal millwork. 


Founded in late 1800's by M. F. D'Arcy, grand- 
father of present officers, who are: president, 
George D'Arcy, director of purchasing and manu- 
facturing; treasurer, Donald F. D'Arcy, director of 
sales and sales promotion. 


Headquarters—Dover, N. H.; affiliated ware- 
houses in Somerville, Mass., and Providence, R. I. 











New England lumberyard customers of the D’Arcy 
Co., Dover, N. H. distributor, are capturing their share 
of the combination aluminum door and window busi- 
ness as the result of this firm’s three-point program: 


1. Promotional aids. The company furnishes its 
700—800 dealer customers with promotional material, 
including advertising mats. These are intended to en- 
courage the public to take advantage of the established 
lumberyard and its “local responsibility” when buying 
combination aluminum windows and doors. 


2. Sales training. Dealer helps also include special 
station wagon display units for wood and aluminum 
millwork staffed with personnel, who train dealer sales- 
men and participate in live advertising programs. 


3. Adequate physical facilities. In addition to 
adequate supply and service on millwork products, the 
company has just moved into its new $350,000 ware- 
house-factory building. 


“We went into distribution of aluminum millwork 
two years ago,” explains Donald F. D’Arcy, treasurer, 
“because we felt it was our function as a millwork 
manufacturer and distributor to help establish the alu- 
minum combination door and window business where 
it belongs—with the legitimate retail lumberyards.” 


The New Hampshire firm spends 1%-2% of its an- 
nual gross to help promote both wood and metal mill- 
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A MAIN GOAL of vice-president Don 
D'Arcy is to help put the combination 
aluminum window and door business where 
it rightfully belongs—with lumber dealers. 


RAPID DELIVERY makes it unnecessary for dealers to maintain 
big millwork inventories. As this semi-trailer is being loaded, 
tractor and another trailer unit is delivering. 


work products at dealer and consumer levels. All of the 
promotional material dealing with aluminum millwork 
urges the public to deal with local lumberyards. 

The company furnishes dealers with advertising 
mats and literature for use in newspapers and direct 
mail. All of the material prepared by the D’Arcy Co. 
is furnished to dealers free. The company also supplies 
dealers with banners, streamers, displays and other 
in-store promotional material. 

“We often share up to 50% of the cost of advertising, 
depending on sales, when dealers conduct their own 
campaigns,” says Don. “We've also shared costs with 
dealers like Diamond Match in putting on special tele- 
vision programs.” 


Sales training help. D’Arcy operates two station 
wagons which are equipped with racks for displaying 
full-size window units. One station wagon carries wood 
windows and one aluminum windows. The trucks oper- 
ate all over New England to demonstrate the products 
to dealers and their customers. 

The units are also used at dealers’ showrooms for 
sales training, at special events like shows and open- 
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STATION WAGON DISPLAY truck contains racks for demonstrating wooden and 


aluminum windows. Jim Jennings helps dealers sell their customers. 


PERPETUAL INVENTORY system gives finger-tip information for 


dealer inquiries. 


ings and for on-site demonstrations for the builder- 
customers of dealers. 

“The men in charge of the mobile display units, Jim 
Jennings and Stan Kellogg, do not solicit orders (but, 
they don’t refuse them),” says Don. “Their job is to 
demonstrate the products in an effort to help dealers’ 
salesmen do a better selling job. In an average week, 
the men visit about 35 dealers.” 


Modern facilities. “Our new building was built to 
make it unnecessary for our dealer-customers to carry 
a large inventory,” says Don. “Adequate storage and 
rapid delivery, now makes capital available to dealers 
that was previously tied up in window and door inven- 
tors Be 

The firm’s new 50,000 square-foot building is 
equipped with the latest facilities for assembly, glazing, 
storage and shipping of windows and doors. The con- 
erete structure was designed for transfer, storage and 
oading of millwork with fork lift trucks. 

The firm and its affiliates currently maintain a fleet 
of six trucks and three semi-tractors for scheduled 


(continued on page 173 ) 
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RETAIL 

B ($1.00 more 
West of 
Rockies) 


. standing or laid flat, the 
new VERSA-VISE turns to any 
convenient work position 
and locks there simply by 
tightening the jaws! 


turns 360° 


EVERYONE’S A CUSTOMER! LOOK AT 
JUST A FEW OF THE USES FOR VERSA-VISE 


locks in 
position! 


PUT VERSA-VISE 


ON DISPLAY. SEND 
THE COUPON NOW! 


FREE SALES HELPS! 


Tag folders, cash register cards, window 
streamers, shelf strips, door stickers and tent 
cards, newspaper mats! 
THE WILL-BURT CO., 
P.O. Box 531, Orrville, Ohio NAME 
Send dealer plan on new COMPANY 
VERSA-VISE and accessories 
} Enter my order for 
VERSA-VISE(s) at std. discount 
}] Check M.O. Enclosed. CITY 


ADDRESS 


STATE 


ZONE 
47 on Coupon, page © 178. 
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Better Building Begins 
KANT.SAG 


SUPPORTS 


Greatest 
advancement 

in structural 
Supports in 

the past 50 years! 


with 








@ One size does the job on 6”, 
8”, 10” and 12” joists 

@ Available in all widths 

@ Pay for themselves many 
times over in labor savings 

@ Support 4-ton load at point of 
contact 

@ Perfect fit without notching or 
shimming 

@ Drilled both ways for nails or bolts 

@ Serve as Tie-in plus support of 

structure 

















FLUSH CEILINGS 


oie Li 
LOWERED CEILINGS ADD-ON PROJECTS FRAMED CHIMNEYS 


The SAG is Gone for Good 
with KANT.SAG 


SHELF and POLE 
BRACKETS 


@ Ends sagging poles and 
shelves 

@ Sturdy black wrought iron 
—enhances the appear- 
ance of any closet 

@ Accommodates standard 
shelves and 1%” poles 

@ Save $$ installation time 

@ Ideal for center support 
for long poles 


Write for Complete Information 


orton STEEL PRODUCTS CO. 
104 W. 86th St. . Minneapolis 20, Minn. 
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A—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D— They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


Sales-minded 


lumber dealers 





make more money 


selling 


AMF De Walt 


They demonstrate how 
De Walt does everything... 
easier, faster, better 





Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among hundreds of lumber dealers who profit by selling AMF De Walt Home Power Shops are: 


G. J. Apel Lumber Co., Sandusky, Ohio 

Banner Lumber Co., Billings, Montana 

Cadillac Hardware & Lumber Co., Livonia, Mich. 
Central Hardware Co., St. Louis, Missouri 
Findorff Lumber & Supply, Madison, Wisc. 

L. Grossman Son, Inc., Quincy, Mass. 
Gettysburg Building Supply Co., Gettysburg, Pa. 
Ladd Lumber & Mercantile Co., Pueblo, Colo. 


Product 


De Want 


POWER TOOLS 


Another 
Rcceeeennnenentneeenea 


Lancaster, Pa. 
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DeWALT Inc. 


Northbrook Lumber Co., Northbrook, III. 
Pinellas Lumber Co., St. Petersburg, Fla. 

South Side Lumber Co., Logansport, Ind. 
Cavalier Lumber & Supply Co., Norfolk, Virginia 
Veenstra Lumber Co., Racine-Kenosha, Wisc. 
Whelan Lumber Co., Inc., Topeka, Kansas 

White Sash & Door Co., Massapequa, L. I., N. Y 
Wood Lumber Co., Birmingham, Alabama 
Woodbridge Lumber Supply, Woodbridge, Conn. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 
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THE LUMBER MARKET 


Stalemate in Buying 
May Be Breaking 


SEATTLE—tThere is some indi- 
cation the long stalemate in buying 
may be breaking and that March 
will show a fair movement of lum- 
ber. During the past fortnight, 
green fir dimension firmed about a 
dollar only to slip back the second 
week. Some items on the cedar lists 
show improvement. Most prices 
are about the same and are soft. 
Mills have three-week order files. 
Some mills have remained down 
since the Christmas holidays, par- 
ticularly small operations in Ore- 
gon. The weather has run the 
gamut from heavy rains to freezing 
and snow causing many road 
closures. 

Hemlock, following the fir pat- 
tern, is soft. The shingle market 
continues quiet and unchanged ex- 
cept for No. 2s, which are scarce. 
No. 2 XXXXX move at $6. In the 
siding market, 15” x 6” clear bev- 
eled siding has advanced $5 and 
10” clear bungalow siding *4” has 
advanced about $10 in clear, A and 
B grades. Scarce items are in most 
demand. Pines are soft and low 
grades are hard to sell. There is 
very little sale of spruce. 

A new movement of Canadian 
timber is of much significance to 
Seattle. The first barge load of 
timber has arrived marking the in- 
ception of a water link between the 
Pacific Great Eastern railway at 
Squamish, B. C., and the Milwaukee 
road’s line out of Seattle. In effect, 
that link will allow the Milwaukee 
road to share in shipping timber 
from interior British Columbia to 
consignees in mid-western and east- 
ern United States. 


Demand Increases; 
Prices Generally Firm 


KANSAS CITY—A bit of opti- 
mism prevailed in the southwestern 
lumber market in recent days as 
inquiries picked up noticeably and 
a better demand for yellow pine 
was in evidence. Production re- 
mained at a low ebb on account of 
the rains in the producing regions 
and mills found it difficult to get 
into the forests to log. 

Price lists generally were firm, 
although some mills shaded prices 
a little on quantity sales. Demand 
for No. 2 boards, 1 x 6 and 1 x 8 
was exceptionally good in the last 
week or so and the supply of kiln- 
dried stock was fairly well depleted. 
Air-dried lumber is not moving too 
well because retailers are skeptical 
in buying such lumber during the 
rainy season. 
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Mills reported a good movement 
of 1 x 8 kiln-dried boards at $85. 
Prices for air-dried generally were 
around $80. The demand seemed 
to be centered in Texas, Ohio, Illi- 
nois and Missouri, mills said. 

No. 2 flooring, 1 x 4s, met a good 
reception at prices ranging from 
$70 to $75, with the bulk of the 
sales on the high end. Finish lum- 
ber still was a drag on the market 
and little if any interest was shown 
for this grade. Dimension stocks 
found an improved outlet, with 
2 x &s in 10-16’ lengths air-dried 
going at $85 without much diffi- 
culty. 

Mills were not operating full time 
and no surplus inventory is re- 
ported. Retailers are not buying 
ahead. For the most part, stocks 
are low at retail yards and deliv- 
eries can be obtained in a day or 
two after ordering. For that rea- 
son there is no incentive to carry 
large stocks. Also, a larger per- 
centage than usual of lumber going 
directly to the job from the mill 
is noted. 


Market Is Stronger; 
Outlook Improves 


TACOMA — Bad weather and a 
softening of the lumber market 
have affected the industry adversely 
during the past fortnight. W. C. 
Harrington, manager of the local 
office of the State Employment 
Security department, said the un- 
favorable weather had curtailed 
logging, construction and mill em- 
ployment. He added, however, that 
the lumber market already is show- 
ing some strengthening indications 
and that the construction outlook 
appears to be good. The annual 
report of the Weyerhaeuser Timber 
Co., issued here this week, pre- 
dicted that 1957 may see a further 
decline in residential construction 
and a temporary period of over- 
expansion in the pulp and paper in- 
dustry. The report added, however, 
that added production capacity is 
expected to favorably affect com- 
pany sales in 1957. 

Contracts for $262,226.62 in 
lumber have been awarded to three 
Tacoma firms by the lumber branch 
of the Army Corps of Engineers. 
They call for providing 4,573,000’ 
of lumber for export to Army proj- 
ects in the Pacific and Far East. 
The Rusdick Lumber Co. received 
two contracts, one calling for 490,- 
000’ for $32,578 and another for 
1,335,000’ at $86,432.55. Weyer- 
haeuser also received two contracts, 
one for 1,400,000’ at $82,905 and 
another for 953,000’ at $36,575.47. 
B & N Lumber Sales received a 


contract for 395,000’ at $23,735.50. 

The Leybold-Smith Shingle Co. 
has forwarded a shipment of 2,000 
bundles or about 250,000 red cedar 
shingles to Raplod & Ott in Ba- 
varia. The shipment is unusual 
since Bavarian shingles are made 
from larch and spruce. 


Governmental Demand 
for Lumber Grows 


BALTIMORE — Demands for 
both hard and soft woods have been 
on the quieteside for the past few 
weeks due to very bad weather 
throughout this area, which has 
slowed down construction and many 
other outdoor activities. Inclement 
weather also is holding down ship- 
ments of lumber into this area, and 
dealers here predict that it will take 
at least three to four weeks even 
after the weather improves before 
any steady flow of shipments start 
to arrive here. Transit loads also 
are very slow. 

There is a brighter side to this 
picture, however, and that comes 
from a rapidly increasing govern- 
mental demand for lumber in this 
area. Many orders have been placed 
here for lumber to be used in the 
conversion of ships for carrying 
fully loaded trailers overseas and 
there is also a fairly heavy demand 
for staging lumber. The construc- 
tion of the Baltimore harbor tun- 
nel, which will cost an estimated 
$60 million, is also expected to re- 
quire a good bit of lumber. 

Pricewise, both pine and fir con- 
tinue to hold their own fairly well 
and as one dealer remarked, “You 
can’t raise your prices if you don’t 
have the lumber.” Dimensional 
lumber in the Construction grades 
is currently quoted at around $103 
to $104 per M. Transit car prices, 
however, are down about $2 to $3 
per M. 

Hardwoods are holding their own 
in this area, and prices are tending 
to become firmer. The market is 
fairly slow, however. Pricewise, 
walnut in the 4/4 FAS brings 
around $435 per M; cherry contin- 
ues scarce as does mahogany and 
hardwood flooring in the cheaper 
grades is fairly weak. 

The new manufacturers’ inven- 
tory tax, which would put a flat rate 
of $2.88 per hundred dollars on 
equipment and inventories, is being 
attacked savagely by Baltimore 
lumber dealers, although the first 
court battle over this tax has been 
lost. An appeal will be made, how- 
ever. 

In both the hard and soft wood 
categories, dealers are eyeing the 
record budget emerging from 
Washington, prophesying that when 
the impact of this new money be- 
gins to be felt prices will strengthen 
all along the line. 
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5 = | | NEVER-STAIN 
= 


ALUMINUM ALLOY 
Nails 


FOR QUICK EASY PROFITS 
AND GOOD REPEAT BUSINESS 


RUSTPROOF 


eae Will never streak or stain 


ETCHED FINISH — for great holding 


- é ‘ . ae i 
power 
i} EASY TO DRIVE — made of strong 
i aluminum alloy —no coating to 


aIssures Kes 


1] EASY TO STOCK — QUICK 
i IDENTIFICATION — Compact, 
PRODUCT PERFECTION i] requiring a minimum of space 
NATIONALLY ADVERTISED 
Every piece of Ponderosa Pine lumber bearing the 
Southwest trademark passes under the critical eyes 
of graders and inspectors — not once, but many 
times — before being shipped to market. You get 
the grade you ask for . . . and the difference is 
immediately apparent when you see clean, bright, 
premium-quality Southwest lumber stacked along 
with others. 
Made from virgin Ponderosa timber; milled with 


exacting precision; carefully kiln-dried; end-waxed Packaged in convenient unit-coverage 
pull string containers and in 50 pound 


for protection . . . it’s understandable why . . . 
cartons. 





Available in a wide range of types 
and sizes, each designed to give per- 


customers look for manent rustproof protection. 


and ... ALUMINUM 
the lumber end-stamped Building Corners 


with the “INDIAN SIGN"! / Modern "Straightline" design eliminates 


"ginger-bread" effect of old style cor- 


_ ners. RUSTPROOF — will never stain or 
ee, streak. Available in a 
Tea 


wide range of sizes. 


“= enna ll \ 
ra —_— vs 100 corners to a pack- 
) j oUW hw eS ¢ ing /y age — convenient — 
jj y wy Py _] eo es ners fi no waste—no damage. 














LUMBER MILLS. INC. 
General Offices: P. 0. Box 908 Phoenix, Arizona 
Mills at: Flagstaff - McNary 
6000 cars shipped yearly .. . and delivered when promised! 


SIDING e SHEATHING e SUB-FLOORING 
ROOF DECKING e PANELING e INTERIOR FINISH 








Circle No. 51 on Coupon, page 178. Circle No. 50 on Coupon, page 178. 
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FOR 
EASY SALES 


AND 


QUICK PROFIT 


DISPLAY... 





HEE 


the complete line of 
TURNBUCKLES 
packaged 
Bright Wire Goods 


Ask your distributor or write to 


Turnbuckles 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another" 
Circle No. 133 on Coupon, page 178. 
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Tay T-i4-8-7-Wires = 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made aporoximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
\x4 170.00 


Flat Grain Flooring 
\x4 Eoeemeps 135.00 
xé 55.00 


Drop Siding 
Ix6 (Pat. £106 
Ix6 (Pat. II 

Ceiling 
5x4 


Ix4 


Boards and Shiplap and 2" (Green) 
x6 1x8 
Construction .....59.00 59.00 
Standard .........53.00 51.00 
Utility 46.00 48.00 
Construction Dimension 
12° 14° 
72.00 72.00 
75.00 74.00 
76.00 76.00 
72.00 72.00 
Standard Dimension 
2x 4 66.00 66.00 
2x 6 65.00 68.00 
2x 8 69.00 68.00 
2x10 70.00 71.00 
2x12 66.00 66.00 


Utility Dimension r/I only 


(Add $8.00-$10.00 for dry lumber.) 





RED CEDAR SHINGLES 

Royals 

No. | 24"' 4/2 

No. 2 24" 

No. 3 _ 
Perfections 

No. | 

No. 2 

No. 3 
XXXXX 

No. | 


No. 3 





WESTERN RED CEDAR 
Prices for red cedar siding in mixed cars, new 
bundling 5° to 18" are: 
Beveled Siding, '/2 inch 


Yo by 4 inch........ 
2 by § inch 
> by inch.. 

Yq by 8 inch.........- 
Clear Bungalow Siding, % Inch. 
Finish, B and Btr. S2 or 4S, 

6' to 16’ or rough 


Ceiling or Flooring, B and Btr. 
3' to 16' or longer 
Cc 
125.00 
145.00 
Discount on mouldings 6' to 20' odd lengths 
Series 8,000— 
Listing under 2.00—list plus 35 per cent 
Listing 2.00 and over—list plus 40 per cent 
Clear Lattice 7% x 1%"'—5' to I8' 
100 lin. ft ‘ 


WESTERN PINES 


Ponderosa Pine 


Shop, $25: * 


S/4 ... 
6/4... 


Commons, $2 or 4S 


8 RL 

2 RL 
Idaho White Pine 
Selects $2 or 4S 


Sugar Pine 
Selects $2 or 4S 


5/4 RW 


and 

4/4 RW 6/4 RW B/4 Pw 
5. 280.00 
240.00 


No. | 
142.00 
144.00 





OAK FLOORING 


Clear Plain 
H4x2'/, 
White 70.00 
Red 70.00 
Sel Plain 
Wh 
Red 
#1! Com. 
White 
x2 Com. 
Plain White & Ff 
| Com. & Btr. 
Shorts 


4 


Yarxt'y> 
55.00 





SOUTHERN PINE 


Vertical Grain Flooring 


4 


Flat Grain Flooring 
x4 
xb 


Drop Siding 
x6 £106 
Ix6 F116 


Boards & Shiplap 


No. | (D grade) 12 
ee ae 
No. 3 


No. | Dimension (Dense) 
12' 14’ 
100.00 100.00 
103.00 
96.00 
108.00 
112.00 


nNoO- 


Dimension 
94.00 96.00 
88.00 90.00 
83.00 85.00 
88.00 91.00 
88.00 86.00 
. 3 Dimension’ R/L Only 


z 


z 
MMNNNOD POrIrIINO FA 
n 


-~—Or 
no 


18, 1957, AMERICAN 


B&Btr. 
200.00 


v ° 


113.00 
105.00 
105.00 
109.00 
120.00 
78.00 
65.00 
67.00 


ssosttie 
.. 69.00 


LUMBERMAN AND 





REDWOOD 


Bevel Siding 

. Clear All Heart 
. Clear All Heart.. 
Clear All Heart 
Clear All Heart 
Clear All Heart.. 
Clear All Heart.. 
Clear All Heart. 
Clear All Heart... 
Clear All Heart.... 
. Clear All Heart... 

Note: A grade V.G. indweed Siding $5.00 less 

for '/2, ¥% and % in above sizes 


Finish 


<<<<<<<<<: 
PDONOODO 


Ix 4 Clear Heart S4S.... 
Ix 6 Clear Heart S4S.... 
Ix 8 Clear Heart S4S.. 
1x!0 Clear Heart S4S 
Ix!2 Clear Heart S4S 


WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr 


Ix4 145.0 


Flat Grain Flooring 
x4 eee . 
1x6 


Drop Siding 
1x6 (Pat. #106) 
1x6 (Pat. #116) 
Ceiling 
a ae 105.00 
i ee deems 115.00 


boards and Shiptap and 2" (Dry) 
Construction 

Standard 

Utility 


Construction Dimension 
14° 16° 
76.00 76.00 
76.00 76.00 
76.00 76.00 
80.00 76.00 
76.00 76.00 


71.00 71.00 
71.00 71.00 
71.00 71.00 
75.00 71.00 
71.06 71.00 





ENGELMANN SPRUCE 


Boards and Shiplap (Dry) 


Ixé 1x8 Ix!0 
No. 2 and Btr....107.00 112.00 103.00 
No. 3 79.00 83.00 81.00 


No. | Dimension 
12' 


16' 
74.00 d 74.00 
74.00 : 74.00 
78.00 4 76.00 
77.00 F 77.00 
2x12 76.00 
No. 2 Dimension 
12° 
68.00 
66.00 
73.00 
71.00 y : d 
2x12 70.00 7 5 , 72.00 
Mills are now grading boards No. 2 and 3 
— Mills do not grade No. 3 dimension 
as in 
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Some 40 million feet of Philippine Mahogany is dried annually in Ilco’s 13 double-track Moore 


cross-circulation kilns at the mill in Fabrica. 


Precision-controlled drying conditions, based on 


data assembled over the years, greatly enhance the natural qualities of the wood. 


Only from Insular... 


PHILIPPINE MAHOGANY LUMBER 
KILN-DRIED BEFORE SHIPMENT 


Conditioning at Orient’s most modern mill insures top quality 


Only when you feature Ilco can 
your customers be sure of getting 
thoroughly seasoned Philippine Ma- 
hogany lumber of the highest quality. 
All Ilco lumber is scientifically dried 
before processing, and all the facili- 
ties of the Orient’s largest and most 
modern mill go into making it a 
superior product. The fine precondi- 
tioning it gets results in these big 
advantages to builder or homeowner: 


Extra strength — Kiln drying increases 
the strength of the fibers; improves 
stiffness, hardness, bending and com- 
pression strengths. 


Improved workability — With excess 
moisture removed, the working prop- 
erties of the wood are more uniform. 


Easier finishing — Being preseasoned, 
the wood takes all types of finishes 
better and holds them longer. 


Ilco’s policy of grading and measur- 
ing all lumber after kiln drying as- 
sures you of full count on your 
footage and finest quality. Further- 
more, paneling, moldings, door 
jambs, and S4S lumber are all steel 
strapped and wrapped in waterproof 
paper for maximum protection. 


PANELING « SIDING « MOLDINGS « FLOORING « TRIM « ROUGH AND SURFACED LUMBER 


Order from the distributor nearest you 


UNITED STATES 
ALABAMA—Montgomery 


Germain Lumber Corporation 
CALIFORNIA—San Francisco 
Davis Hardwood Company 
—Los Angeles 
Mahogany Importing Company 
COLORADO—Denver 


Frank Paxton Lumber Company 


ILLINOIS—Chicago 
Frank Paxton Lumber Company 
Columbia Hardwood Lumber Company 


INDIANA—New Albany 
Chester B. Stem, Inc 


1OWA—Des Moines 


Frank Paxton Lumber Company 
LOUISIANA—New Orleans 

Dixie Lumber Company 
MASSACHUSETTS—Charlestown 

Winde-McCormick Lumber Company 
MISSOURI—Kansas City 

Frank Paxton Lumber Company 
NEW MEXICO—Albuquerque 


Frank Paxton Lumber Company 


NEW JERSEY—Camden 


Du Bell Lumber Sales Company 


NEW YORK—Brooklyn 
Anchor Sales Corporation 
Black & Yates, Inc. 
—Odessa 
Cotton-Hanlon, Inc 
NORTH CAROLINA—Greensboro 
Brown-Bledsoe Lumber Company 
PENNSYLVANIA—Philadelphia 
Fessenden Hall Plywood, Inc 
—Pittsburgh 
Germain Lumber Corporation 
TEXAS—Forth Worth 
Frank Paxton Lumber Company 
WASHINGTON—Seattle 
Matthews Hardwoods, Inc. 


CANADA 
ALBERTA—Edmonton 
Fyfe Smith Hardwood, Ltd. 
—Calgary 
Fyfe Smith Hardwood, Ltd. 


BRITISH COLUMBIA—Vancouver 
J. Fyfe Smith Co., Ltd. 


ONTARIO—Toronto 
Robert Bury & Co. (Canada) Ltd 
(also Eastern Canada 


HAWAII 
HONOLULU 


American Factors, Limited 


INSULAR LUMBER SALES CORPORATION 


1405 Locust Street, Philadelphia 2, Pa. 
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DEALER} PARADE 


YARD PLANNING KIT makes it possible 
for a dealer to duplicate his yard in 
miniature. 


Yard Planning Kit 
Offered by Hyster Co. 


A new Yard Planning Kit, pro- 
duced by Hyster Co., Portland, 
Ore., now makes it possible for a 
dealer to duplicate his yard in 
miniature and see at a glance all 
the elements that make up a yard. 
A variety of storage arrangements 
can be tried until the best solu- 
tion is reached and before any 
physical labor or alteration costs 
have been expended. 

The kit consists of templets to 
scale representing standard items 
or package sizes sorted by a yard 
and industrial trucks in sizes and 
types commonly used in lumber- 
yards. Instructions and a large 
clear acetate grid sheet, inventory 
forms and industrial truck spec- 
ifications are included. 


THE PRESIDENT'S PRAYER was present- 
ed to John Aram (left), former president 
of Boise-Payette Lumber Co., Boise, Ida., 
for outstanding services as volunteer U. S. 
Savings Bonds State Payroll Deduction 
Chairman for the past four years. The 
award was made by O. J. Bothne, state 
sales director of bonds. The prayer, said 
by President Eisenhower at his 1953 in- 
augural, is framed in wood from the in- 
auguration platform. 
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Hoo-Hoo Club Sponsors 
Retail Training Course 


A Retail Lumbermen’s Training 
Institute, sponsored by the River- 
side County Hoo-Hoo Club No. 117, 
Riverside, Calif., has been enthu- 
siastically accepted by the lumber 
industry. A committee of lumber- 
men designed the course, which is 
strictly for the benefit of anyone in 
the industry. It consists of study 
subjects pertaining to the retail 
lumber industry only. 

The complete course is for two 
semesters and is held in the class- 
rooms of Riverside Junior College. 
Lumberyards sending employes to 
these classes are kept posted on the 
progress of the students and are 
sent a transcript of each student’s 
attendance record. Top instructors 
from both the school and the indus- 
try preside. 


MERIDIANA 
ACCIDUA 
LAMPAS 


SOUTHWESTERN 
LAMP POST 


WwW TENN 


LAMP LAMPOONING. The Lumbermen's 
Club of Memphis disclaimed all responsi- 
bility for a recent addition to the Arbore- 
tum when the sign (above) recently 
appeared on a campus lamp-post. It was 
classified as a prankus studentus. 


Lumbermen's Club 
Creates Arboretum 


The Lumbermen’s Club of Mem- 
phis has created an Arboretum on 
the Southwestern College Campus 
at Memphis, Tenn. More than 1,500 
existing trees on the 100-acre cam- 
pus have been identified, counted 
and each tree designated on a map 
of the area. 

Permanent metal labels have been 
placed on representatives of all ex- 
isting trees so that the interested 
passer-by can easily identify the 
species. Many more trees and 
eventually native shrubs will be 
added. 

Copies of an Arboretum pam- 
phlet, which contains illustrated 
information on 42 of the more com- 
mon trees, may be obtained by writ- 


ing to Clark E. McDonald, chairman 
of the project, Central Woodwork, 
Inc., P. O. Box 3807, Memphis 14, 
Tenn. 


Newest addition to the improve- 
ments of the Ozark Hardwood Lum- 
ber Co., Clarksville, Ark., is a large 
sales and display room, reports man- 
ager Lawrence H. Spanke. The lumber- 
yard is owned by three lumbermen’s 
wives: Mrs. Ada Mills, Mrs. Mary Sue 
Jones and Mrs. Lucille Knight. Their 
husbands own and operate the Ozark 
Hardwood Manufacturing Co. nearby. 


The Lumbermen’s Club of Memphis, 
Tenn., honored 25 living past presi- 
dents at a dinner recently. It was the 
first get-together of its kind since the 
club was founded in 1899. John T. 
Silk, the new president, presented cer- 
tificates to each of the past presidents. 
Each past president gave a short talk 
on the highlights of his administration. 


The Lumber Dealers Research Coun- 
cil announces that its “Profit- Plan” 
booklet, originally prepared’ under 
sponsorship of the Council for its Lu- 
te-Co dealers, is being made available 
to non-member yards throughout the 
country. Briefly, it shows dealers how 
to project audit figures from the past 
three years into a plan for producing 
next year’s profit and contains the 
forms on which to do so. The booklet 
is available for $2 by writing Raymon 
H. Harrell, Dept. 20-16, Suite 302. 
Ring Bldg., 18th & M Sts., N. W.,, 
Washington, D. C. 


The Wiener Lumber Co., Dallas, 
Texas, reports the promotion of fou 
top officials. Eli Wiener has been 
elected chairman of the board; Sam- 
son Wiener has been promoted to presi- 
dent and general manager; Roy G. 
Pender has been named vice-president 
and treasurer and Ed F. Phillips has 
been named vice-president and secre- 
tary. 


Three lumber company executives 
are now serving as officers of Rotary 
International. G. Stanton Gallup, presi- 
dent, Gallup Lumber Co., Plainfield, 
Conn., is a member of the Community 
Service Consultative Group of Rotary 
International. Serving as Rotary dis- 
trict governors are Dee C. Essley, 
president of a lumberyard bearing his 
name in Whittier, Calif., and David 
M. Puckett, senior partner of the 
Puckett Lumber Co., Princeton, Ind. 


The Hixson-Peterson Lumber Co., 
Toledo, Ohio, announces the appoint- 
ment of Joseph S. Lauber as treasurer 
and credit manager. He succeeds Her- 
bert L. Laskey, who has retired... . 
William J. Kluessner, formerly sales 
manager for the northeast region for 
U. S. Gypsum Co., has been appointed 
president of E. R. Newland Co., Inc., 
building supply dealer in South Bend, 
Ind. E. R. Newland, who founded the 
company in 1915, now becomes chair- 
man of the board of directors. L. Dale 
Gall continues as secretary-treasurer. 
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imbson REDWOOD COMPANY 
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NEW 


(begins on page 84) 


water, says manufacturer. Any spat- 
temmeem the floor are easily wiped up 
williiaediamp cloth, it is said. Oil stains, 
including two supplementary colors, 
Honeytone and Fruitwood, are an- 
nounced. Easy-to-apply stains for both 
soft and hard woods. They do not raise 
the wood grain, says manufacturer. 
Pratt & Lambert, Inc., Dept. AL, 75 
Tonawanda St., Buffalo 7, N. Y. 
Circle No. 206 on Coupon, page 178, 


New Look in Aluminum Paints 


This is the new look in aluminum 
paints, recently introduced by Sheffield 
Bronze Paint Corp. as its new pack- 
age design for its Super-krome line of 
aluminum paints. It is a modern de- 
sign theme, done in blue, yellow and 
aluminum and will be seen in all sizes 
from % pints up to gallons. Sheffield 
Super-krome aluminum paint covers 
wood, brick or metal in one coat, says 
manufacturer. Sheffield Bronze Paint 
Corp., Dept. AL, 17814 Waterloo Road, 
Cleveland 19, Ohio. 

Circle No, 207 on Coupon, page 178. 


3-D Smooth-Tex Finish 


Dayton Color Works announces the 
introduction of 3-D Smooth-Tex, an 
outstanding texture finish said to plas- 
ter and paint in one coat. Especially 
recommended for sheet rock, wall- 
board, plywood and plaster surfaces, 
3-D Smooth-Tex is a natural for both 
large volume users and homeowners. 
The versatile new product covers hair- 
line seams and cracks and may be 
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applied with spray gun, brush or rol- 
ler koater, says manufacturer. 3-D 
Smooth-Tex gives a light, almost 
smooth textured effect without prim- 
ing. Manufactured in white only, 3-D 
Smooth-Tex can be tinted through the 
use of Kem Tinting colors. Dayton 
Color Works, Dept. AL, 424 E. Third 
St., Dayton, Ohio. 
Circle No. 208 on Coupon, page 178. 


Paint Brush for the Ladies 


An all-out bid for the distaff side 
of the do-it-yourself market is being 
made with the introduction of Lady 
Sue, a paint brush line designed spe- 
cifically for women. The new line con- 
sists of five sizes (1”, 1%”, 2”, 214” 
and 3”), each with a _ distinctively 
feminine handle in one of five smart 
pastel shades. Bristles are of 100% 
Tynex Nylon. Each assortment of four 
dozen brushes is packed in a colorful 
self-merchandiser with an_ actual 
brush held in a hand as an integral 
part of the display. Devoe & Raynolds 
Co., Inc., Superkleen Brush Div., Dept. 
AL, Princeton, Ind. 

Circle No. 209 on Coupon, page 178. 


Revolving Brush Display 

A new, sturdy, streamlined revolving 
brush merchandiser, specially designed 
to encourage self-service and impulse 
sales, is announced. Called Bakerama, 
the new display is available to dealers 
with the initial purchase of a top- 
quality assortment of Baker brushes 
in both pure bristle and Tynex Nylon. 
Attractively finished in 13 colors and 
measuring only 26” high by 24” wide. 
Built to turn easily with but a flick 
of a finger. All brushes in the assort- 
ment are wrapped in Baker’s taper- 
fit brush wrap. Baker Brush Co., Inc., 
Dept. AL, 88 Grand St., New York 
18, W:: ¥. 


Circle No. 210 on Coupon, page 178. 


Paint Department Shelving 


John Lucas and Co. offers its cus- 


tomers a substantial savings on a 
modern type paint department shelv- 
ing—including price tag molding and 
the plastic price tags themselves. Con- 
structing a paint department is simple 
and inexpensive, it is said, with Lucas 
shelving. Just tell us length of pro- 


»osed paint department, height and 


T 
number of shelves required, says man- 


ufacturer. Wood for shelving may be 
purchased locally. John Lucas & Co., 
Inc., Dept. AL, 1617 Pennsylvania 
Blvd., Philadelphia, Penna. 


Circle No. 211 on Coupon, page 178. 


Plax Spray Paint 

Lowe Brothers Co. announces Plax 
Spray—a _ king-size pressurized con- 
tainer of quality paint with all the 
exceptional characteristics of regular 
Plax enamel. Excellent for either in- 
terior or exterior surfaces, Plax Spray 
has an alkyd base and when applied 
gives a porcelain-like finish, it is said. 
Plax Spray may be obtained in eight 
of the most popular colors, plus 
Chrome Lustre, Gold Tone and Cop- 
pertone. Available with Plax Spray 
is an appealing self-service merchan- 
diser designed to hold a complete as- 
sortment of the new product. The 
Lowe Brothers Co., Dept. AL, 424 
East Third St., Dayton, Ohio. 


Circle No. 212 on Coupon, page 178. 


Rotary Paint Mixer 

A new rotary paint mixer that needs 
no clamping to the paint container is 
readily powered by any portable tool 
having a half inch or larger chuck. It 
can be moved around freely and is 
guaranteed by the manufacturer not 
to splash, run wild or cut into the 
container. The mixer is said to incor- 
porate six powerful in-surging liquid 
flow streams, which impact each other 
within the cylindrical shape of the 
mixer. Jiffy Mixer Co., Dept. AL, 515 

Market St., San Francisco, Calif. 

Circle No. 213 on Coupon, page 178. 
(continued on page 140) 
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57-A Y 57-8 

Low price Fiat Pure Bristle 
VarnishBrushes SN) popular Wall 
for quick sales @ 1 Brushes move 
5 doz. assorted yma fast! 1 doz. assort- 
%” to 3” } R oF Sh lh ed 3”,3%",4” 








- | “i ) NEW DISPLAY 
\ lj Wy PL oP 
57-D Happy sales... to happy cus- Veal TY Li 
tomers! Bright floor display stands. Yow VA: VW) Th 


Contain: 2 doz. assorted 14%” and 2” 


Flat Varnish, plus 1-3/12 doz. assorted ; Ke ~ 
34,5" Wall Brushes : = GOLD STRIPE BRUSHES 
Yours free, 


Back again because the finest pure 
bristles are now available in quantity 





With Pittsburgh you know you’re selling 
top quality. And the famous Gold Stripe 
line is the highest quality made, anywhere. 
Each brush is carefully filled by hand, 
by expert brush makers using perfect, 
pure bristles. Made to stand up under 
57-E Your choice of three assort- years of steady, professional use. Choose 
ments: Pure Bristle, Pittsburgh Syn- ij > ¥ 
thetic or Nylon. Sturdy wire rack dis- if MH i from this assortment of customer-tested, 
play. Easy to see. Contains 3-9/12 doz. ' m\ @ 4: quality brushes to make your paint brush 


assorted 144” to 3” Flat Varnish, 4” “ue / er in : 
Wall and 144” Angular Sash Brushes | Ta sales climb. 


} 





f Bil =. PAINT BRUSHES displayed in cans attached to 

BONDEX : ay stepladder ... with a high flying spinner 

d nn sign! That’s the new Pittsburgh Gold Stripe 

display. So unique and compact, so easy to 

set up and display ... so easy for your 

customers to spot. And you wind up with 

a free stepladder . . . yours to sell, use or 
give away! 


Perfect applicator 
for Bondex® ... 
1 doz. fast-selling 
coating brushes 


Mail Coupon for Complete Details! 


PITTSBURGH 


Gold Stripe snusues 


BRUSHES » PAINTS + GLASS + CHEMICALS + PLASTICS + FIBER GLASS 
UNI-FILL 


Hand Wire PITTSBURGH PLATE GLASS COMPANY 





Scratch with 
assorted han- NC ANADIAN P SBURGH INDUSTRIE 
dles. Contains 

2-2/12doz. as- 
sorted brushes. PITTSBURGH PLATE 

GLASS COMPANY 

Brush Div., Dept. C-09 

3221 Frederick Ave. 57-8 
Baltimore 29, Md. 


Gentlemen: Please rush 57-C (| UNI-FILL, 
me more information 


about FREE brushdis- BONDEX 
plays I have checked. 
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The symbol 
of liberty... 


the symbol 
of QUALITY 
REDWOOD 


when the Statue of Liberty 
was rising above New York 
Harbor to welcome future 
citizens with its message 
of hope, Union Lumber 
Company’s first mill was 
being constructed on the 
Noyo River at Fort Bragg, 
California. 

Today with newly 
modernized plant and 
equipment, unsurpassed in 
the industry, backed by 
nearly three-quarters of a 
century's experience, Union 
Lumber Company is making 
NOYO the hallmark of 
quality in redwood. When 
your specifications call for 
the finest — 


¢ Certified dry 
¢ Vertical grain 


¢ Precision Milled 


send your order to NOYO 
and be sure. Mixed cars, 
and careful service that 
keeps true—“‘once a Noyo 
Dealer —always.” 


Union Lumber COMPANY 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 


SALES REPRESENTATIVES New York 
THROUGHOUT THE NATION 


Member California Redwood Association 
Circle No. 88 on Coupon, page 178. 
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Decorator's Latex 


A new, polyvinyl acetate interior paint, Decorator’s La- 
tex is ideal for brush, roller or spray application, it is said, 
It is odorless, dries to a low eggshell sheen and may be 
scrubbed repeatedly after a month, says manufacturer. 
Available in five-gallon, one-gallon and one-quart cans. 
Colors range from popular medium tones to the latest 
pastels and neutrals, plus off-white and a tone flat white. 
Valspar Corp., Dept. AL, 7 E. Lancaster Ave., Ardmore, 


Penna. 
Circle No. 214 on Coupon, page 178. 


Spex Color Cards 


A new color card shows the manufacturer’s multicolor 
finishes. A one-coat finish, Spex produces two or more 
contrasting or harmonizing colors in a single application. 
It may be used on wood, metal, masonite, paper, plaster, 
concrete, or on almost any surface and is also scratch-proof, 
it is said. Although mixed together, colors retain their in- 
dividuality; for example, red and white base mixed together 
will not produce pink but instead will remain as individual 
red and white Spex. V. J. Dolan & Co., Inc., Dept. AL, 
1830 N. Laramie Ave., Chicago, III. 


Circle No. 215 on Coupon, page 178. 


Pen Up Paint Sales 


Thirteen merchandising tools, including a clock sign, 
“Penny Paint Sale” ad mats, customer loaner books, ban- 
ners, etc., are offered by Minnesota Paints, Inc., for easy 
use, maximum impact, immediate customer action. You will 
find everything you need from special seasonal promotions 
to colorful direct mail pieces and a special Color Planning 
Studio for your mass market, says manufacturer. Details 
are available on Minnesota Paints 1957 merchandising plan 
and the Minnhue Color System in nine popular finishes. 
Minnesota Paints, Inc., Dept. AL, 1101 South 3rd St., 


Minneapolis, Minn. 
Circle No. 216 on Coupon, page 178. 


New Multi-Colored Lacquer 


A new lacquer emulsion composed of white, gray and 
brown flecks, which produces a multi-colored effect when 
sprayed over regular finishes on walls, woodwork, furniture, 
etc., is announced. The varicolored paint product, to be 
known as Pittsburgh Spatter Finish Lacquer, requires no 
complex equipment or spray techniques for application, it 
is said. Pittsburgh Plate Glass Co., Dept. AL, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Penna. 

Circle No. 217 on Coupon, page 178. 


(continued on page 142) 





What's Your Answer? 


(Answers on page 148) 


. Who is showing dramatic new decorating ideas 
and uses for plastic wall tile all through the 
house? 

. Name the three-point program a Missouri lumber- 
man uses to sell farmers on pole-type buildings. 

. What two new do-it-yourself items is Reynolds 
helping you to sell this spring? 

. How long did it take to erect a two-story mote) of 
20 units by using frames and roof trusses fabri- 
cated by an Illinois dealer? 

5. Where may you obtain tackle and gun racks pack- 
aged especially for your do-it-yourself trade? 

.What mechanical handling equipment helps a 
Mich. dealer to net labor savings of $8 to $10 per 
car? 

. Where may you find a better way to turn up new 
construction business? 

. What new source of gold in the hills of California 
has been discovered by two Sacramento lumber- 
men? 

. Which product, when rented, is said to be the best 
salesman you can hire to step up your overall net 
profit a $1,000 or more a year? 

. What three things helped Hechinger’s paint ads 
get results? 
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"You name it, we’ve got it...ready to go.” 


Take the word of Al Watson, superintendent of 
Truscon’s big Houston warehouse. He says, “You 
name it in building products, and we’ve got it. In stock. 
Ready to deliver right now. Our big stocks are built 
around the needs and preferences of the entire Houston 
marketing area. And, every order is shipped out within 
24 hours.” 


Same-day shipment of windows and other Truscon 
building products is typical of Truscon warehouse 
service to dealers ... for stock and for their builder 
customers. That same type of service—plus the com- 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 





PRODUCTS 


A NAME YOU CAN BUILD ON 


plete stocks you see pictured above—applies to every 
one of Truscon’s nation-wide net of dealer-supporting 
warehouses. Twenty-three in all. Located to serve you. 


This kind of warehouse support makes your Truscon 
dealership the best deal in the business. Because, it is 
typical of the way Truscon helps dealers sell. 


And, Truscon is expanding its product lines—intro- 
ducing new products to get you a greater share of the 
dollars in your market. Get the facts. Send coupon to 
find out how you can cash in on the “plus” services 
only Truscon offers. 


eeoeeoveeeeeeoeoeoeoeeeoeeeeeeees eeeeeeaeaeaeee eee 


TRUSCON STEEL DIVISION 

REPUBLIC STEEL CORPORATION 

Dept. C-3065 

1058 Albert Street, Youngstown 1, Ohio 

Sure, I’m interested in full-time warehouse support. Send me the 


Truscon “Opportunity Story” for dealers. 

Name. Title 
Firm aig 

a 


a 
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Concrete and Masonry Repair 
Called Latex Concrete Repair, a 
new, patching and topping material 
eliminates chipping, roughening, prim- 
ing and curing and may be applied as 
thin as 1/16” or whatever thickness 
needed, it is said. Available in two 
handy kit sizes. The small kit, packed 
in a gallon container, includes five 
pounds of a special cementitious mate- 
rial and setting agents, along with 
a pint of milk-white liquid rubber 
latex. Also included in kit is a work- 
ing trowel. This provides enough ma- 
terial to repair 50 to 150 lineal feet 


of average cracks. The large kit con- 
tains twice the amount of material. 
The Camp Co., Inc., Dept. AL, 6958 
S. State St., Chicago 21, IIl. 


Circle No. 218 on Coupon, page 178. 





Basement 
made and 


The Vento Champion Steel 
Window 


for these reasons 
sections; 3 position ventilation; positive 


is the best window 
14 gauge formed steel 


action cam lock gives greater tolerance; 


Below are shown a few 
typical Vento installations 
... the right window for 
every type of building. 


high sill section prevents leakage; inte 
gral fins for easy installation in any type 
of construction; design of formed sec 
tions allows unit to stand by itself, saving 
installation time. It’s really a Champion! 


VENTO Steel Casement Windows 


All casements drilled and tapped to re- 
ceive storm sash and screens, operator 
arm guide channels attached with screws 


removal and replacement, if 


VENTO Aluminum 


Direct gear operated, worm and pinion 
type; heavy duty construction with angle 
handle that conforms to all stool depths, 
minimum turns to open window fully. 
Weather tight Vento alone keeps 


for easy 


necessary; ventilator frames constructed 
from the same heavy sections as the out- 
side frame to provide greater rigidity and 
stronger ventilators. 


Awning Windows 


metal to metal contact plus metal to 
weatherstrip. Effortless operation 
nylon roller blocks at all friction points 
permit finger tip operation. 


VENTO Industrial and Commercial Steel Windows 


Vento Pivoted, Projected and Architec- 
tural Windows are suitable for every type 
of commertial and industrial building, 


especially where abundant daylight and 


fresh air are desired. Offered in a broad 
new range of types and sizes. 


VENTO 


Steel Products 
CO., INC. 


ARE YOU A 
STREET 


249 COLORADO STREET CITY AND STATE 


| BUFFALO 15. N.Y. NAME 


Please send further information on Vento Windows as checked 
] AWNING TYPE ALUMINUM 
PIVOTED, PROJECTED, ARCH’T’L 
STEEL CASEMENT 


STEEL BASEMENT 
} FORMED STEEL LINTELS 
UTILITY 
f] DEALER 


}] BUILDER } ARCHITECT 
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Sales Aid for Paint Rollers 

Paint roller covers are now being 
manufactured in four different grades 
of quality, each easily identified by a 
different pastel color. Premium or best 
quality is bright yellow, the De Luxe 
is peach, Superior or the less expen- 
sive series is identified by a light yel- 
low and the economy line, Speedy, is 
white. Each roller cover is available 
in either 3%” pile for flat and semi- 
gloss paints, or in 4” pile for latex 
paints and enamels. Thomas Products 
Co., Dept. AL, 8490 Lyndon, Detroit, 
Mich. 


Cirele No. 219 on Coupon, page 178. 


“Color Harmony for Your Home" 


A new color movie, Color Harmony 
for Your Home, is announced by Color- 
izer Paints. The film, a sound picture 
20 minutes in length, is based on the 
current trend to more colors in ap- 
pliances, accessories and home fur- 
nishings. It shows the homemaker how 
to create color schemes in good taste 
based on the many new colors now 
available in all home _ furnishings. 
Colorizer Paints, Dept. AL, 65 W. 
First South, Salt Lake City, Utah. 


Circle No. 220 on Coupon, page 178. 


Select a Brush by Symbol 
Whiting-Adams Co. is releasing its 
new Select-by-Symbol panels, which 
embody a novel, visual self-service 
theme, a full display-assortment of 
brushes for every purpose, all in easy 
reach. Handles are stamped with play- 
ing card suit symbols to help the cus- 
tomer select the right brush each time 
by pieture, description and by symbol. 
Each brush is prepriced. Each has a 
hole in the handle for easy storing. 
The Whiting-Adams Co., Inc., Dept. 
AL, 700 Harrison Ave., Boston, Mass. 

Circle No. 221 on Coupon, page 178. 
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the only Door with 


OA REFRIGERATOR type Seal 
iw * el vl Sul Ho 


MAGNI-SEAL 
oe Refrigerator 





= Type Door Seal 


OVERLAP DESIGN 


Installed in 
Half the Time 


Va 
ues 





FULL LENGTH 
“Invisible” 
Hinge Built 
inte Door 

as Part 

of Frame 











INSTALLED IN HALF THE TIME 
SAVES TIME AND MONEY 


JASCO ALUMINUM PRODUCTS CORP. 
New Hyde Park, New York 
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NEW PRODUCTS 


(begins on page 138) 





Tool that Cleans Brushes 
A new  plastics-and-metal brush 
leaning tool is designed to cut brush 
maintenance time. Called Spin-a- 
rush, the tool is hand-operated and 
requires no outside power source. Sim- 
ple and easy to use as an eggbeater, 
to manufacturer, it whirls 
pigment and caked paint out of a 
brush in 90 seconds or less. Sturdy 
n construction, the shaft and grip are 
of die-cast metal and spring steel. 
Attachments are available for stirring 
and roller cleaning. Portable Electric 
Tools, Dept. AL, 335 W. 88rd St., 
Chicago 20, Il. 
Circle No. 222 on Coupon, page 178. 


ing 


according 


Spray Painting Outfit 


A spray painting outfit budget- 
priced is designed to give homeowners 
professional results. The outfit con- 
sists of an all-new NCE air compres- 
sor, air hose and a modern P-QGA 
spray gun, which will spray all of the 
commonly used materials. In addition 


Known for extra good quality 


ROCKPORT 
REDWOOD 


MEMBER CALIFORNIA REDWOOD ASSOCIATION 


Here is Redwood at its best. Nothing sur- 
passes Rockport’s Certified Dry Redwood 
Bevel Siding and Finish. Rockport also 


takes pride in giving excellent service on 


mix 





ed car requirements. 


SPECIFY ROCKPORT. LOOK FOR 
THE END STAMP—“ROCKPORT” 


Rounds Lumber Company is exclusive 
distributor for Rockport Redwood and 
sales agent for other leading Redwood 
mills. Rounds also represents producers 
of top quality Douglas Fir, White Fir 
and Ponderosa Pine. 


ROUNDS LUMBER CO. 
Teletype SF-898 
WICHITA 1, KANSAS 


General Office, CROCKER BUILDING, SAN FRANCIS 
9233 DENTON DRIVE, DALLAS, TEXAS 


Circle No. 55 on Coupon, page 178. 


CO 4, CALIFORNIA, YUkon 6-0912 * 


430 N. WACO AVE 


| 
| 





to its use for supplying compressed 
air for spray painting, the compressor 
has two valuable accessories, a dust- 
ing gun and tire chuck. The economy 
model spray painting outfit has a 
quart container cup attached to the 
gun. The gun is a pressure feed model. 
The DeVilbiss Co., Dept. AL, 300 
Phillips Ave., Toledo 1, Ohio. 


Circle No. 223 on Coupon, page 178. 


OF 4 BETTER Parser 
sos 
Buy the Best Brus 


Paint Brush Display 

Extensive interviewing of retail 
dealers has resulted in a new sales- 
tested paint brush display that holds 
a balanced line of 11 popular sizes of 
Provenbest paint brushes ranging 
from one to four inches in width. It 
is also designed so that dealers can 
put their own prices on the brushes. 
The wire rack display is small enough 
for counter display (occupying less 
than two square feet of counter space) 
but can be used in other ways through- 
out the store. Maendler Brush Mfg. 
Co., Inc., Dept. AL, 138 E. 9th St., 
St. Paul 1, Minn. 


Circle No. 224 on Coupon, page 178. 


Multi-Purpose Paint Scraper 
A new multi-purpose paint scraper, 
with a pivoting, indexing cutter blade 
which can be locked in eight positions, 
features a pistol grip handle. By re- 
leasing the knurled nut, the cutter and 
housing rotate and lock to scrape in 
any plane, while the user’s hand is 
in a normal and comfortable position. 
Made of hardened and tempered high 
carbon steel, the cutter has four dif- 
ferent edges for coarse and fine scrap- 
ing. Allway Mfg. Co., Dept. AL, 1513 

Olmstead Ave., Bronx 62, N. Y. 

Circle No. 225 on Coupon, page 178. 
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oral means 
Leadership 


| e A ADVANCED PRODUCT DESIGN 
+ " that keeps you out front, ahead of your competition. Remem- 
A General Bronze ber, General Bronze was First to introduce a low-cost alumi- 
5-STAR LEADER of the num double-hung window ... First to offer Fin-Trim . . . First 
choviiiiees Aides ted to bring out an aluminum sliding window ... First with an 
aluminum VIEWall window unit...and First with many 
window improvements. 


TROUBLE-FREE ENGINEERING 

that eliminates costly complaints and service calls — saves you 
money. General Bronze’s 45 years experience in producing 
top-quality window products assures better performance, com- 
plete satisfaction. 








SPECIALIZED SERVICE TO BUILDERS 

thru responsible distributors — rated “tops” for reliability and 
integrity — selected for their ability to give unexcelled service 
with factory-trained personnel. 





























DEPENDABLE DELIVERIES 

from complete warehouse stocks in every area. No delays 
waiting for shipments. ALWINTITE distributors are ready to 
supply the products, sizes and quantities you need, when you 
need them. 














CONTINUOUS ADVERTISING 

for 10 consecutive years has created ready acceptance for 
“ALWINTITE by General Bronze.” Home buyers and home 
builders recognize ALWINTITE as “tops” in aluminum win- 
dows and doors. 


General Bronze’s recognized leadership together with its complete 
line of double-hung, single-hung, sliding, picture, picture-sliding, 
awning and VIEWall windows and picture-sliding glass doors can 
help you build better, sell faster. Get the complete story now. 

Write tor our tatest catalog today. Address Dept. AL-573. 























by GENERAL BRONZE CORPORATION 


ALWINTITE DIVISION * GARDEN CITY, N. Y. 


Sliding doors 
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? What Dealers Say About 
) FRANTZ (2787 HANGERS--TRACK 


LED 
“OUR DOOR HAS ROL . 
ON GUIDE HANGERS Nan IS STL 
ING FO : 
cE LLENT CONDITION. IN ALL THES 


HAD TO REPLACE 
S WE HAVE NEVER 
YEARS NGLE GLIDE HANGER OR PIECE 


“ 
OF GLIDE TRACK. 
(signed) Mr. George Tarkelson, Mgr. 
Richmond Lumber Company 
Richmond, Indiana 


é , mee ‘Toke the word of a second genera- 
a tion Frantz dealer! Sell Glide! The 

George Tarkelson = original one-piece watershed Track 
is the son of “ @ and Cover for any thickness door. 
Thomas Tarkel- ¥ Free running roller bearing Hanger GUARANTEED BUILDERS HARDWARE 
son, founder of the a ° ° 3 
Sleun: Gtalk thee ficek cannot bind, drag or derail. Abso- 
Frantz dealer in lute “tops” for sliding doors! FRANTZ MANUFACTURING CO. 
Indiana. STERLING, ILL. 





HOW MUCH DOES 
IT COST YOU 


TO UNLOAD A CAR ? 


You'll Save Money 
: ee : FAS Ps by Calling 
BUT—1T CAN BE MADE SMOOTH QUICKLY, ‘ Be ga ee ted rr wae 
EASILY AND INEXPENSIVELY euch | - i aes PS anp CFy,inc. 
Camb’ 5 logy ORS for Temporary Help 
alex (oncrele Soe ee } Because: 
__REPAIR—TOPPING—WELDING i on 





ELIMINATES the CHIPPING +: ROUGHENING 
PRIMING oe CURING thot dynam i You pay only for the hours we actually do your work 
— use as many of our employees as you need for 


tee i ee te sade - oP . 4 hours, a day, a week, or longer. 
We pay our employees, keep all payroll records, 


airenaae ¢ pay all taxes and insurance. 


S YO LES DOLLAR VOLUME é 
NSTANILY wth Latex (onerete | , : Our low hourly rates and contract prices will 
REPAIR AND TOPPING IN THESE 3 SIZE | amaze you. 

ein of f y elf marke! 





SMALL KIT — 8 /bs . pat RE No need to use production men for unloading work. 
sufficient to rer 50 to 


fe 
bord 150 ft. of 


LIST PRICE .... °2.95 TN. inchocles owder ® 
3 vaes ; s oO ull 
ARGE KIT 14 Ib fo mix; 1 gallon latex mixer 
= sens manpower, inc. 
= 0 sq Ye thic 
Be lst price ...... °4.95 LIST PRICE .... °10. OVER 90 BRANCH OFFICES COAST TO COAST 
BOTH KITS include powder mix, liquid rubber latex and a trowel 


R DISC T- Pri r i : . 
LIBERAL DEALER DISCOUNT. Prices are F.0.B. Chicago Write for illustrated brochure to: DEPT. M 
6958 South Stote Street 820 N. PLANKINTON AVE 


ee es br Det. AL37 err MILWAUKEE, WIS 
VER 2 . 


YEARS OF CONTINUOUS SERVICE 
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Now advertised on the popular 











RUBBERIZED 


WALLHIDE “an 


i aN 


WALL PAINT 4 





X. 





on CBS-TV national network 
and affiliated stations 








FRIDAY 11:00 TO 11:15 A.M. (EST) 











(SEE TV LISTINGS FOR LOCAL TIME AND CHANNEL) 


PittspurcH Paints 


PAINTS @ GLASS e CHEMICALS e BRUSHES @ PLASTICS e FIBER GLASS 


Fert sBU £.G @ PRAT & GLASS COMPANY 
IN CANADA; CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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NEW PRODUCTS 


(begins on page 138) 





Maestro Rack Wings 

New color chip wings for Pitts- 
burgh Paints Maestro rack are avail- 
able. A display card showing exterior 
ready-mixed and Maestro Colors will 
be provided for the right-hand wing 
and one showing Pittsburgh’s major 
line ready-mixed interior colors will 
be provided for the left wing. By add- 
ing these color selections to their 
maestro racks, dealers may increase 


manufacturer says. Pittsburgh Plate 


Deft Natural Wood Fix 

Deft Natural Wood Fix is a first 
coater that sets the raw wood tone. 
It is not a finish, but a non-wetting 
agent that holds the original color 
and prevents the finish coat from 
darkening the wood. It may be brushed 


Glass Co., Dept. AL, 632 Fort 
Duquesne Blvd., Pittsburgh 22, Penna. 
Circle No. 226 on Coupon, page 178. 


or rolled on. Desmond Bros., Dept. AL, 
1826 W. 54th St., Los Angeles 62, 
Calif. 


Circle No. 227 on Coupon, page 178. 


their turnover of ready-mixed paint 
and Maestro paint and step up self 
service thereby reducing sales costs, 


ae 





(© decorate with 

va 

Ys Chromealia: 
SPRAY ENAMELS 


16 
ory 


ae 


Nae 2 
we SY 


The Ec J PAINT BRUSH-ETERIA 


ores 


/ELDER and JENKS | 


Brush wraps keep poll NGOA 2 29 
brushes 


Spray Can Display 
An attractive point-of-sale display 
for its line of 16-ounce spray finishes 
is announced by Chromatone Corp. De- 
jobs. ‘‘Which brush signed to be used on the counter, the 
oy 2a 4 Ly J 2 : | new rack is also adaptable for win- 
to use ?” informa- ; ; , pw -_— ee | dow and floor displays. Made from 
i & chromium-plated wire, the rack has 
an eye-catching, three-color metal dis- 
play sign attached to the top of the 
frame. The complete sales promotion 
package contains rack, sign and an 
assortment of 24 spray cans—two 
each of the fastest moving colors. 
Chromatone Corp., Dept. AL, 1523 
Grande Vista, Los Angeles 23, Calif. 
Circle No. 228 on Coupon, page 178. 
(continued on page 150) 





factory _— —_ 
fresh; mount easily r ’ 
on hooks; protect 


brushes between 


tion featured on 
back of 


along with tips on 


wraps, 


brush care. It all 
adds up to an 
attractive space- 
and time-saving 
that will 


attract—and SELL 


display 





What's Your Answer? 


your customer. 
(Questions on page 140) 


. Dow Chemical Co. See ad, pages 
19-20-21-22. 

.(a) Meeting with poultry owners; 
(b) a good financing plan and (c), 
effective use of sales aids. See arti- 
cle, page 114. 

.A screen kit and screen materials. 
See ad, page 33. ; 

4. Eight days. See article, page 102. 

: 5. Giles & Kendall Co. See ad, page 

CONSTRUCTION = 

Perforated board 5. A portable, motor-driven conveyor. 

h wire brace; See article, page 98. 

. Dodge Reports. See ad, page 44. 

3. Package sales of building materials 
for mountain cabins. See article, 
page 94. 

9. American rental sander. See ad, 
page 53. 

. Three advertising maxims. See ar- 
ticle, page 74. 





CAPACITY : 
39 Brushes in 7 different ec 
(4 each of a" 32 ~~ i 
6 each of 2'' and ath 
7 each of 1%2''; 8 each o : 


FREE : This Perforated Board Display with your 
order for any one of 5 assortments. Details and 
prices on request. 





wit 
allnecessary hooks 
supplied. Size: 
wide x 23 high 
x 11'' deep. 


Nobody has more experience in making paint brushes than 


ELDER & JENKS, Inc. 


Over /60 Years of Srushrrak 
411-19 VINE STREET PHILADELPHIA 6, PA. 
ESTABLISHED 1793 
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Minnesota 


PAINTS 


Clock sign 
“Penny Paint Sale” modular squares 


“Penny Paint Sale” customer 
broadside 


“Penny Paint Sale” ad mats 
Product display 

Illuminated sign 

Plastic "Paint Department” sign 
Wood-tone color display 


Custom color cabinet 
(294 best-selling colors) 


Customer loaner books 
Wood-tone customer broadside 
Banners 


Inserts 


PEP UP PAINT SALES with this com- 
plete selection of merchandising 
tools. They are designed for easy 
use... maximum impact, immediate 
customer action. You will find every- 
thing you need from special seasonal 
promotions to colorful direct mail 
pieces and a special Color Planning 
Studio for your mass market. 
With Minnesota merchandising 
and the Minnhue Custom Color 
System in 9 popular finishes, you 
are equipped to meet and beat com- 
petition . . . to benefit from mass 
display and appeal with lowest pos- 
sible inventories. Get details today! 


MINNESOTA MOVES 


MINNEAPOLIS FORT WAYNE ATLANTA 


OKLAHOMA CITY DALLAS 


BUILDING PRODUCTS MERCHANDISER 
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% Yar Bae Fei 


Minnesota Paints, Inc. 
1101 South 3rd Street, Minneapolis, Minn. 


@ Please send full details on your 1957 merchandising plan 


Name 
Firm 


Addre s 


Sircle No. 108 on Coupon, page 178. 








NEW PRODUCTS 


(begins on page 138) 





The Wooster Adjusta-Brush 


The Wooster Brush Co. is manufac- 
turing a brush with a swivel handle, 
which locks in any of four positions 
from right angle to regular position, 
said. Narrow shelves, picket 
fences are easily painted with the 
Adjusta-Brush. The brush features 
Wooster Exploded Tip bristles and is 
available in three sizes, 2”, 3” and 4” 
widths. The Wooster Brush Co., Dept. 
AL, Wooster, Ohio. 


Circle No. 229 on Coupon, page 178. 


it is 


et Pee eeeeens, 


Self-Service Lacquer Bar 

A new colorful self-service lacquer 
bar featuring Blake Bone Dry in 15 
Min! lacquer finishes is designed to 
get special attention from do-it-your- 
self customers desiring ready-to-brush 
finishes for wood, metal or composi- 
tion, which are easy to apply. Each 
display contains 72 pint cans, free 
“How to Use Lacquer” brochures and 
a color card showing large chips of 
12 hi-gloss glowing colors. Dealers’ 
needs are individually met by a choice 
of assortments, which also include 
clear, black and white in hi-gloss, satin 
and flat finish if desired. Blake Paint 
Corp., Dept. AL, P. O. Box 340, Or- 
lando, Fla. 

Circle No. 230 on Coupon, page 178. 





Electric Portable Sander 

A new universal electric portable 
sander, combining the features of high 
volume production with lightweight, 
has been added to the Thor Power Tool 
line of orbital SpeedSanders. Powered 
by a universal series wound motor for 
operation on AC or DC, the new No. 16 
SpeedSander delivers 6,200 rpm and 
weighs but five pounds. Sanding area 
of the No. 16 is 4%” x 5%”. The No. 
16 is the fourth in the line of sanders. 
Speedway Mfg. Co., Div. of Thor 
Power Tool Co., Dept. AL, 175 N. 
State St., Aurora, Il. 


Circle No, 231 on Coupon, page 178. 


Converto-Bench 

The new Converto-Bench functions 
as a comfortable bench or the bench 
back can be tilted and locked firmly 
into table position, converting the unit 
into a table and bench just the right 
height for dining. A kit containing 
stand and hardware is available from 
the manufacturer; the dealer furnishes 
the lumber. Sturdily constructed, Con- 
verto-Bench will withstand rugged 
service out of doors, it is said. Litteral 
Mfg. Co., Dept. AL, 1701 N. 16th St., 
Quincy 4, Il. 

Circle No. 232 on Coupon, page 178. 


(continued on page 163) 
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Customers 


Quality Steel Wool in ‘Job-Size’ Packs , 


. 
eee ee eee eee ee eee ee od 


Gof Fa. , 


3-in-1 Pack... 


This new pack holds 6 big layer-built pads—two 
each of fine, medium and coarse grades. Just 
right for home craftsmen and do-it-yourselfers. 
Chart on package suggests hundreds of uses! 


Twin Pack... 


Twin Pack of 16 layer-built pads is just right 
for customers who need a generous supply. 
Ss ge | Set When only a few are needed, break the pack 
5 q/, b Sy, and sell 8 pads. Customers like buying just 
‘ ea five >) what they need! 
JEX HOUSEHOLD PADS for cleaning, scouring, \; 
polishing pots, pans, kitchenware. 
BULK ONE POUND TUBES, economical for home, 
shop and industrial use. 


WRITE FOR CATALOG 
OR ORDER SUN RAY FROM YOUR 
JOBBER TODAY! 
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...with Flintkote’s Decorative Insulation 





Thatched 


Standard XN 


Drill S 17g _ Drill SSS 


Perforated Perforated 


Design Plank 


BUILDING PRODUCTS MERCHANDISER 


Tile and Plank! 


Your builder customers... your do-it-yourself 
customers... will go for the beautiful new colors, designs, 
and special textured finishes that Flintkote offers you 

in insulation plank and tile. 

This gives you the opportunity to please your customers 
with materials that exactly suit each individual taste. 

These Flintkote materials help your customers 
do four big jobs: build... insulate... decorate... and 
reduce noise. 

With these materials . . . out-moded living rooms, 
basements, bedrooms and attics are miraculously 
transformed to give beautiful and novel effects. Easily, 
quickly and at low cost. 


Ask your Flintkote Representative to show you the 
completely new line of Flintkote Insulation Tile and Plank. 
Or write to THE FLINTKOTE COMPANY, Building Materials 
Division, 30 Rockefeller Plaza, New York 20, N. Y. 


FLINTKOTE 


A ee 
| BUILDING 
MATERIALS 


_— 


<a yee 
>" Guaranteed by > 
Good Housekeeping 
<tor we 


45 aoveansin WE 
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Seven Kinds of Sales Helps 

in a variety of 
dealers and 
the all-new 


Sales-help material, 
forms, is available to 
wholesalers promoting 
Versa-Vise, a unique workshop vise 
that locks when tightened, turns 360 
and features both flat jaws and remov- 
able pipe jaws, manufacturer reports. 
Offered in the colorful selection of 
material are merchandising tags, en- 
velope stuffers and five kinds of point- 
of-display material including cash reg- 
ister cards, window streamers, shelf 
strips, door stickers and tent cards. 
The Will-Burt Co., Dept. AL, Orrville, 
Ohio. 

Circle No. 233 on Coupon, page 178. 


Puts Attention on Floors 
Enlarged shoe prints are specifically 
designed to fill the need for a display, 
which attracts attention to and identi- 
fies sample floors in stores, at conven- 
tion exhibits and in model homes, 
Available in pairs, the shoe prints are 
8” long and printed in dark blue with 
vivid red and yellow fluorescent letter- 
ing. They feature Vina-Lux, reinforced 
vinyl and Azphlex vinylized tile floors. 
Backed with pressure sensitive tape, 
the shoe prints are easily affixed to or 
removed from the floor. Azrock Prod- 
ucts Div., Uvalde Rock Asphalt Co., 
Dept. AL, Box 531, San Antonio, Tex. 
Circle No. 234 on Coupon, page 178. 





Panoramic Scale Model Kits 


An impelling sales aid, the Pano- 
ramic Scale Models are true-to-life 
replicas of the awnings which are be- 
ing sold, designed in exact miniature 
detail. In actual Arrow pressure- 
coated colors, the awnings are in ac- 
tual aluminum stock, faithful in every 
detail. Packaged in an easy-to-handle, 
portable carrying case, with a remov- 
able tray containing the awning com- 
ponents. The Panoramic Scale Models 
are ideal for home shows, fairs and 
showroom displays. Arrow Metal 
Products Corp., Dept. AL, Third Ave., 
Haskell, N. J. 


Cirele No. 235 on Coupon, page 178. 


De Walt Promotion Kit 


A new dealer promotion kit for the 
spring selling season is announced by 
DeWalt, Inc. Heavy emphasis through- 
out the materials is placed on the sale 
of the company’s 10” Power Shop 

(continued on page 158) 





Tapered all steel brass * 
finish, rust resistant : 
Made in 5 popular 
sizes, automatic self- 
leveling glide, tilts, 
swivels, adjusts to 
straight or flare style 


tapered, 


STEEL BRACKET . 
for straight or flare style. 


..made of genuine , 
hardwood beautifully . 
in 8 popular . 
- sizes from 342” to 28”. . 
Swivel glide or solid . 

brass ferrule, . 


* easily attached, available ; 


4 DUTY, 
STEEL BRACKET, 
for straight or flare style. 


BED SPRING 


WROUGHT 
IRON LEGS 


oo 


Gracefully tapered of 
genuine hardwood. 
Patented steel clamp 
converts any coil or 
flat spring into a 
Hollywood bed. 7” in 
height comes in 
mahogany, blond or 
unfinished. 


Hairpin leg made of 
heavy steel in 5 sizes, 


in black, brass or 
copper finish. 


COMPLETE line 


a furniture legs 
and bed legs- 


SHELF 
SPACERS 


BRACKETS 
SHELF 


Heavy duty wrought 
iron for shelves, 
doorways, flower 
boxes and signs. 


Revolutionary new way 

to build bookcases, room - 
dividers, step tables 

and shelves. Made 

in two sizes of 

genuine hardwood. 


DENNIX PRODUCTS CO. 
DEPT. 357 32-04 DOWNING STREET + FLUSHING 54, NEW YORK 


MANUFACTURERS OF THE WORLD'S 


FINEST 


BED LEGS AND FURNITURE LEGS 


Circle No. 63 on Coupon, page 178. 


AND WROUGHT IRON 
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FARLEY & LOETSCHER 


BIRCH 
CABINETS 
Since 1875...Complete Millwork Service 


bi TVEEEEGN 








YOU'LL FIND Sales-Maker styLinG IN 
EVERY QUALITYBILT BIRCH KITCHEN 


Brilliant interpretations of functional design, fashioned by craftsmen 
from warm, friendly, lasting Birch . . . that’s what you offer your 


customers in Qualitybilt all wood kitchens! Prompt delivery, unexcelled 
quality, and a complete line of over 100 standard units to fit any Maen see 


kitchen layout mean quicker, easier sales for you... satisfied 
QUALITYBILT WOOD CASEMENTS 


customers for return business. we he ; 
Another “winner” in your sales picture 

. . « Qualitybile Wood Casements, the 

Write, wire or call for complete information and the name of your most desired of all windows . . . fully 
: weather stripped, toxic treated, complete 

nearest Qualitybilt distributor TODAY! with hardware, yet priced unbelievably 
f low. Meet any customer requirement 

for kitchens, living rooms, or any room 

in the home with the wide selection of 

types, styles and combinations available. 


F:L FARLEY/&® LOETSCHER 


ualitybilt. * DUBUQUE, IOWA 


~SWOODWORE~e ; 





: 








= to) Sn 
tier Te 


Two months later ........... 


located over office-lounge at left. 





LU-RE-CO BUILDING 


(begins on page 102) 





tilted into 
plumbers 


interior panels were 
place, thus cutting the 
roughing-in time. 

@A_ prefab chimney manufac- 
turer made up a special unit for 
the motel’s oil-fired furnace. 

@ Fabric folding doors on bath- 
rooms and slatted, folding birch 
doors on closets brought additional 
savings. 


4 


constantly 





K-V 1 Clothing Carrier 


motel is ready for occupancy. Manager's apartment is 


@ By prefabing components in 
the yard, Brown used up a lot of 
shorts and crooks without affecting 
the quality or structural soundness 
of the building. 


@ Substituting stock kitchen cabi- 
nets for expensive custom-made 
storage units for linens and house- 
keeping supplies resulted in srb- 
stantial savings. 


@ By controling the package, 
Brown could specify or susgest 
products and materials he normally 
inventories. 





means lasting customer satisfaction . . . 
and profits... with new packaged assemblies to meet 
increasing do-it-yourself demands. The smooth 
friction-free action of K-V drawer slides and sliding 
door hardware means quick sales. Ease of installation 

and adjustability make K-V shelf hardware a top seller. 


K-V 2 Closet Rod 





the growing 





Do-it-yourself market ! 


K-V hardware is the quality line that never lets you down. It 


ever growing sales 


FAMOUS FOR MORE THAN 40 CLOSET FIXTURES 


K-V 3 Garment Bracket 


Ask your jobber for complete catalog and price lists, 


or write us 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 


Circle No. 36 on Coupon, page 178. 


Motel design. “Motels have 
changed a lot since the old tourist 
court days,” Brown says, ‘and be- 
fore tackling this job Prafcke and 
I visited several successful ones in 
all parts of the midwest. We learned 
that 20-unit motels were the most 
popular, and two-story design of- 
fered the most construction econo- 
mies.” 

The attractive motel has been 
hailed as an asset to the community 
and cooperative advertising and edi- 
torial comment filled three pages of 
the local paper when Pine Towers 
was opened to the public. 


EASILY INSTALLED 


@ 5 kinds of drawer slides 


K-V 1300 slide illustrated 


@ Sliding door hardware 
for glass, wood doors 


K-V 992 assembly illustrated 


@ Complete kits for building 


open wall or built-in shelves 
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“Handling time cut 80%— 
Storage space increased 607” 


SAYS E. A. STEWART 
LUMBER CO., INC. 
TEXARKANA, TEXAS 

















Three years ago, in an effort to im- 
prove the efficiency of its lumber 
handling operation, E. A. Stewart 
Company, Inc., turned to USS Ger- 
rard Flat Steel Strapping. The re- 
sultant savings in time, labor, and 
money have been nothing short of 
sensational! 

















Here’s what USS Gerrard Steel Strapping has accomplished: 


In addition, every bundle of Stewart 
flooring is standardized and uniform, 


Two men with a fork lift can now load a car with 25,000 feet of and can be inventoried at a glance. 


GERRARD STEEL STRAPPING DIVISION, UNITED STATES STEEL CORPORATION 


BUILDING PRODUCTS MERCHANDISER le No 


Gerrard palletized flooring in an hour and a half to two hours at the 
warehouse dock. Formerly, it took six hours for five men to load only 
one car. Labor savings can amount to as much as 25 dollars per car. 


Two men can load a truck with 16,000 feet of palletized flooring in 
45 minutes or less. Previously, two men required four hours to load 
a truck, and of course, the truck, the driver, and the dock space were 
tied up for all that time. In fact, ten trucks can now be loaded in the 
time it previously took to load two. | 


Due to tight, firm packaging by Gerrard Steel Strapping, warehouse 
storage space has been increased by 60%. Pallets can be stacked 
much higher and are still accessible to handlers. 


GENERAL OFFICES: CHICAGO, ILLINOIS pitt 


ie 
PACKAGING 


\ 


a 


© 


USS ERRARD 
Round and Flac STEEL STRAPPING | 


5 ae 


= 


And pilferage of lumber from Ger- 
rard Strapped packages is virtually 
eliminated. 

Why don’t you investigate USS 
Gerrard Steel Strapping Round 
and Flat? It might very well be the 
answer to your packaging or ma- 
terials handling problem. Contact 
our engineers if you’d like some help 
in your selection. And send for the 
new GERRARD Blue Book of Pack- 


aging, now. 


Gerrard Steel Strapping Division 
United States Steel Corporation 
2933 West 47th Street, Chicago 32, Ill. 


Please send me, free of charge, the new 
36-page GERRARD Blue Book of Pack 
aging. 
Name 


Company 


Address 


64 on Coupon, page 178. 





i LOOK, JOHN...A ROOF THAT 
: KEEPS YOU COOL IN THE SUMMER 


ee erese, 
ee % 


eestewcere” 
.’ 


... AND A PLAYROOM YOU CAN 
BUILD YOURSELF. 


», 
Ee 


. 
CROPS OH SHEE HERE EERE EH EHEHER EH OS EE ODES 


They’re drumming’ up 


This will be happening in your town soon—thanks to 
Barrett’s four-color spread in the May issue of Better 
Homes & Gardens. 


When the lady of the house gets building ideas and starts 
to give hubby orders—you’re the man who profits. Espe- 
cially when you carry all the Barrett materials your cus- 
tomers are looking for—the FULL Barrett line. 


The ladies of your town who read Better Homes and Gardens 
(and the men who read over their shoulders) will soon be 
getting plenty of ideas from Barrett advertising—built 
around many different Barrett building materials. Ads like 
this are directed at your best customers (and also the best 
customers of the roofing and building contractors who 
buy from you). 


156 


gett ee eee eeerecerercesereres, 
. 


TAKE IT EASY NOW! “sys 


“ee eere saree ereeeasesseceeeee® » 


sales of 


Plus Dealer Support. Advertising in top national magazines 
is only the start of Barrett promotion support for dealers. 
Barrett provides displays, canvass materials, direct mailers, 
samples, ad mats for local use—the most complete promo- 
tion package offered by any building materials supplier. 


Plus Trade Coverage. Barrett talks to the pros through ads 
in the important trade publications. Long familiar with the 
Barrett name, builders, roofers and architects are finding 
out about the Barrett full line of building materials. 


Surely you can use the selling power of Barrett adver- 
tising .. . the established Barrett reputation for quality... 
the advantages of ordering many materials from one source. 
Right now, mail coupon and let us tell you the complete 
profit story on a Barrett dealership. 
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SO Ree eee Pema t eres re ee ee ee 


BETTER WATCH OUT, 

JOHN. MARY'S GOT THAT # 
HOME IMPROVEMENT = 
% LOOK INHER EYE. = 3 


eres eeaeererereereeeeeer® 


Pa 


arrett materials 


@ asphalt shingles 


roll roofings 

asbestos sidings 

built-up roofings 
waterproofing pitches 
damp-resistant coatings 
translucent building panels 
roof insulations 


building board, sheathing, insulat- 
ing plank and tile and other insula- 
tion board products 


rock wool insulation 
wood preservatives 
bituminous paints and cements 


roof coatings; damp-proofings. 


BUILDING PRODUCTS MERCHANDISER 


bette 


it’s 


: arrett 


BARRETT DIVISION 
De pt 66C-18, 40 Rector Street, New York a | eg 


Gentlemen: Without cost or obligation— please send me the 


the Barrett line and dealer program 


storyv on 


Name 
Address 


City 
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IF you sell 
wood... 


4 


SE REN (t 


ee 


WATER REPELLENT 
PRESERVATIVE 


CONTAINING 


PENTAchlorophenol 


Enjoy added profits with every lum- 
ber sale by selling WOODLIFE — 
the original water repellent wood 
preservative. Nationally famous for 
its effectiveness against warping, 
swelling, and shrinking caused by 
moisture absorption, WOODLIFE 
also gives immunity against termites 
and decay. If you aren’t already 
selling profitable WOODLIFE to 
builders and do-it-yourselfers, you 
should be! 


CLEAR 

or PIGMENTED 

P.A.R. imparts a rich non-glossy 
finish while protecting interior and 
exterior woods against swelling, 
splitting, fading and surface dete- 
rioration. A penetrating water re- 
pellent — not a surface coating. 
Pigmented P.A.R. enhances the 
color of redwood, red cedar and 
similar woods by decreasing the 
contrast between the heart and sap 
wood. Clear P.A.R. gives that natu- 
ral look—where color is desired any 
shade is obtained by adding a 
ground-in-oil color. See your jobber. 


Protection Products 


MANUFACTURING COMPANY 
Dept. AL— Kalamazoo, Mich. Since 1921 
0 Send at once full details on Woodlife 


DC Send information on Job-Treating with Woodlife 


Firm Nome 











cally or 





Address 


a 





Circle No. 134 on Coupon, page 178. 


158 





SALES AIDS 


(begins on page 152) 





———Model GWI DeWALT Newspaper Ad Mats 














model, included in a full line of radial 
arm type woodworking machinery. In- 
cluded are streamers intended for use 
by the dealer in announcing a special 
free power tools demonstration, also 
samples of mailing pieces available. 
Also contained is a bulletin outlining 
the profit advantages to the dealer in 
selling the 10” Power Shop model and 
a detailed proof sheet of advertising 
mats available. DeWalt, Inc., Dept. AL, 
Lancaster, Penna. 


Cirele No. 236 on Coupon, page 178. 


Southern Screw Chart 


The Southern Screw line includes 
any size, any quantity, any finish, it is 
said. Just issued is technical Chart No. 
4 and a supply is available, reports 
manufacturer. Lists valuable ‘informa- 
tion about selecting and using sheet 
metal screws and tapping screws. 
Write Southern Screw Co., Dept. AL, 

O. Box 1360, Statesville, N. C. 


Circle No. 237 on Coupon, page 178. 


Message Display Frames 


Aluminum changeable message dis- 
play frames in a variety of sizes from 
814” x11” to 40” x60” are now ear- 
ried on-the-shelf for immediate de- 
livery by Arlington Aluminum Co. 
Frames are of extruded aluminum, 
satin polished with perfectly finished 
corners. The fine appearance of the 
aluminum enhances any poster; slotted 
top permits easy poster change. Most 
models can be wall-hung either verti- 
horizontally. Double-faced 
models in some sizes are also available. 
Arlington Aluminum Co., Dept. AL, 
19011 W. Davison, Detroit 23, Mich. 

Circle No. 238 on Coupon, page 178. 





(begins on page 8) 
Celotex Net Dips 


Net profit of Celotex Corp., Chicago, 
dropped to about $800,000, or some 85¢ 
a share, in the first quarter of its 
fiscal year, which began Nov. 1, officers 
said at the annual meeting. In the first 
quarter of the 1956 fiscal year, net in- 
come was $1,163,963, or $1.25 a com- 
mon share. First quarter sales, re- 
ported chairman of the board Otis S. 
Mansell, were about $14 million, while 
they stood at $17 million for the like 
quarter in 1956. 


65,000 Starts in January 


The number of new non-farm dwell- 
ing units started in January, 1957, in- 
creased slightly over December to a 
total of 65,000 units, reports the U. S. 
Department of Labor. This figure was 
13% below the January, 1956, volume 
and was low in comparison with Jan- 
uary in other recent years except 1952 
and 1954. 

Private housing declined a little over 
the month (by 1,400 units) to 62,200 
in January, 1957. A spurt in public 
housing from 400 units in December to 
2,800 units (mainly under the Cape- 
hart military housing program) more 
than offset the mild dip in private 
starts. The decrease in private home 
building between December and Jan- 
uary was entirely in units started un- 
der FHA or VA assisted programs, 
reports the Department of Labor. In 
contrast, starts with conventional fi- 
nancing in January, 1957, increased 
about 5,000 units over both the previ- 
ous month and January of last year. 

Preliminary results from building- 
permit reports show substantial 
December-to-January advances in the 
amount of new housing authorized by 
permits in all sections of the country 
except the north central and New Eng- 
land states, it was said, indicating the 
spring expansion in home building ac- 
tivity is under way in the south and 
west. 


Boon to Home Improvement 


The home improvement industry to- 

day faces the greatest business oppor- 
tunity in its history, Elmer F. Blakey, 
FHA assistant commissioner for Title 
I, told the Nersica convention meeting 
in Chicago late in February. The 13- 
year federal highway program “will 
change the living contour of the na- 
tion,” he said. “It will bring millions 
of homes within accessible marketing 
and social areas. This in itself will re- 
quire many millions of dollars spent 
in improvement and modernization of 
homes,” he added. 

The FHA official said two of every 
three homes being sold or exchanged 
today are 20 or 30 years old and are 
in need of rewiring, new and addi- 
tional plumbing and extensive interior 
remodeling. 

“There is no shortage of money 
available under Title I,” Blakey said. 
“Such tight money situations as exist 
in certain areas should be eased by the 
latter part of 1957.” 
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good ‘wretehe 


walls start with CHENEY STUDS 


- . - SO be sure this registered 
trademark “is on every 
stud you buy. 


BM ANTI-STAIN TREATED 

fe PRECISION TRIMMED 

fm EASED EDGES 

m WCLB GRADE MARKED 
B ATTRACTIVE YARD PILES 
PREMIUM QUALITY 


mm CAREFUL LOADING 
FOR FASTER UNLOADING 





Y RED END 
~ WAX SEALED 


CHENEY 
Es) Const 





specify 
CHENEY STUDS... standard of quality for dependable dealers 


HX TRADEMARK REGISTERED 
U. S. PATENT OFFICE 


CHENEY Lumber Company 


General Sales Offices: 


of dhe 424 Tacoma Building, Tacoma 2, Washington 
stuns ““ Telephone FUlton 2424 Teletype 024 
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De Pasquale Bros.’ Mack B-42 tractors haul the massive 
concrete products in trailers from plant to job site, 
travelling on- and off-highway. Their 10-yard dumpers 
deliver gravel, while mixers are used to pick up special 
concrete batches for delivery to the plant. 


vf 


because concrete products make rugged hauling... 


De Pasquale Bros. relies on Macks 


Mack B-42’s handle the entire 
hauling needs of one of the East’s 
largest independent suppliers of 
concrete pipe and concrete special- 
ties. President Eugene De Pas- 
quale, Sr., of De Pasquale Bros., 
New Hyde Park, N. Y., is con- 
vinced that it would take many 
more trucks of any other make to 
keep up with his operation. 

‘‘T’ve seen our Macks work 
against even larger trucks on the 
same kind of job,”’ he says. ‘‘Macks 
turn in the best day’s work every 
time. 

“And that’s only part of it. 
We’ve had our Macks over a year 


and a half, and every last one of 
them has been on the go all day 
long, every working day. Yet there 
hasn’t been a breakdown or major 
repair job on any of them. And it’s 
not only the front office that likes 
Macks; you ought to hear our 
drivers on the subject. I’m afraid 
they’re spoiled for anything less 
than a Mack.” 


Best of the many Mack features 
valuable to operation, Mr. De 
Pasquale believes, are the durable, 
precision-built transmissions. 
“‘They’re engineered right,”’ he 
says. “‘And so is the whole truck, 
for that matter. Macks have been 


a big boost to our company in 
every single way.” 

Check De Pasquale Bros. . . . check 
any Mack owner. You’|l find that 
Macks, the finest trucks made, 
mean greater dependability, longer 
earning life, unmatched upkeep 
and fuel economies... more work 
per dollar. 


Mack Trucks, Inc., Plainfield, 
New Jersey. In Canada: Mack 
Trucks of Canada, Ltd. 


MACK 


first name for 


TRUCKS 











@ Vernie Marter has 38 years’ 
experience in the lumber business 


—36 of which have been with 





Crossett Lumber Company. He 





started grading pine lumber in 
1920. Today, he is supervisor of 
Quality Control at Crossett. He 
is responsible for the high quality 
of all Crossett Lumber Company 


products. 


CROSSETT CONTROL 


in correct grading is the starting point for 


Crossett superior flooring—Royal Oak and 9 L © © ee £ a G 


Royal Pine—has special appeal to home-buyers 
. . . because both have matchless beauty, 
warmth and durability. Most important, 
Crossett Royal Oak flooring and Royal Pine 
flooring are properly kiln-dried to correct 
moisture content, retain their natural texture 
and stay smooth permanently . . . the three 
musts for lasting customer satisfaction. 


Write for complete details. 


Croesel ome. 2 


4 Division of The Crossett Company 


Cc ® @& 38's T ARK ANS A § 


f 
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Framing with TRIP-L-GRIP 
Framing Anchors is 
Economical 


USE FOR 
JOIST 
HANGERS 


Eliminate Noiching — Ledger Strips 
—Strap Hangers—Shimming — Floor 
and Ceiling Joists are Leveled. 


one size fits joists from 
2a wr 23k 


USE FOR 
ROOF 
FRAMING 


Securely anchors rafters to plate — 
ties roof down against uplifting 
winds—automatically spaces trusses 
— eliminates toe-nailing. 


SEND TODAY For Free Booklets 
Descriptive and technical data on the 
uses of Trip-L-Grips as joist hangers 

and for roof framing. 


TIMBER ENGINEERING CO. AL-571 
1319 18th Street, N.W. 
Washington 6, D. C. 

Please send me FREE copy of booklets 
“Trip-l-Grip Framing Anchors as Joist 
Hangers” and “For Stronger Joists in 
Roof Framing.” 


Address............... ; 


City, Zone, State........ 











Circle No. 136 on Coupon, page 178. 





New Equipment 





Floating and Troweling Machine 

A new combination concrete floating 
and troweling machine is announced 
by Challenge Mfg. Co. The Challenge 
is a 4-blade machine that does both the 
floating and troweling operations with- 
out changing blades, it is said. It fea- 
tures a hydraulically controlled blade 
adjustment that changes the pitch of 
the blades instantly and an automatic 
mercury shut-off switch. The Chal- 
lenge is offered in two sizes: 36” and 
48” diameter. Both models are pow- 
ered by an air-cooled gasoline engine 
and have a trouble-free, sealed gear 
box. The new Challenge troweling ma- 
chine will be distributed by Cook Bros. 
Equipment Co., Dept. AL, 3334 San 
Fernando Road, Los Angeles 65, Calif. 

Circle No. 239 on Coupon, page 178. 


Selective Wireless System 


Talk-A-Phone Co. announces a new 
six-station selective wireless intercom 
system designed to operate on any 
one of six channels without interfer- 
ence with other communication within 
the system. Selective wireless staff 
stations and selective paging with re- 
ply are featured in the new model. The 
wireless staffs are designed to operate 
in combination with the Talk-A-Phone 
selective wireless masters and can be 
used separately as well as in groups 
of two or more stations to provide 
individual wireless systems. Talk-A- 
Phone wireless staff stations also can 
be used for paging purposes. Talk-A- 
Phone Co., Dept. AL, 1512 S. Pulaski, 
Chicago 23, Ill. 

Circle No. 240 on Coupon, page 178. 


(continued on page 168) 
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More Dealers Than Ever 
are Now Reading 
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Irma builder 


As a builder I know the value of 
both sales appeal and customer 


satisfaction. That’s why I always 


use Wolmanized® pressure-treated 
lumber everywhere wood members 
are near the ground or contact 
masonry in houses I erect. Then 
I can tell prospects and_ buyers, 
“These houses have lifetime pro- 
tection against termites and rot.” 
Naturally, both my lumber dealer 
and I profit. He gets more house jobs 
from me. I get more satisfied home- 
owners who recommend me. 


PRESSURE-TREATED LUMBER 


If you're a dealer inter- 
ested in products with 
growing profit potentials 
and markets, write for this 
booklet. It tells you about fi 
Wolmanized lumber, where Lae 
to use it, where to get it. ta == 


Wolman Preservative Dept. Pr renee ee 


KOPPERS COMPANY, INC. 
1454 Koppers Building, Pittsburgh 19, Pa. 








* ® 
Wolmanized 
PRESSURE-TREATED LUMBER 

Circle No. 137 on Coupon, page 178. 
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where it can be mounted at any con- 
NEW PRODUCTS rc It - made up of hard- 
wood dowels with pine frame and 
(begins on page 138) coated with lacquer. One size, 33” x 
17” x 24”. Can be assembled and 
erected in five minutes, says manufac- 
turer. Ventilated Clothes Bin Co. 7 
Dept. AL, Hamburg, N. Y 


Cirele No. 252 on Coupon, page 178. 





inch diameter. Pruner head is the well- 
known No. 11 Telephone Tree Pruner 
. . Head; saw blade attachment is made 
Tree Pruning Device of Swedish charcoal steel. These two 
New tree pruning device offered by devices—head and saw blade—are now 
Seymour Smith is a combination of combined in one tool, No. 2011, for the 
pruner head and pole saw—blade or convenience of the utility and tree ex- 
pruner head for clipping small pert users. Seymour Smith & Son, Inc., 
branches up to one-inch diameter and Dept. AL, Oakville, Conn. 
¢ saw for larger limbs even up to five- Circle No. 253 on Coupon, page 178. 
Never-Slip Panel Clamps 
Never-Slip panel clamps are de- 
signed for panel erection operations. 
When a panel is raised into position, 
it can be rapidly clamped to its ad- 


$ xT TTT TKTxt Nanaia WV 
joining panel with these lightweight >= 
clamps, allowing one man to adjust ens 
and tack the unit into its final position. 5 
The Never-Slip panel clamp operates i 
with a simple “one hand” lever action YS 
and trigger release for easy removal. EK FREE SERVICE 
Available in two sizes: small model : 
approximately 11” long with jaws ad- ES GU A a A N y 
justing from 2%” to 3%” and a large | : _{ 
deep throat model approximately 
12%” long, saw tooth swivel paws ad- 
justing from 1%” to 5”. Kensico Mfg. 
o., Dept. AL, Mount Kisco, N. =. 


Sra Mempen coronene yas Insures your tackers 
against costly 
maintenance and repairs 


Rent ’em, loan ’em, sell ’em... you'll net more 
every time. That’s because Duo-Fast Automatic 
Tackers give you the extra economy of a Free 
Service Guarantee! 
On rentals and loans, this big Duo-Fast fea- 
ture guards you against expensive repairs. Your 
tackers are kept in top working condition... 
without cost to you. 
You sell ’em with confidence, too. Versatile, 
efficient, Duo-Fast Tackers are the speediest 
tools yet for applying ceiling tile, insulation, 
a - building papers, etc. And Duo-Fast’s Free Serv- jammer Tackers, Staple Guns... 
New RediSprinkler ice Guarantee protects your customers, too. there's a guaranteed DUO-FAST 
The new RediSprinkler will sprinkle tool to speed and simplify nearly 
a diameter from 5’ to 80’ with uniform Shouldn’t you be benefiting from these every building and modernizing job. 
coverage, says manufacturer. A sim- Duo-Fast advantages? Return the coupon 
ple twist of the faucet regulates the today for full dealership details. 


desired area you want to cover. Will 
not corrode or clog up, it is said. 
Painted in modern two-tone green. 
Sprayers & Nozzles, Dept. AL, St. 


Petersburg, Fla. ° Staplers - Tackers - Staples 


x 
—— 
4 
| La 


NOW! Learn FASTENER CORPORATION 

* ° , 854-56 Fletcher, Chicago 14, Ill. 

Ventilated Clothes Bin nee yon multe Please send folder on DUO-FAST Tackers for the Build- 
A ventilated clothes bin that saves greater profits ing Industry, along with complete dealership details. 

valuable floor space and helps prevent with guaranteed ieee etal? aS oS” 

mildew and disagreeable odors from ———— 

soiled clothes is announced. Can be in- DUO-FAST Tackers Company a 

stalled in a basement by fastening Address ee ee 

either crosswise or lengthwise of first —_ Dittsance. lil oa 

floor joists or it can also be used in a 

utility room by fastening to the studs 





Circle No. 251 on Coupon, page 178. 
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How Weyerhaeuser helps 
dealers sell the 


FARM MARKET 


? The farm market for lumber is important to retail dealers today as well 
as tomorrow. Farmers are careful buyers. Their major purchases are direct- 
ed toward helping them improve production efficiency, cutting costs, and 
saving labor. 

This is where You—and Weyerhaeuser—come in. Weyerhaeuser helps 
you sell efficiency. 

The Weyerhaeuser 4-Square Farm Service is filled with time-saving, 
money-saving ideas for farm buildings, farm equipment, and farm homes. 
Each year the selling value of the 4-Square Farm Building Service is in- 
creased by the addition of new buildings, new product idea sections, and 
effective local sales promotion materials. 

This year, for example, there are the new “‘Build-Fast”’ plans, with rafter 
cutting directions and complete bills of materials. 

Farmers like these practical, down-to-earth building helps. All year they 
hear and read about the 4-Square Farm Service through a powerful national 
advertising program that includes schedules in Farm Journal, Successful 
Farming, State, and other farm publications. 

Weyerhaeuser also helps you sell your city market. The 4-Square Home 
Building Service is an exciting sales stimulator that turns prospects into 
customers. The design section colorfully illustrates over 100 popular homes. 

These two Weyerhaeuser 4-Square Building Services are described for 
dealers in ‘‘quick-reading’’ manuals—one on each Service. For full details 
that will help you sell these markets, write for complete information. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 


WEYERHAEUSER 


4.-SQUARE 
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The 
Weyerhaeuser 4-Square 
Building Services 
help you sell AdZ your markets 


On this page are just a few samples of the merchandising 
materials . . . literature, posters, mailing services, mat serv- 
ices and prospect lists . . . offered by Weyerhaeuser to help 
dealers sell both the farm and the city market. These materi- 
als are backed by a powerful national advertising program 
in leading shelter and farm magazines. 

Thousands of Weyerhaeuser Retail Lumber Dealers have 
used—and gained the value of—these merchandising helps. 
Ask your Weyerhaeuser District Representative for complete 
information on the Weyerhaeuser double-barrelled ‘“‘“Systems 
of Selling’’, or write us today. 
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FREE DISPLAY CASE 


Mt, » WELDWooD 
FLEXIBi eg 


Actual Size 
17” high x 18” 
wide of compact 
display space 





fp \ Real wood veneer 
| in handy rolls... 
h sells right off your counter 


HY 


ii ® 
i Weldwood 


| cLEXIBLE 


Wood-Trim 


\ 
FREE! . 
WOoD-TRIM \\\) 
DISPLAY CASE \% Here’s a new profit item by 
Sante 36 rele ot Weldwood that every do-it-yourselfer 
assorted weeds, . +s 
including Oak, ’ IS Walting for 
African Mahogany, ee H wy, 
Walnut, Birch, Fir, for edging plywood 
and Korina.® ‘Each (no more exposed edges) 
oo toe — for decorating coffee tables, 
wide, in trans- ° . 
parent re-usable picture frames, lamp shades, 
sase —— at \ waste baskets, etc., etc. 
\ Wood-Trim is so flexible it easily 
\ wraps around curved or angled sur- 
faces, yet it won't readily chip, split, 
peel. All that’s needed to apply it is 
ja good wood glue like Weldwood” 
Contact Cement or Weldwood Presto- 
Set® Glue. No need for heat, irons, 


pressboards, clamps, nails. 


Another 
Weldwood 
Wizard 


Heavily Advertised Nationally! 


*Trade Mark 


ORDER WOOD-TRIM TODAY! 


Made by UNITED STATES PLYWOOD CORPORATION 
Dept. AL3-7WT 55 West 44th Street, New York 36, N. Y. 
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x _) OFFERS 


The ultimate in garden products 
and Redwood furniture 
to increase 1957 sales 


Create a profitable Redwood 
products department from 
America’s largest assortment. 

Write for details about an entirely new sales plan on 


pergolas, arches, fences and barbecue sets that can 
double your volume and profits. 


All shipments FOB factories Michi- 


gan, Minnesota, Wisconsin or Cali- 
fornia. 


VANDY-CRAFT 


The Ultimate in Redwood Products 


14105-1712 Merchandise Mart 
Chicago 54, Illinois 
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CONSTRUCTION FEATURES 
MEAN SALES ADVANTAGES 


B&C combine LOW PRICE, FULL RANGE OF SIZES and HIGH 
STRENGTH DUCTILE IRON for profitable quality advantages that 
are hard to beat. 


B&C DUCTILE IRON 
CARRIAGE CLAMPS 


8 Sizes— 

1°’ to 8'' cap 
1%" to 4" 
throat depths 
i, 2 ee 
come in Malle- 
able only) 

ae eee si 
3‘' ore BRIGHT 
NICKEL PLATE 


* “rocking” pads 


B&C DUCTILE IRON 
EXTRA DEEP CLAMPS 


for tight, safe 


clamping. 


* vise type handles 9 gig. 
1’ to 6°’ cap. 
3° to 5’ throat 
depth 


assure easy, posi- 
tive operation. 


COMPARE B&C CLAMPS FOR 
PRICE and QUALITY. GET THE 
FACTS ... SEE YOUR JOBBER. 





me BRINK & COTTON mec. co. 


63 POLAND STREET * BRIDGEPORT, CONN. 
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The Beauty of this Genuine Hardwood Block Flooring is in the Price, Too! 


Many fine homes are now proudly show- 
ing their patterned hardwood floors in all 
their splendor, with no more covering 
than occasional throw rugs. It’s a new 
note of luxury, yet these hardwood floors 
cost less than good carpeting. Rich and 
ag hi warm, smart and decorative, Wood- 
> : P ‘ oy Mosaic Laminated Hardwood Block 
; floors are the most rewarding investment 
you can make in a home. 

These distinguished floors are as econom- 
: a ical as they are beautiful . . . shipped to 
| , = hs your construction site ready for installa- 
tion (pre-finished, waxed and polished) 
. a time and money saver on any job. 
it. wal a Available in a variety of woods. Consult 

your nearest dealer or write direct to 


és Ezy fees oe Wood-Mosaic 


ali- : tj j » , ros 
f * * rd ie PARKAY Division 
™ : LOUISVILLE, KENTUCKY 
ee : rai Maker of the World's Finest 
e oa os: Hardwood Flooring since 1883 
cts CAK LAMINATED HARDWOOD BLOCK 
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merchandising... 


EFFECTIVE RETAIL SELLING 
Bernard F. Baker $2.95 


Any member of your sales staff, new or old, will be 
more productive if he applies the tested methods of 
sales psychology and personality development pre- 
sented in this book. Includes an excellent listing of 
sources for merchandise information. 287 pages 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL 


Enclosed is my check in the amount of $2.95 for the 
above book. 


Name 





Address 





City, State 








ps 


BUILDING INSULATION 
Paul D. Close cease , $5.25 


Anything you, your sales staff and contractors want 
to know about insulation can be found in this book 

Covers the entire field of heat and sound insulation, 
including the development of commercial insvia- 
tions, types and how toapply, theory and economics 
of thermal insulation, relative heat-loss co-effi- 
cients of materials, fuel savings of various insula- 
tions, how to prevent condensation. 402 pages 


AMERICAN LUMBERMAN, INC. 


139 NO. CLARK ST., CHICAGO 2, ILL. 
Soserer teed Serer tre eirere or samen We had to put on extra hands — since we 
the above book si e aa : 

started suggesting “Scorcn” Brand Masking Tape 
with every paint sale! 





Name 





Address 


City, State. 
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SEVIS Tools 


STEELMASTER 


The Finest Hammer Ever Made 


Here’s why: 

Tempered rim minimizes chipping. An exclusive Stanley feature! 

The rim of the striking face is induction tempered to mini- 

mize chipping. " 

Locked-on head. The head is permanently locked to the handle. 

It will never come loose. > 

Chrome alloy handle. Special chrome alloy steel handle will “i 

not break! It flexes a little, it absorbs vibration, but it will 

not break. Chrome plating prevents rust. 

Contoured grip. Neoprene forms a non-slip, cushioned grip. . 

And it won’t mar, so the butt end can be used to tap work ~” 

into place. 

Stanley STEELMASTER available in 5 models “5 

Order Unit ST6 with 4 No. ST1%2, 1 No. ST2 and 
1 No. ST1%2A, and this merchandiser is shipped 
with your order absolutely FREE! Ask your whole- 
saler now! 


With Ripping Claw 


STIA 200z. $4.95 list 
STIYAA 160z. 4.69 list 


With Curved Claw 
ST1 20 oz. $4.95 list 
ST1% 160z. 4.69 list 
ST2 13 0z. 4.69 list 


STANLEY TOOLS 
Division of The Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools + drapery, industrial and builders hardware « door controls + aluminum windows + metal parts + coatings « 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 
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NEW EQUIPMENT 


(begins on page 162) 





Boose Power Workshop 


A new power workshop, The Boose 
Power Workshop, is comprised of a 
basic saw unit, involving two table top 
sections affixed to a tubular steel 
frame, operating controls and new, 
patented air-cooled % hp motor. Ad- 
ditional equipment, designed for quick 
setup, includes jointer-shaper, disc 
sander-drum sander, electric hand saw, 
drill press, lathe, mortiser, router and 
band saw. The workshop operates at 
90° as a saw or dado, and vertical as 
a jointer, single spindle shaper and 
sander, with material horizontal, says 
manufacturer. Reamstown Products 
Co., Dept. AL, Reamstown, Penna. 

Circle No. 241 on Coupon, page 178. 


Definite-Length Tape Dispenser 


A definite-length dispenser for pres- 
sure sensitive tape, which is said to 
halve packaging costs, can be obtained 
through a_ special offer. The M-92 
lever-operated dispenser can be bought 
along with the purchase of 12 rolls of 
2592 inch long cellophane tape and 
exchange of an old dispenser. The 
manufacturer is making the offer, 
called DL, as a means of introducing 
the convenience and economy of a 
lever-operated dispenser. The M-92 
dispenser will handle tape in widths 
up to an inch and lengths up to 72 
yards. It can be preset to dispense 
tape in strips one to four inches long. 
Minnesota Mining and Manufacturing 
Co., Dept. AL, 900 Fauquier St., St. 
Paul 6, Minn. 

Circle No. 242 on Coupon, page 178. 
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CUSTOMER SERVICE 


(begins on page 68) 





known for durability and resistance 
to wear and weather. They are less 
interested in color and are con- 
cerned about their discount. 


The amateur. The do-it-yourself 
customer has been a frequent source 
of concern for many lumber dealers. 
Men aren’t so bad but women cus- 
tomers in a dilemma over color 
choice have driven many a dealer to 
seek the seculsion of a remote shed. 

Color is obviously very important 
to women paint customers to the 
exclusion of just about everything 
else. She takes it for granted you'll 
sell her the right paint for her 
walls or kitchen cabinets. One im- 
mediate solution seems to be in the 
wider dealer use of “Color Selec- 
tion Centers” or “Decorating Idea 
Centers” in some area of the store 
to really merchandise color and per- 
mit leisurely selection. From the 
woman’s viewpoint it’s neither con- 
venient or comfortable to select 
color from a wall fixture or make- 
shift table exposed to heavy store 
traffic. 

All too few yards are presently 
equipped to really promote color in 
a manner to make both sales and 
more customer satisfaction. Devot- 
ing space to a “Center” is the first 
step but it should be equipped with 
a lot more than color chips and a 
manufacturer’s sales tool. Use liter- 
ature, of course, but women cus- 
tomers are more readily convinced 
that a color treatment is right if 
they see it in top consumer maga- 
zines devoted to improving the 
home. A supply of current maga- 
zines of this type can be most help- 
ful in stimulating paint sales. 

Small color chips, often far from 
accurate, can lead to many irate 
customers. Again, women customers 
especially, view a sample or take it 
home and make a choice. When the 
paint is purchased and applied the 
screams begin because lighting con- 
ditions and other factors often 
haven’t been considered. Encourag- 
ing customers to buy a small can of 
paint in several shades of the color 
they want, sometimes is helpful. 
After the colors are applied a final 
selection can be made for the quan- 
tity purchase. Still another develop- 
ment which might prove helpful 
are the plastic bags of paint sam- 
ples now being tested on the west 
coast. ““Wet’”” samples could be the 
solution. 


More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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STANLEY QUALITY 
IS REAL ECONOMY! 


MODEL 10-A ALUMINUM 


JALOUSIE WINDOW 


Exclusive and patented features! 


@ Patented finger-tip roto operator. designed especially 
for jalousies. 


@ Patented adjustable “tension-seal" louver clip. 


oe @ Complete weatherstripping around jamb, head and sill. 
@ Standard and special Stanley KD sizes. 


MODEL 40 ALUMINUM 
AWNING WINDOW 


The window of advanced design! 


@ Triple-powered operating mechanism delivers equal 
power to jack screw in each jamb. 


@ Full cantilever support of 12-inch vents eliminates pro- 
jecting arms. 


e@ Complete weatherstripping, plus double metal-to-metal 
contact at meeting rails, jamb and sill. 


e@ Standard and modular sizes available. 


MODEL 24 
ALUMINUM HORIZONTAL 


SLIDING WINDOW 


For modern indoor-outdoor living! 


@ All weather protection—Schlegel pile 
weatherstripping. 





e@ Equipped with stainless steel cam type latch. 
@ Available in double and triple sash series. 
@ Units may be shipped KD or assembled and glazed. 


Interchangeable screen and storm sash and attachable fin trim 
available on all models. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works 
—hand and electric tools + drapery, industrial and builders’ hardware + door controls 
aluminum windows + metal parts + coatings + steel and steel strapping—made in 
24 Stanley plants in the United States, Canada, England and Germany. 


STANLEY BUILDING SPECIALTIES COMPANY FREE 
Subsidiary of The Stanley Works of New Britain, Connecticut BOOKLET 


Dept. AL-3, 1890 N.E. 146th Street, North Miami, Fla. 


Please send more information on: Jalousie Windows |] 
Awning Windows Horizontal Sliding Windows 
Tub Enclosures [] Jalousie Strip Hardware [_) Thresholds 


I am a Dealer [| Distributor 


Name 
Address 


City Zone State 
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( Here's the one thar ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK it WORKS BETTER. 








STICKS AND STAYS pif 
t) 


wD 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock 

Hard Water Putty 

ey you by far the 

best profit margin on 

any product of this 

nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materi ls may shrink, 
fall out or chip off. Durham’s Rock-H: ard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
jlay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
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SAWHORSE 
BRACKETS 


ditty 


@ NO NAILS 


show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 


Sets to a carton. ‘ 
J 
ditty 


Dealer heips 
FREE. 
oe A 


(ie =~~ 


ox sauna 
‘san von 208 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


MAKE UP A 
JIFFY SAWHORSE 
TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
Grand Haven, Mich 
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NEW BRR Valht: 


Technical Data 


Multiplex panels are fully described 
in a new booklet offered by the manu- 
facturer. Liberal illustrations show 
the use of Multiplex in dealers’ show- 
rooms for merchandise displays. Fully 
described are construction features, 
sizes and prices. Multiplex Display 
Fixture Co., Dept. AL, 907-917 North 
10th St., St. Louis 1, Missouri. 


Circle No. 243 on Coupon, page 178. 


“Now Wood Gets a ‘Vaccine’, Too” 
is the title of a new illustrated bro- 
chure explaining how vacuum applied 
pressure protects wood. The bulletin 
shows how wood, impregnated with 
preservative by what is known as the 
Dri-Vac method, is protected against 
moisture absorption, swelling, shrink- 
ing, grain raising, checking, decay and 
termite and fungi attack. The bulletin 
explains that Dri-Vac treatment now 
is available at Robbins’ new Dri-Vac 
plant at Ishpeming, Mich. Copies of 
the bulletin may be obtained by writ- 
ing to Robbins Flooring Co., Dept. AL, 
Reed City, Mich 


Circle No. 244 on Coupon, page 178. 


Plastic Laminates. A new, illus- 
trated, 16-page brochure, entitled “Pi- 
onite, at home, in business, in indus- 
try,” describes the uses and advantages 
of Pionite plastic laminates. Profusely 
illustrated with photographs, it shows 
many different applications of Pionite. 
The booklet points out how Pionite is 
used for every room in the house, in- 
cluding handsome dining room and 
bedroom furniture, in addition to pan- 
eling and counter, sink and vanity tops 
in the kitchen and bathroom. Fully de- 
scribed are more than 125 patterns and 
woodgrains in the Pionite line. Pioneer 
Plastics Corp., Dept. AL, 28 Goodhue 
St., Salem, Mass. 

Circle No. 245 on Coupon, page 178. 


How AW cut nails can save time 
and money on every job is fully de- 
scribed and illustrated in a new booklet 
titled “AW Cut Nails.” AW Cut Nails 
also can be furnished Quenched and 


Tempered for extra hardness and 
strength needed for furring cinder 
block and driving into light concrete 
construction. Sold in 100-pound steel- 
hooped kegs, 50-pound kegs and 25- 
pound packages. Alan Wood Steel Co.. 
Dept. AL, Conshohocken, Penna. 


Circle No. 246 on Coupon, page 178. 


“Aluminum in Architecture” is the 
title of a new, 16-page catalog, giving 
up-to-date information on Kaiser 
Aluminum architectural products and 
services. Comprehensive data on such 
mill products as extruded _ shapes, 
sheet, plate and foil as well as Kaiser 
Aluminum buildings products is of- 
fered. A section on specifications com- 
pletes the 16-page catalog. The new 
catalog may be obtained by writing 
Kaiser Aluminum Architects’ Service 
Div., Dept. AL, P. R. 157, 1924 Broad- 
way, Oakland 12, Calif. 


Circle No. 247 on Coupon, page 178. 


Consumer Data 


Ridge Door announces a new indus- 
trial catalog, making available descrip- 
tive literature on its entire line of 
quality residential, budget residential 
and industrial overhead doors. The new 
8-page catalog contains photographs, 
illustrations and descriptions on all 
industrial and commercial applications. 
The catalog is listed in Sweet’s Catalog 
Service. Descriptive literature on the 
entire line may be obtained by writing 
The Ridge Door Co., Dept. AL, Drawer 
312, Monmouth Junction, N. J. 

Circle No. 248 on Coupon, page 178. 


Mellowood genuine hardwood panel 
squares in four rich prefinished wood 
grains—rift oak, leaf walnut, cherry 
and quartered walnut—are described in 
a new four-page, full-color, compre- 
hensive folder. Also described is a 
Mellowood do-it-yourself kit, contain- 
ing a specially designed Atkins saw 
and a pressure roller, said to be all 
the tools needed for affixing panel 
squares to walls. National Veneer & 
Lumber Co., Dept. AL, Seymour, Ind. 

Circle No. 249 on Coupon, page 178. 








MANUFACTURERS 


Since 1879 





EXCHANGE SawMILLs SaLes Co. 


SOUTHERN and WESTERN WOODS 


Yoncalla Lumber Co. 
Douglas County, Oregon 


1400 R. A. Long Bidg. 
Kansas City 6, Mo. rwx xc-4ss 


DISTRIBUTORS 


Representing: 
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Minimum 
Inventory 
Plan 


GIVES YOU 4 DOORS TO SELL 
FROM EACH 1 IN YOUR STOCK 


Here’s how Capitol’s Minimum Inventory Plan multiplies your 
inventory dollars: You stock a modest inventory of Capitol Basic 
Doors . . . plus an assortment of Capitol Z-Bars and Expanders 

. all of which are completely interchangeable. You can sell any 
basic Capitol Door as a Z-Bar or Expander model... with a 
choice of 3 piano-type hinges, Oilite hinges or full-length piano 
hinge. Capitol’s Minimum Inventory Plan lets you cut inventory 
costs .. . and still sell a complete line of doors, a complete selec- 
tion of styles, sizes and features .. . in a range of prices to meet 


every merchandising need. 


SELL THIS 
BASIC DOOR 
4 WAYS | £ £ 


1. Z-bar Door 2. Z-bar Door 3. Expander Door 4. Expander Door 


Fa 


3 Oilite Hinges Full piano hinge 3 piano-type hinges Full piano hinge 


... World’s Largest Manufacturer 
Let Capitol's Minimum Inventory Plan of Aluminum Doors 


k V.1.P. in the d j : 
vipracianedin ee eee eee CAPITOL PRODUCTS CORP. @ MECHANICSBURG 14, PA. 
Discover the simplicity, ease and Send me information on Capitol’s Minimum Inventory Plan 


economy of selling Capitol Aluminum and Capitol 
Storm Doors ( ) Screen Doors (_ ) Jalousie Doors 


Storm, Screen and Jalousie Doors. 
| ial 


Return coupon for complete details. 
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9 STYLES” _ 








All Popular Sizes? 








WINDOW WELLS 
. Be Complere Line 


USF Custom window wells are designed for installation requiring 
finest quality construction. USF Standard window wells, in straight 
and round types only, meet the need where a good quality well 
is desired at an economical price. You need only one line to supply 
every type of well requirement when you stock USF. Write today 
for literature and prices. 


Of 2:22 EF, Prasnessors INC. 





' Something 


NEW 


Something 
DIFFEREN 


A new modern 
Combination Storm and 
Screen Door equipped 
with Easy Change 
Locking Device to permit 
easy change from 
Summer to Winter. 


The Sure-Grip 
Protecto-Plate 


with the 
‘‘Easy Change’ 
Locking Device 


THE COMBINATION DOOR CO. FOND Du LAC, WIS. 








* Beautiful — Practical, can be 
painted in two-tone colors to 
match or harmonize with 
color scheme of your house. 


WOOSTER, OHIO 














cut window maintenance 
costs with 


SHATTERPROOF GLAZOR 


New Plastic Glazing Sheets 


Eliminate window paintina 
Reduce window washing 
Eliminate window breakag 


Colorful Glazor plastic panes provide 
ow maintenance daylight illumination 
admitting soft, non-glare lighting 
while blocking light glar t 
e the thermal insulation 
. ae 
giass 


is available tn smooth finish 

White, Daylight Green, Natural, 
Light Blue and Forest Green. Press 
molded from 3 oz. mat for greater 
rigidity, it's shatterproof, easy to instali, 
weather and acid resistant, Glazor will 
not crase, crack or distort 


Available in Standard Sash Sizes 
and 48” x 96” Sheets 


Also available in DAYCOR 
Corrugated sheets 
STRICK PLASTICS CORP. 


P.O. Box 204 
Perkasie, Pennsylvania 
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ALUMINUM WINDOWS and doors, also wood units, are manu- 
factured and distributed from the Dover, N. H., plant. 





WHOLESALER HELPS DEALER 


(begins on page 128) 





delivery of products to dealers and affiliated ware- 
houses. Each of the semi-tractors has two trailer units 
so one is available for loading while the other is on 
delivery. 


Firm policies. “For the protection of legitimate 
lumber dealers as well as ourselves,” says Don, “we 
adhere to strict policies on credit and distribution.” 

The firm sells only to lumberyards that: 1. Maintair 
a permanent place of business with adequate service 
facilities. 2. Maintain sufficient inventory to meet cus 
tomers’ immediate needs. 3. Sell at retail to builder: 
and consumers. 4. Have sufficient operating capital ane 
don’t ask suppliers for excessive credit. 

“We have always maintained a policy of keeping 
dealers constantly informed about due accounts” says 
Don. “As a result our losses through the years have 
been almost nil. We believe this policy also benefits 
our customers by preventing a debi build-up.” 





Films Available 


Send for this descriptive list of 130 films. It 
includes training films for your employes, films 
picturing your products being manufactured 
and installed. Wonderful for your contractor 
and customer clinics. And only 50¢. Send for 
your copy today. American Lumberman, 139 
North Clark Street, Chicago 2, Ill. 
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J courtesy California Redwood Association 


VOTING on a 
NEW SCHOOL? 


ror ECONOMY ano SAFETY 
BUILD IT OF 


From Maine to California beautiful modern schools 
are being built of wood — saving taxpayers thousands 
of dollars and achieving maximum safety for their chil- 
dren. Architects, engineers, fire-protection officials agree 
that the well-planned one-story wood school offers an 
ideal combination of safety factors — against fire, panic, 
earthquakes, tornadoes, fumes. 

Help your own community to get more for its 
money by using wood in the construction of schools, 
other public buildings, stores and homes. Your National- 
American Lumber Wholesaler can give you the facts and 
service you need. Information on grades and their proper 
uses is at his fingertips. It’s yours for the asking. 


TIMES ARE CONSTANTLY CHANGING... .THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


National-American 


WHOLESALE 


Lumber Association 


41 East 42nd Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 


Circle No. 87 on Coupon, page 178. 





__ JOIST HANGER 


RIBBED STEEL” 
\~£ CROSS BRIDGING 


YOU CAN hy Pe 
DEPEND ON 


LEVELAND 
BUILDING |—— 


TIES: 


ATISFYING 
USTOMERS 


AREA WALL 


VENTILATOR C 
| ? OAK . 
f BEECH e PECAN \ 
& Hardwood Flooring Jf 


F ? 
Ssnutee 


IT SELLS 
on QUALITY! 


Choice timber, carefully manufactured and graded into 
first-quality flooring, gives you a flooring line in Mt. Vernon 
brand that is hard to beat. For years it has performed 
dependably—with no deterioration or loss of beauty—in 
any of three species. This reputation for quality will stand 
you in good stead, with customers and sales. Ask about 
NOFMA-certified Mt. Vernon brand flooring today. 


Also BAND SAWN HARDWOODS. Write or call— 


FOUNDATION 


a VENTILATOR 


FRAMING ANCHOR PEAK VENTILATOR 


MORE THAN 40 TOP-QUALITY BUILDING PRODUCTS 
WRITE FOR CATALOG 


CLEVELAND STEEL SPECIALTY CO., INC. 


ESTABLISHED 1924 








MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernon, Alabomoa 





3771 EAST 91st STREET e CLEVELAND 5, OHIO 
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FUNDAMENTALS OF CARPENTRY 

Walter E. Durbahn - two volumes 

Your shop trainees can quickly be an asset if they 
read 


Vol. | Tools, Materials, Practice .......... 3.50 





Easy-to-follow guide for tool selection, identifi- 
cation and choice of woods and materials, use of 
the stee! square, how to read blueprints. 336 
pages, 243 illustration: 


Vol. 1! Practical Construction............. 4.50 





Detailed instructions on constructing a building, 
various processes and why they are used. 444 
pages, 318 illustrations 


CARPENTRY 


Gilbert Townsend. ‘ se $2.50 


An A-to-Z treatise on simple building construc- 
tion, including framing, roof construction, gen- 


eral carpentry work, exterior and interior finish 
of buildings, building forms and working draws 
ings. 504 pages, 587 illustrations. 


CABINETMAKING AND MILLWORK 

Dahli and Wilson............... occvee cee 
Even your experienced shop men can learn some- 
thing from this book. Presents tested practices on 
a wide scope of jobs, how to eliminate errors which 
reduce efficiency and safety, how to solve the 
problem quickly. 235 pages, over 250 illustrations. 


TECHNIQUE IN RIPSAWING 

Be Ge, FR och otis ccccee- cccccsse secee eeeee 
Shows shop and mill men the correct procedures 
to apply in ripsawing, and the many uses of this 
versatile too!. Covers selecting the right blade for 
the job, sharpening, care and handling as well as 
discussions on swage setting versus spring set- 
ting, ripping tapers, bevels, etc. 42 pages 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $.... for 
the books | have checked below. 


Fundamentals of Carpentry 
© Vel. t--Teols, Materials, Practice 
O Vol. 1i—Practical Construction 
0 Carpentry 
0 Cabinetmaking and Millwork 
O Technique in Ripsawing 








Address 





City, State. 











Trade Mark 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


DOUGLAS FIR 


INCENSE CEDAR 


Annual Production 60 Million 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


| a, 


ial 


ii! 
Ww) e 


Registered 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA ANDERSON, CALIFORNIA 
Sales Office at Susanville, California 











Circle No. 91 on Coupon, page 178. 
March 18, 1957, AMERICAN LUMBERMAN AND 











g REFLECTOR-HARDWARE CORP. Dept. AL-3 


ES TOS, eG IGLOS SS A 


_ —— 


Merchandising 


EFLECTOR 


HARDWARE CORP. 
VISIT OUR NEW YORK SHOWROOM 


NEW YORK OFFICE AND SHOWROOM 
225 W. 34th ST., NEW YORK 11 


MAIN OFFICE AND FACTORY 
WESTERN AVE. AT 22nd PLACE 
CHICAGO 8, ILLINOIS 


7 WESTERN AVE. at 22nd PLACE, CHICAGO 8, ILL. y 


r Gentlemen: 

Please RUSH my 3 free guides to getting 125% more live J 

B selling space. I want to display more lines and still keep a 

t all my merchandise in easy “buying-reach” of customers. 

B® Name ocak , = 

B Position = ——_g 

8 Firm Name ; ——— § 

B® Address ee -§ 
6 ea Zone State ‘ Jj 
SSS SSR RRBs eeeee 





HOW-TO-DO-IT 
GUIDES Show you 
how to 


HUNDREDS OF IDEAS : 
208 PAGES @ 1200 ILLUSTRATIONS 


@ SELF-SERVICE AND SELF-SELECTION GUIDE. For any 
line or department, Fully illustrated—shows you how 
to get best merchandise presentation setups. ~ 


@ GENERAL DISPLAY GUIDE with equipment to suit 
your needs. Signing and Pricing — Garment Racks — 
Window Stands — Binning and Splicing — Costumers 


@ PERFORATED PANELING GUIDE with dozens of 
ideas on how to use perforated paneling and inex- 
pensive Space-Klips for every type of merchandise. 


© 1987 rhe 
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SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 


























This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath, cement — to proper height 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins; No. 16 elevates to 10 ft. 
6 ins. Write for HANDIBELT Bulletin No. AL, 
Dept. U-3. <4 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 


Principal Cities RAVITY & POWER 








CONVEYORS 
Nis 
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PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry. 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24"', 26" or 30" x 

8". A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54, 


MACHINE WORKS 
238 EIGHTH ST., HOLLAND, MICHIGAN 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $6.00 
Rates. 


-25c per word for each insertion. 
Minimum charge of $1.25 per line. 


3 Times—20c per word ror each consecutive 
insertion. Minimum charge of $1.00 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. : 

No agency commission or cash discount al- 
lowed 


All ads for classified section must be 5: 
Publisher’s office 14 days preceding date o 
publication. Advertisements are set in uniform 
6 point style. No cuts or special borders al 
lowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less 
are specified or used, regular line rate is 
charged. When answering box numbers or 
mailing copy for ads address them to: 


AMERICAN I UMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


1 Time 





HELP WANTED 





OPPORTUNITIES UNLIMITED 


We need men who are experienced retail yard 
managers. South Florida is experiencing tre- 
mendous growth which necessitates the ex- 
pansion of our operation. 

You can enjoy the benefits of working for a 
well established company with unlimited pro- 
motional opportunities and the ideal living 
conditions of South Florida. Write in complete 
details outlining your experience in the lumber 
business and personal background enclosing 
a recent photograph and mail to Box No. S-58, 
American Lumberman, Inc. 


Wanted: 


Manager for Mill Manufacturing Mouldings 
and Interior Trim in Wisconsin. Must be ex- 
perienced and aggressive. 

Good salary with percentage of profits. 
Address: Box S-60, American Lumberman, Inc. 


Wanted: 


Assistant Manager for Retail Lumber Yard in 
Southern Wisconsin, must be experienced and 
capable. Six to eight employees. Able to take 
off list from Blue Prints. 


Address: Box S-61, American Lumberman, Inc. 





HELP WANTED 





Well established Lower Michigan lumber 
wholesaler has opening for salesman to cali 
on retail lumber dealers. Apply in writing 
stating references and experience. Address 
Box V-28 American Lumberman, Inc. 


Lumberman 


Large indepenaent retail }umber company in 
midwest needs man with at least five years 
retail lumber experience. Although position 
is not one of management, would prefer man 
with small yard management experience. Par- 
ticularly interested in a man with home p!an- 
ning and estimating experience but not essen- 
tial. Compensation commensurate with experi- 
rnce. Extremely fine possibilities for advance 
ment. Apply by letter giving complete outline 
of education and past experience. This is im- 
portant. All inquiries wil] be held in strict 
confidence. If your application interests us, we 
will send our application for your completion. 
Add-ess Box V-29 American Lumberman, Inc. 





SITUATIONS WANTED 





Thoroughly experienced in special millwork, 
listing, detailing. some estimating. buying. 
selling, billing, supervising. Know bench and 
machine work, sober, reliable. best references. 
Reply Box No. T-43 American Lumberman, Inc 


Detailer-Biller: Experienced with top refer- 
ences. Could be available on short notice. 
Address Box T-44 American Lumberman, Inc. 


“smvetent Lumberman desires position with 
progressive company. Family man, age 28, 
Seven years experience, both retail and whole 
sale. College graduate, now attending evening 
graduate school. Will relocate. Address Box 
V-30 American Lumberman, Inc. 





Position Wanted 
10 years experience with midwest wholesale 
distributor dealing in hardwood lumber, ply- 
wood and related building materials. Experi- 
ence in warehouse management, sales, and 
inventory. Position must offer future security 
and advancement. Will relocate. References. 
Address Box V-31 American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





ASSISTANT OFFICE MANAGER 


One largest building supply & lumber yards 
West Coast Florida needs assistant to Office 
Manager. Must have retail, lumber and build- 
ing supply experience. Man or woman. Ad- 
dress Box T-28 American Lumberman. Inc. 





Applications being accepted tor salesmen by 
one of largest building supply and lumber 
yards on West Coast Florida. Preference will 
be given to former yard line managers. Salary 
and liberal share of profits. Good men should 
earn in excess $600.00 month. Write Box T-29 
American Lumberman, Inc. 


Wanted—Young man with education and abil- 
ity for assistant manager of small yard in 
Centra] Illinois. Line yard company, chance for 
advancement. Address Box V-21 American 
Lumberman., Inc. 





DETAILER AND BILLER—Large midwest archi- 
tectural millwork company has opening for two 
experienced detailers and billers qualified to 
make shop drawings for schools and churches. 
end resume of experience, age, salary de- 
sired and availability. Excellent opportunity 
for right man. Reply Box V-20 American Lum- 
berman, Inc. 





WANTED: Manager for growing retail Hard- 
ware & Building Material business, located 
West Central Illinois. Experience necessary in 
all phases of business. Good working condi- 
tions, group insurance, profit sharing compen- 
sation. Opportunity to invest. Address Box 
V-27 American Lumberman, Inc. 
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MANUFACTURERS AGENT 


Manufacturers Representatives with estab- 
lished trade among retail lumber companies, 
building supply firms, hardware stores, etc.. 
to represent 50 year old leading manufacturer 
of ladders and redwood furniture. Exclusive 
territories. Liberal commission arrangement. 
Inquire Box T-36 American Lumberman, Inc. 


SALES REPRESENTATIVE WANTED—For West 
Coast Territories by established manufacturer 
of competitive line of metal building products 
sold to Building Material and Hardware Dis- 
tributors. Commission arrangement. Our prod- 
ucts have been sold East of the Rockies for 
many years and we now plan extension of 
coverage to Far West. Products include cir- 
culator fireplaces, treplace dampers and doors, 
outdoor fireplace units, foundation and eaves 
vents, steel lintels, mortar boxes, wall ties, 
access doors and metal building specialties. 
In reply give full details. Vestal Mig. Co., 
Sweetwater, Texas. 





FACTORY REPRESENTATIVES: A few choice 
territories still available for Storm King’s 
fast-growing Slide-O-Matic Horizontal Primary 
Aluminum Window. Increased production facil- 
ities and extensive national advertising are 
making this America’s fastest growing win- 
dow. Factory representatives on a commis- 
sion basis are needed immediately to set-up 
distribution in areas where we are not now 
represented. Exclusive features and attractive 
pricing assure aood reception. If you need a 
good primary window line, don’t overlook this 
money-making oppeeuaity. Write, wire or 
phone Mr. A. Zissen, Storm King Corpo- 
ration, Miamisburg, Ohio. Telephone 6-247]. 


SALES REPRESENTATIVES 
WANTED 





SALES REPRESENTATIVES WANTED to call on 
lumber yards, in North Central States, to sell 
new type rustic fence. Attractive, easy to erect, 
costs less than half other styles rustic fence. 
Write fully regarding territory covering and 
other lines carried. Denning Mfg. Co., Box 
1396, Joliet. Ill. 





Manufacturer's Representatives for well estab- 
lished, expanding, flush door manufacturer. 
Western New York—Western Pennsylvania— 
Eastern Ohio—West Virginia, North Carolina 
territories available, on commission basis, to 
qualified representatives selling to millwork 
jobbers onlv. Advise other lines carried and 
territory covered. Reply Box V-32 American 
Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





QUALIFIED salesman with good finances 
wishes to make straight commission deal with 
reliable lumber mill. Address Box 973, New 
Iberia. La. 





COMING TO CHICAGO? 


Let's get acquainted. Have sold Lumber Yards 
thru Jobbers since ‘39. Please phone Wilmette 
985 or Write Box 43 — R. T. Hosking. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceable 
Kiln Trucks in stock 
M. K. FRANK 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22, Pa. 
105 Lake Street, Reno, Nevada. 





BUSINESSES WANTED 





WANTED TO PURCHASE OR LEAS 


Lumber or Building Supply Yard in town of 
approximately er more population, and 
with sales of at least $150,000. G. E. Morton, 
Rock City, Ill. 





MISCELLANEOUS WANTED 





WANTED—Sawdust kiln dried—car or truck 
loads. 


WOOD PRODUCTS COMPANY 


421 Phillips Ave. 
Toledo 12, Ohio 





LUMBER & DIMENSION 
FOR SALE 





FOR SALE: North Carolina White Pine. Rough, 
surfaced or S2S&R/S. Quality Hardwood Pal- 
lets. Corinth Hardwood Co., Box 581-A. Bristol. 
Tenn. 





Used Mixed Hardwood & Softwood Stickers 
25/32 x 1-3/4°' x 47°’°—Carload or Truckload. 
Ahonen Lumber Company—Ironwood, Michi- 
gan. 


FOR SALE 

Several hundred thousand feet reclaimed 
white pine timber. 12’ x 12’, 12’ x 14”, 8° to 
20’ long. Will sell as is or will resaw into 
piank. 


Klatzky Brothers, Inc. 
Houghton, Michigan 
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BUSINESS OPPORTUNITIES 





FOR SALE 
STUD MILL 
PLANING MILL 
DOUGLAS FIR OPERATION 


Located in Douglas County Oregon — Thirty 
Five acres of land—Four acres of Pond—On 
main highway—Southern Pacific rail facilities 
—Plenty of logs available on the open market 
in any quantity desired—Plenty of timber 
available—This is a going proposition and we 
have a valid reason for selling. This mill is 
priced right and can be bought on reason- 
able terms to responsible party. Address Box 
T-38 American Lumberman, Inc. 





If you can increase your retail lumber busi- 
ness through the use of additional money, 
write: Box V-33 American Lumberman, Inc. 





BUSINESSES FOR SALE 





For Sale, retail lumber and building material. 
One yard town, Southeast Iowa, Building and 
equipment $4000.00 plus inventory approxi- 
mately $6000.00, approximate gross $40,000.00. 
Can be increased. Reason for selling—other 
business interest. Address Box V-24 American 
Lumberman, Inc. 


West, Central Ohio 
Lumber & Builders Supply fronting on two 
streets. Lot 88° by 212’, Railroad siding length 
of lot. Showroom 58’ frontage, Redwood ex- 
terior. Insured, $89,000. Plenty parking space, 
Black top street: excellent part of city. 


$80,000 cash 
20,000 cash 
25,000 cash 


Without inventory 
10 year terms 
15 year terms 


Ralph Bollenbacher, Realtor 
Van Wert, Ohio Ph. 2385 


Profitable Lumber Yards 


For Sale 
Retail Lumber, Hardware and Paint Stores in 
Muskogee and Shawnee, Oklahoma, for sale 
to settle estates. Both in growing. prosperous 
communities. Write, wire or phone J. E. 
Hannah, c/o Springer Lumber Company, 
Muskogee, Oklahoma. 


Chicago Lumber Yard. Gross sales in excess 
of $100,000.00. Profitable operation. Must be 
sold due to death of owner. Will deal with 
rincipals only. Write Box V-34 American 
umberman, Inc. 


FOR SALE 


Yard in eastern Nebraska town. located in 
rich farming community. Comparatively small 
investment will handle. Owner wishes to re- 
_ Address Box V-35 American Lumberman, 
nc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





DOUBLE YOUR INCOME from your news- 
paper advertising by using our Low Cost 
“Timber-r-r’’ cartoons. For FREE proofs write 
LILLY ADVERTISING CARTOONS, Box 167 
Long Beach 1, Calif. 
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PLAN PAINT PROJECT 


(begins on page 76) 





base paint, and how many tubes of 
a specific color should be added to 
achieve the shade of the chip. 


Visualize color. To help the cus- 
tomer visualize how his color selec- 
tions will harmonize, the salesman 
usually slips the chips into a spe- 
cial “Personalized Color Scheme” 
folder and presents it to the cus- 
tomer to take along. 

Along with paints, the Trexler 
paint store also features varnishes 
and lacquers. Recently, they have 
had many calls for exterior finishes 
for siding which needs weather pro- 
tection. 

“We have clear coatings we 
recommend for such use,” Marks 
says, “depending on whether cus- 
tomers want a gloss or semi-gloss 
finish. We also have other things 
in the line to offer. One of the best, 
I’d say, is an outside paint with 
a high content of Chinawood oil.” 

But selling the paint and/or var- 
nish is only the beginning, Marks 
insists. You must sell associated 
items like a roller, brush, drop 
cloth, patching compound, ete. In 
fact, the Trexler company’s news- 
paper and radio advertising empha- 
sizes its paint department as being 
a complete one-stop store featuring 


over 200 different chemical items to 
do the whole job—beginning with 
a preparation to remove old paint 
and ending with the wax to protect 
the new finish, plus all related items 
a painter may need. 


Long-profit items. ‘‘Another 
thing, most associated items are 
long-profit items,” Marks adds. 
“Markup on most of them is 50%— 
higher than on most paint prod- 
ucts.” 

While the customer is waiting for 
his paint to be electrically mixed is 
usually the time when Trexler paint 
salesmen suggest and sell related 
items. 





Merchandising 
Wholesalers 


American Lumberman invites 
wholesalers with merchandising 
programs for dealers to submit 
details to our editors. Special 
features are now being published 
describing progressive whole- 
saler operations. 

Wholesalers interested in ex- 
ploring the possibilities of mak- 
ing available a store planning 
service for retail customers are 
urged to write this magazine. 
The keen interest of retailers in 
rew and remodeled stores sug 
gests that wholesalers may play 
a part in our extensive show- 
room program. 














SPEND YOUR 
HOLIDAY ON THE BEACH 


Velightfully casual vacation living — outdoor dining 
terrace, sun deck, patio pool, ocean swimming. 
New, modern 100 unit oceanfront resort motel. 
Designed for complete relaxation under Florida sun. 


@ AAA approved 
@ Free Auto Parking 
@ Air-conditioned 


® Oceanfront 
Bedroom Apts. 
Efficiencies 


° 
. 

and heated @ Hotel rooms 
© 


®@ Beach parties 


Holi 


More fun — same sun — less “mun” 


On AlA at Hallandale Road — 


5 minutes to Gulfstream park, downtown 


Hollywood and nerth Miami Beach. 


Maid service 


Yh 


MOTEL 


Auto rentals — near sightseeing. For fun —call 


or write Hollywood 22601. 


he] GS A’ 'foleo}oma:)7 Ve, make) aiey.\ 
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e substantial cash dividends 

e trained engineers 

e more than 80 branch claim offices 
in U.S. and Canada 








Lumbermens WU Gap 


James S. Kemper, chairman H. G. Kemper, president 
Chicago 40 





SAVE ON TRANSPORTATION 
OUR NEAREST POINT 


YARDS -—-Toledo, Ohio WE CAN 
VA.--Bayard, Elkins, SERVE 


WOOD »* 
FENCE Sinn fser'Sprins 1e0ex 


Write For Catalog VA.—Clinchburg 


USTI 


WOOD PRODUCTS CO. 


TOLEDO, OHIO 


POST and RAIL 
SCREEN TYPE PICKET 
RESIDENTIAL 
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STARRY-KELLY 


LUMBER COMPANY, INC. 


Specializing in Ponderosa Pine 
and Associated Species 


Kiln Dried - Air Dried - Surfaced - Rough 
YARD and INDUSTRIAL STOCK 


Sales Agents & Wholesalers 


1120 Old National Bank Bldg.—SPOKANE 1, WASH. 
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showroom design 


16 NEW oan FOR MERCHANDISING 
BUILDING MATERIALS 

Reprinted from icarane Lumberman . $1.00 
This booklet offers many new plans and ideas to 
help you build or remodel your showroom for 
greater efficiency and sales volume. A case history 
study, it shows how lumber dealers in both large 
cities and small towns have successfully solved the 
problem of outmoded showrooms. You will find 
dozens of suggestions covering such subjects as dis- 


c 
| 
| 
| 
| 


AMERICAN LUMBERMAN, INC. 

139 NO. CLARK ST., CHICAGO 2, ILL. 

Enclosed is my check in the amount of $1.00 for 
the above book. 


Name 





Address 








| 
| 
| 
| 
| 
play, lighting, self-service and store layout. | 
| 
| 
| 
| 
| 
| 


Phone TEmple 8-1448 Teletype SP-175 City, State 
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keep informed on “WHAT’S NEW!” 


40 19 12 13 44 «45 16 «47 «48 «19 20 

22 23 25 2% 27 29 30 31 32 33 34 35 36 37 38 39 40 
42 43 45 46 47 49 SO 54 52 53 54 55 56 57 58 59 60 
Advertised | Prete (tla t 62 63 65 66 67 69 70 71 72 73 74 75 76 77 78 79 80 
82 83 85 86 87 89 90 91 92 93 94 95 96 97 98 99 100 

102 103 104 105 106 107 108 109 110 111 112 113 114 145 116 117 118 119 120 

129 123 124 125 126 127 128 129 130 131 132 133 134 135 136 137 138 139 140 

142 143 144 145 146 147 148 149 150 1514 152 153 154 155 156 157 158 159 160 

162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 4178 179 180 

182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 


FOR 'NFORMATION ON 


'2@) Min ice) 2.470810), me), | 
“What's New” Items 


201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 
221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 
241 242 243 244 245 246 247 248 249 250 251 252 253 254 255 256 257 258 259 260 
261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 278 279 280 
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 











Nome Position 
(Please Print 


Street 





Company 








City. 
Mail to American Lumberman & Building Products Merchandiser, 139 N Clark St. Chicago 72, Ill 
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Admiral Corp. 
Allis-Chalmers, 
Buda Div. ... 
Alsynite Co. of America 
American District Telegraph Co. 
Americ == ha loor Surfacing Machine 
Co. ° see 
Ps 5: ae eiiinahens 
American Sisalkraft Corp. 
Andersen Corporation 


Barclay Mfg. Co., Inc. ... 

Barclite Corp. of America. 
Barrett Division 

Bestwall Certain-teed Sales Corp. 
Bilco Co., The 

Bird & Son, Ine. 

Black & Decker Mfg. Co., The 
solta Products Div., 

The General Tire & Rubber Co 
sostwick Steel Lath Co., The 
Brink & Cotton Mfg. Co., The 
Brown-Graves Co. 

Bruce Co., E. L. . 
Bunyan Lbr. Co., Paul 
Buss Machine Works 


California Redwood Assn. 

Camp Co., Ine., The 

Capitol Products Corp. 

Celotex Corp., The 

Cheney Lbr. Co. .... er 
Chevrolet Div. of General Motors 
Clark Equipment Co. ° 
Cleveland Steel Speciz uty Co., 
Colorado Fuel & Iron Corp., " 
Columbia Mills, Inc., T 
Combination Door Co., The 
Copeland Lbr. Co. 

Crossett Lbr. Co. 


in 





Right on ine “World's Mosi 


Famous Beach” Swimming 
pool, 3 golf courses, putting 
green, shuffleboard, fishing, 
dancing. planned eniertain- 
ment. Excellent food, intimate 
cacktail lounge. Choice hotel 


rooms and apartments. jon € 


: LEONARD 
Write for color brochure. Go, Mgr. 


DAYTONA PLAZA 


Daytona Beach, Florida 
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Advertisers’ 


Daytona Plaza Hotel 

Dennix Products Co. .. 

De Walt, Inc. 

Dexter Lock Division, 
Dexter Industries, Inc. . 

Dodge Corp., F. W. , 

Donley Brothers Co., The 

Douglas Fir Plywood Assn. 

Dow Chemical Co., The 

Duo-Fast 

Durham Co., Donald .. 


Dur-O-waL Div 
Cedar Rapids Block Co 


Elder & Jenks, Inc. . 
Exchange Sawmills Sales C¢ 


Fair Lbr. Co., D. L. .. 
Farley & Loetscher Mfg. ¢ 
Fastener Corporation . 
Flintkote Co., The 

Flynn Mfg. Co., Michael 


‘ 


Frantz Mfg. Co. 


General Bronze Corp. 
General Tire & Rubber Co 
solta Products Div. 
Gerrard Steel Strapping Div 
U. S. Steel Corp. 
Giles & Kendall Co. 
Goodman Lbr. Co. 
Grand Haven Stamped Products ¢ 


Heatilator, Inc. 
Holiday Beach Motel 
Holt Hardwood Co. 
Hyster Company 


Infra Insulation, Inc. 
Insular Lbr. Sales Corp. 
International Harvester Co 


Jasco Aluminum Products C 


Kaiser Aluminum & Chemi« 
Sales, Inc, 


Kimberly-Clark of Michig: 
Knape & Vogt Mfg. Co. . 
Koppers Co., Inc. 


Leigh Building Products Di 

\ir Control Products, Inx 
Libbey-Owens-Ford Glass ¢ 
Lockwood Hardware Mfg. C 
LeOeF Glass Fibers Co. 
Saaievitte Cement Co., Ine. 
Lumbermens Mutual Casualt 
Lupton Windows 


Mack Trucks, Ince. 
Macklanburg-Dunean Co. 
Manpower, Inc. ; 
Marlite Division of Masonit: 
Masonite Corporation 

Mauk Lumber Co., The C. 
Mauk Seattle Lbr. Co, 
Minnesota Mining & Mfg. ( 
Minnesota Paints, Inc. 
Mobile River Saw Mill Co.. 


National-American Wholesa 
Lbr. Assn, 


National Cash Register Co., 


Index 


National Lock Co. 
National Mfg. Co. 
Nichols Wire & Aluminum Co 


Orangeburg Mfg. Co., In 


Pack River Tree Farm Products 
Patterson-Sargent Co., The 
Pittsburgh Plate Glass Co. 


Protection Products Mfg. Co 


Reflector-Hardware Corp 
Remington Rand, 
Div. of Sperry Rand Corp 
Republic Steel Corp 
Truscon Steel Div 
Reynolds Metals Co 
Rod 2 Plywood Cory} 
Re uurg Lbr. Co 
Roun Lbr. Co 
R-O-W Sales Co 


Sargent & Co 
Schlage Lock Co 
Signode Steel Strappir 
Silerest Co., The 
Simpson Redwood Co 
Southern Lbr. Co. 
Southwest Lbr. Mills, Inc. 
Standard Conveyor Co. 
Stanley Building Specialties Co 
Sub. of The Stanley Works 
Stanley Steel Strapping 
Div. of The Stanley Works 
Stanley Tools, 
Div. of The Stanley Works 
Starry-Kelly Lbr. Co., Inc 
Strick Plastics Corp 


Timber Engineering Co 

Trinity White Cement 

Truscon Steel Div., 
Republic Steel Corp. 

Turnbuckles, Ine 

Twin Harbors Lbr. Co. 


Union Lbr. Co 
Unique Balance Co 
U. S. Plywood Corp. 

U. S. Steel Corp wee 
United Steel Fabricators, Ine 
United Steel Products Co 


Ware Laboratories, Inc 
Weather-Proof Co., The 
Wells Lbr. Co., J. W , . 
Weyerhaeuser Sales Co. .. 164-165 
Wheeling Corrugating C ‘ 19 
Vill-Burt Co., The “ye 130 
Williams Co., ie 150 
Wisconsin-Michigan Page | 
Wood Conversion Co, 34-35 
Wood-Mosaiec Corp., 

Parkay Div 
Wood Products Co 
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Zegers, Incorporated .. 
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vant ontons on your hamburger?” 
I’m unpopular anyhow.” 


* + * 


We're inclined to string along with our friend up the street who 
insists the only thing wrong with the younger generation is that 
not enough of us can qualify for it any more. 


yr happened but it should have. It was the 

and the instructor wrote down an equation 

acl nd stated that a certain number of electrons 

was involved. From this he developed an entire board of equations 

winding up at the bottom with, “So, you see, we have five less 
lectrons than at the start. What became of them?” 

Vot a sound from the class. Imperatively the instructore asked 

igain, “Gentlemen, where are those electrons?” 
It was time for action and from a rear seat came a gruff com 


mand, “Don't n a eave this room!” 


Constructive comment: Douglas Fir Plywood sheathing covers 
seven continents. Yes, from Algiers to Alaska it is recognized as 
right, accepted as the ideal all purpose building material 

In the Pacific Northwest the MAUK Seattle Lumber Co. is 

msidered best source of Douglas Fir Plywood. The best is 


best for you. Call EVergreen 0300 
* 
she can remember when the Do-It-Yourself 


1 


1 
hittling 
+ * * 


Ethel: “? husband has a few little habits I dislike.” 
Dee: “You're lucky. Mine has a split personality and I dislike 
both of them.” 


for wandering around at 


ihi I'd have qone home hours ago.” 
* 

Do You know What Dep'’t.: 

Do you know what a politician is? A man who approaches 
every problem with an open mouth 

Do you know what a preacher is? A man who works to beat 
hell 

Do you know what a real dealer is? The man who stocks 


MAUK products ’causs they sell themselves. 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


* *« 
The CG. A. MAUK Lumber Go. 
Toledo 8, Ohio 
Circle No. 95 on Coupon, page 178. 








Association mills 
manufacture redwood 


“of superior quality 





the following mills produce 


an sincRa SISA 
Certified DRY” redwood 


ARCATA REDWOOD COMPANY 
P.O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 

417 Montgomery St., San Francisco 6, California 
HOLLOW TREE REDWOOD COMPANY 

P.O. Box 178, Ukiah, California 
HOLMES EUREKA LUMBER COMPANY 

1430 Russ Building, San Francisco 4, California 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P.O. Box 611, Willits, California 


SIMPSON REDWOCOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
405 Montgomery St., San Francisco 4, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
Circle No. 96 on Coupon, page 178. 
March 18, 1957, AMERICAN LUMBERMAN 


Screens! 
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Simplicity is the keynote of this hardware both from 
the standpoint of installation and operation. 


Fine precision actions on the hinges and door he 
= 


latches assure smooth trouble-free perform- 
ance. Strong, basic materials and protective 


finishes guarantee a longer service life. 


Hanger 


No. 96 
Latch 


No. 95 Latch 


No. 93 Screen and Storm Door Set NATIONAL MANUFACTURING co. 
ee ee, eee ee, ee 


Circle No. 98 on Coupon, page 178. 





WHEN YOU SEE THI 


(Soop workmanship is one of the 


most important factors in preventing 
leaky brick walls. 

Good workmanship includes wetting 
the brick, securing full head and bed 
joints, backplastering the face brick— 
and laying the brick carefully to keep 
the bond. The position of the brick 
should never be shifted after the mortar 
has stiffened. 

Expect trouble when brick are shifted 
or tapped into place after the mortar 
has stiffened. Cracks will result and the 
wall may leak. 


~ 2 
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S KIND OF WORKMANSHIP, 


Brixment mortar has high water- 
retaining capacity. It resists the sucking 
action of the brick. It stays plastic and 
workable longer. Brixment mortar there- 
fore makes it easy for the bricklayer to 
lay the brick acc urately, before the 
mortar has stiffened. 





Brixment mortar has great plasticity, 
igh water-retaining capacity and bond- 
ing quality, great resistance to freezing 
and thawing, and freedom from efflor 
cence. Because of this combination 
advantages, Brixment is the 
masonry cement on the market. 


BRIXMENT 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE, KENTUCKY 


Circle No. 97 on Coupon, page 178. 





